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Homes Make Happy Workers 


A savings plan that has been successfully operating for 12 
years and a home owning bonus plan that has operated for 
several years are described as follows by George D. Gaw, 
head of the Gaw-O’Hara Envelope Co., who believes that 
an employee living in his own home is worth $500 more in 
cash to his company: 

“Twelve years ago I realized that the employee who was 
worrying about money wasn’t as good to the company as 
the man or woman who had a bank account on which he 
or she could draw in case of 


“We thought that they might be better workers. We 
found that they are! 

‘Several years ago we told our employees, who had al- 
ready been educated in the merits of saving, that we would 
give $500 in cash to any worker who saved $5 a week for 
two years and thus accumulated the same amount. This 
gives anyone who wishes to take advantage of this plan 
$1,000 for an initial payment on a home. 

“I have seen men who had been disgruntled, disinter- 

ested and hard to get along 





emergencies. I also realized 
that it would be helpful to 
people, especially the 
younger ones, if a system 


could be devised that would 


make them save a portion of 


our 


their salaries. 

“Accordingly, we made 
weekly bank de- 
posits compulsory for all em- 
ployees, from the printers to 
the artists and creative men. 
We set the amount which 
we felt would be reasonable 
for each individual to save, 
and this 
only governed by the salary 
received by each, but was 
also regulated by our own 
analysis of the home and 


regular 


amount was _ not 


do not. 


EMPLOYEE SAVES $500 
FOR A HOME 
COMPANY ADDS $500 


Any worker in the plant of the Gaw-O'Hara Envelope 
Co., in Chicago, who will save $500 for a down pay- 
ment on a home is given another $500 over and above his 
salary.. This sum is charged to general overhead, and 
George D. Gaw, head of the concern, says it is returned 
in company profit.. Under Mr. Gaw's plan, all employees 
are compelled to save regularly amounts set by the com- 
pany. They don't have to use their savings accounts for 
home owning purposes, but if they save for that specific 
purpose at the rate of $5 a week for two years then they 
draw the additional $500 in cash. 
the job the next day, they can; the fact is, however, they 


with change into happy, sat- 
ished workmen after they 
had acquired their own 
homes. I consider that the 
increased interest of the peo- 
ple who have received this 
bonus is responsible for the 
growth of my company and 
the profits I have derived 


from it. 
“Practically every em- 
ployee is doing creative 


work. Even the printers are 
working on machines that 
are complicated and elab- 
orate and require the utmost 
patience. I have seen these 
men become more efficient 
with their machines as they 
became owners of their own 


If they want to quit 





living conditions of each in- 
dividual. For example, a 
girl who is living at home with her family and not paying 
board, or only paying a small sum for board, is required to 
save more than a girl who is without any other means of 
support and living in a boarding house. The first girl might 
be asked to save $3 a week and the other $1 a week. This 
is explained to every new employee. 

‘We had long before realized the great stabilizing bene- 
fits to the individual of home owning. We knew that home 
owners are more satisfied with life in general than renters. 
We knew that home owners pay more attention to the edu- 
cation of their children, which tendency I consider very im- 
portant to the future of our nation. 


domiciles. 

“They put flowers on my 
desk every morning now when their gardens are in bloom. 

“Aside from the reason that encouraging home owning 
comes back to an employer in production returns, the next 
biggest reason why I think all employers should do what 
they can along these lines is because the home owner is help- 
ing to raise educational standards in this country. 

“There is no doubt but that home owning parents pay 
more attention to the schooling of their offspring than renters. 
The renter hardly knows where his child goes to school; 
the home owner knows every teacher and professor. This 
is due to the immediate interest in the community that is 
shown by property holders. They [Turn to page 23] 
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ITS USE 


for any part of a building 
where Old Time White Pine 
was always the preferred 
wood. Moyie Spruce has 


the same close, straight 
L 


Address Your 


Inquiries to 
SAMUELL. BOYD 
American Sales 
Representative 
828 Plymouth Bldg. 


Minneapolis,Minn. 


BCS pruce Mills,Ltd. 


LUMBERTON ,B.C. 


grain and soft, even tex- 
ture. It's a wonderfully 
durable and _ economical 
wood to use and a good 
seller for dealers. 


Remember, it’s graded and 
sold under White Pine 


grading rules. 
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SELL YOUR CUSTOMERS 









pointing out to your 


‘prospects’ how they can ll " 
their 


a , F 
buildings through the proper use o 
slifornia Redwood, you will gain 
friends and make better customers. 
Remember that it 
to use Redwood throughout. 
1 is to be recommended spe- 
iall f ra rf 

cially tor those parts of a structure 


attacked first by dampness, weather 


soil acids, fungi and insect pests. 
Only a small investment is needed Safeguard 
to protect these points adequately. lhe Vital 

Spots 


fou can obtain any quantity of the 
yenuine California Redwood, either in Suggest Redwood 
straight or mixed cars, with Long 
Leaf Yellow Pine, from Bogalusa. 


flooring, |awn i! 
Every foot of our stock is carefully structures, ho t 4 
manufactured by men who know houses, fencing K 
Redwood. in ice and chem- 
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Cost-Keeping as a 
Factor in Dimension 
Stock Production 


IMENSION © stock 
may be said to 


through the pioneering stage and 


manufacture 
have passed 
to have achieved recognition on the 
During the 
period that the practice of cutting 
dimension at or near the point of lum- 


sound basis of economy. 


ber production has been developing 
there have been inevitable disappoint- 
ments to both producers and 
sumers. But disappointments 
are not likely long to delay, not to say 
prevent, the further development of a 
practice that has so much to commend 


con- 
these 


it from the standpoint of both producer 
and consumer. 

Probably, misconceptions regarding 
values have been one of the major 
difficulties that have confronted those 
who have undertaken to produce as 
well as those who have desired to use 
small Perhaps it is not 
overstating the case to say that pro- 
ducers have undervalued their product 
as often as consumers have deemed the 
price too high. But at the same time 
that there have been disappointments 


dimension. 


there have been encouragements that 
have demonstrate that, 
rightly understood and properly car- 
ried on, dimension manufacture offers 
that should not be 


served to 


economies disre- 
garded. 

From almost the beginning of dimen- 
sion manufacture the Forest Products 
Laboratory at Madison, Wis., has 
keen interest in the matter 
and has engaged in research that has 


shown a 


been calculated to promote the develop- 
ment of sound methods. The results 
of the laboratory's research have been 
made available from time to time. 
Articles dealing with various aspects 
of the subject have been published in 
the AMERICAN LUMBERMAN. On other 
pages of this issue appears an article 
on cost-keeping, which, it is believed, 
is one of the most important of the 
series, because it deals with a phase 
that has been and continues to be seri- 
ously neglected. 

It hardly needs to be said that the 
producer of any commodity must know 
his cost in order to fix a selling price 
that is acceptable to the consumer at 
the same time that it nets him a profit. 
It follows also that the consumer can 
not expect a reliable source of supply 
unless production is profitable. In 
fact, it may almost be said that the 
consumer is more interested in depend- 
able supply than in cheapness. It has 
been said that the producer of dimen- 
sion who undertakes to provide a sup- 
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ply for a large consumer becomes in a 
real sense a branch or subsidiary of the 
consumer. 

In the article on cost-keeping which 
appears elsewhere in this paper, the 
fact is made quite plain that a method, 
not necessarily elaborate, of determin- 
ing costs is indispensable to the profit- 
able manufacture of dimension, and 
factors involved in developing a cost 
system are described and explained. It 
is believed, therefore, that since the 
discussion is based upon competent 
study and because the subject itself is 
of vital interest to lumber manufac- 
turers, the article may be read with 
profit and preserved for reference. 





Locking the Garage 
After the Automobile 
Has Been Stolen 


KADERS will recognize in the 
RR foregoing caption a modernizing 

of a proverb of “horse-and- 
days, which nevertheless has 
an especially pat application in times 
when any day may bring a revolution 
in methods of manufacture, or’ distri- 
bution or in the habits and tastes of 
the buying and using public. The adage 
indicates the futility of hindsight in 
comparison with foresight. In fact, 
locking the door after the horse is 
stolen is about as efficacious in pre- 
venting theft as the plan of the “Wise 
Man of Gotham” who carried his door 
along with him so that thieves might 
not break it down during his absence 
from home. 

The trend of thought here expressed 
was inspired by the act of a business 
institution along the route pursued by 
the writer between his home and his 
place of business. The business con- 
cern is the operator of a vegetarian 
store and a restaurant a few doors 
apart on the same street. For several 
years they have been the only institu- 
tions of the kind in the locality. Re- 
cently, however, a competitor has in- 
vaded the sacred precincts, combining 
at one number the facilities of both 
store and place of refreshment. 

Before the advent of the interloper 
the pioneer was modest in making 
known the nature of his business and 
the service offered to the public. The 
arrival of a competitor, however, in- 
spired unaccustomed activity as mani- 
fested in the filling of the front win- 
dow of the store with a mammoth sign 
calling attention to the merchandise 
offered as well as to the service of the 
restaurant a few doors away. Evi- 
dently, the immediacy of competition 
renewed respect for advertising and 
revived a slumbering belief in signs 


buggy” 
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on the part of the first comer. 

Is there any lumber dealer who has 
had an experience similar to that of 
the restaurateur? Is there one who 
has not yet heard of the branching out 
of the mail order houses in the build- 
ing materials business by the estab- 
lishment of local stores? Does any 
dealer fancy that this development is 
a matter of no concern to him? Is 
there any dealer who still doubts the 
wisdom of fully “occupying” his trade 
territory in order to prevent the incur- 
sions of outsiders? The territory in 
which the merchants are alert and en- 
terprising offers scant opportunities 
for competing invaders, who in fact are 
looking for easy-picking rather than 
for sharp competition. 

There is something almost uncanny 
in the shrewdness with which certain 
of the chain stores and oil distributing 
concerns ferret out the strategic loca- 
tions in various communities and along 
the highways. Conditions are chang- 
ing so rapidly that boasting of “doing 
business at the same old stand” and 
of having been “established” at some 
remote date in the past may serve to 
advertise indifference to progress 
rather than up-to-the-minute enter- 
prise. Security lies not in adhering 
strictly to past policies and methods, 
but in anticipating developments, 
needs and opportunities and in adapt- 
ing methods and policies to them. Not 
infrequently the choice for the mer- 
chant is between revolution and anni- 
hilation. 


Farm Credit Facil- 
ities Unused Because 


They Are Unknown 


MONG the outstanding develop- 
ments in methods of financing in 
the United States during recent 
years have been the enactment of laws 
that liberalize and extend the facilities 
for providing credit to farmers. Not 
only the Federal Reserve Act itself, 
but the Federal Farm Loan Act and 
the Agricultural Credits Act, creating 
the Federal Intermediate Credit Banks, 
apparently, are designed to provide for 
every legitimate credit need for every 
person engaged in any type of agricul- 
ture. In view of these facts and of the 
further fact that there is an abundance 
of money in the country, it seems 
rather remarkable that the agricul- 
tural industry should continue to suffer 
from the lack of credit. 

Apparently, many farmers are still 
unaware of the avenues open to them 
for securing on credit funds that are 
needed to conduct their business in the 
most profitable manner, especially with 
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respect to the producing and market- 
ing of their crops. In rather brief out- 
line, elsewhere in this paper, Judge 
w. S. Bennet describes the credit 
facilities of the Intermediate Credit 
Banks, suggesting that the reason that 
these facilities are not used is that they 
are not known by those who might 
use them or who might promote their 
use. 

Wisely and necessarily, it seems, 
these credits are made available to 
farmers only through their local banks 
or through co-operative associations. 
The law does not permit Intermediate 
Credit Banks to make loans or advances 
to individuals or to discount paper for 
individuals directly. The farmer or 
livestock producer must apply to an 
agricultural credit corporation, a live- 
stock loan company or a banking in- 
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stitution doing business in his locality 
which has the privilege of discounting 
paper or making loans from the Inter- 
mediate credit bank. 

Under the Federal Reserve Act agri- 
cultural paper is given a special ad- 
vantage over commercial paper in that 
while the latter is eligible to discount 
only when drawn for a period not ex- 
ceeding 90 days, farm paper running 
nine months is eligible to discount. By 
farm paper is meant that the proceeds 
of which “have been or are to be used 
by a farmer in any one or more of the 
steps of planting, cultivating, harvest- 
ing or marketing a crop, or of breed- 
ing, fattening, or marketing livestock, 
and the Federal Reserve Board has 
held that the marketing of crops or 
livestock includes carrying them for a 
reasonable time in order to market 
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them in an orderly manner, instead of 
dumping large quantities on the mar- 
ket at one time in order to get money 
with which to meet current expenses.” 

Another provision of the Federal 
Reserve Law in- which lumbermen 
should be especially interested is that 
which permits national banks to make 
5-year loans in the form of first mort- 
gages on improved real estate within 
the same Federal reserve district or 
within a radius of 100 miles of the 
place in which the bank is situated on 
the basis of 50 percent of the actual 
value of the real estate security 
pledged. Some banks limit their op- 
erations to residence loans on com- 
pleted houses, preferably on a monthly 
repayment basis, with occasional loans 
on commercial buildings in active trade 
centers, 





Gets Special Order for Plywood 
for Chicago Exposition 


ABERDEEN, WaAsH., Aug. 8.—A. R. Wuest, 
manager of the Harbor Plywood Co., announces 
that his company has received an order for 
twenty-five carloads of plywood to be used as 
sheathing and siding for the General Exhibits 
3uilding in Chicago’s 1933 “Century of Prog- 
ress” exhibition. The mill is working on the 
order and delivery will be made within two 
months. The plywood will be shipped tongued 
and grooved and shiplapped. It will be cut to 
exact size in the factory, and every piece will 
be numbered. Mr. Wuest stated that it will be 
just like putting together a big cut-up picture 
puzzle. 

The plywood is % inch to 5% inch in thick- 
ness. The shipment will be made up of hun- 
dreds of different sizes, patterns and dimen- 
sions. The first car will contain 306 different 
sizes; the second 900. The material will be 
machined and prepared with a primary coat of 
paint at the factory. There will be no cutting 
of material on the job. Panels to be used will 
range from 8'4 to 100 inches in width, 36 to 
100 inches in length. The material is not be- 
ing purchased to make the building a plywood 
exhibit, but was sold in competition with other 
construction material. 





Purchases Interest in Western 
Pine Company 


Eicix, Ore., Aug. 8.—J. F. (Fred) Ravens- 
croft, who for the last few years has been sales 
manager of the Mount Emily Lumber Co., of 
La Grande, Ore., has purchased a substantial 
interest in the Pondosa Pine Lumber Co., of 
Elgin, and in the future will have charge of 
all sales in that organization. 

The Pondosa Pine Lumber Co. operates a 
re-manufacturing plant, and W. E. Moore, well 
known eastern Oregon lumberman, is the head 
of this company. Last year the company lost 
its plant by fire, and the new and modern plant 
now operating was completed about May 1 of 
this year. 

This company can furnish all yard items in 
Pondosa pine in mixed cars. It also makes 
cut-to-length dimension stock for factories, 
specialty shooks and standard box shooks. The 
company also manufactures 11/16-inch shiplap, 
as well as molding and wrapped trim. The 
company is particularly well equipped to sup- 
ply the mixed car trade and give excellent serv- 
ice to dealers. 

_ Fred Ravenscroft has been in eastern Oregon 
Jor the last twenty years. He has an excellent 


reputation among pine producers and buyers 
alike. He was sales manager for the Mount 
Emily Lumber Co. from the time that concern 
first began operating, and prior to that he had 
been sales manager for the Nibley-Mimnaugh 
Lumber Co. for a number of years. 





Search for Missing Lumberman 


[Special telegram to AMERICAN LUMBERMAN] 
Boston, Mass., Aug. 12.—Aid of police and 
friends is requested to locate Horace M. Bick- 
ford, jr., who has been missing since last Fri- 


~ 


day, Aug. 7, when he left his home in Sharon, 





Retail Stocks Low 
The Kansas City Federal Re- 


serve Bank’s report for Aug. | com- 
pares the lumber footage in 172 
retail yards on July 1 with that on 
hand the same date last year, find- 
ing it 12.7 percent lower. The re- 
port of stocks on hand at 177 yards 
on July 1, 1930, showed them 25.1 
percent lower than on that date of 
1929. The July 1 stocks this year 
are therefore about 34.61 percent 
lower than those of July 1, 1929. 
The volume of lumber sales in 
June of 1931 was 36.59 percent 
lower than the volume for June 
of 1929. Contrary to impressions 
in some quarters, therefore, the 
percentage decline in stocks has 
been about as large as the per- 
centage decline in sales. As yard 
stocks always amount to a number 
of times a month’s sales volume, it 
will be seen that this percentage 
decline in stocks means a large 
footage. 





Mass., presumably for the office of the H. M. 
Bickford Co., 141 Milk Street, Boston, where 
he was associated with his father in the whole- 
sale lumber business. The missing man was last 
seen driving an automobile bearing the registra- 
tion plates, Massachusetts 21,012, description as 
follows: Forty years old, 5 feet 8 inches tall, 
weight, about 160 pounds, light complexion and 
red hair. Any information should be com- 
municated immediately to H. M. Bickord, sr. 


Upturn in Residential Construc- 
tion Believed at Hand 


Boston, Mass., Aug. 11.—Late developments 
here in Boston indicate that the long awaited 
upturn in residential construction is close at’ 
hand. So far as actual sales of building ma- 
terials are concerned, local lumber yards find 
business still abnormally quiet, but information 
secured by a representative of the AMERICAN 
LUMBERMAN at the offices of the Boston build- 
ing commissioner promise early improvement. 
Home building as measured by permits applied 
for and value during the summer now promises 
to exceed the figures for the corresponding 
period of last year. In July permits for 
seventy-one residences to shelter 146 families at 
an estimated cost of $606,000 were issued by 
the building commissioner, compared with 
eighty-one residences to shelter 115 families at 
an estimated cost of 507,300 in July, 1930. The 
value of permits for all varieties of new con- 
struction granted in July declined, however, the 
figures being $1,882,989 as compared with $2,- 
026,110 last year. 





Discuss Finance Organizations 


to Encourage Farm Building 


MILWAUKEE, Wis., Aug. 10—Among the 
Wisconsin leaders who attended the meeting of 
the Federal Land Bank in St. Paul on Aug. 8 
were Donald S. Montgomery, secretary of the 
Wisconsin Retail Lumbermen’s Association; O. 
T. Swan, Oshkosh, secretary of the Northern 
Hemlock & Hardwood Manufacturers’ Associa- 
tion; Dean Chris L. Christensen, of the Uni- 
versity of Wisconsin college’of agriculture, to 
discuss’ the possibilities of extending credit 
through properly organized finance associations 
to encourage farm building. 

Judge W. S. Bennet, counsel for the Edward 
Hines Lumber Co., Chicago; Ormie C. Lance, 
secretary of the Northwestern Lumbermen’s 
Association; and President Klawon, of the Fed- 
eral Land Bank, were also in attendance at the 
conference. No action was taken, but the or- 
ganization method of an agricultural credit cor- 
poration to do for farm building what has been 
done for farm equipment, seeding, feeding and 





SoutH AFRICAN imports of lumber are re- 
ported to be above those of last year, according 
to advices received by the Department of Com- 
merce from Johannesburg. The report adds 


that stocks are about average, with prices weak 
and demand from fair to poor. 
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QUERY AND COMMENT 


Computing Roof Areas 


We operate a re-roofing company under a 
separate name, and have had a change in man- 
agement. We want to obtain description and 
tables showing methods of computing the 
amount required on roofs. We have some 
recollection of seeing in your magazine an 
advertisement or article describing a scale 
showing the different roof pitches and the 
coverage on same worked out to show auto- 
matically. If you can locate the article in 
question we would be glad to have you ask 
the publisher to send us two of them.— 
INQUIRY No. 2,671. P 

[This inquiry comes from New York. The 
following table and formula for figuring roof 
areas are extracted from the ‘Lumberman’s 
Actuary”: 


Roof areas for several current pitches may 
be computed from the following: 


Pitch Rise A 
V% 4” in 12” 5 percent 
% 6” in 12” 12 percent 
Wy 8” in 12” 20 percent 
shy 9” in 12” 25 percent 
%, 12” in 12” 42 percent 
54, ae 6m 1S" 60 percent 
% 33° im 13° 80 percent 
Full 34” in 12° 124 percent 


Roof Area: Refer Column “A” above. De- 
termine area of building at the plate level 
upon which rafters rest. Add to this the per- 
centage indicated in column “A” for required 
pitch. Then add area of all cornice projec- 
tions for total area. This applies to both hip 
and gable roofs, 

While the foregoing table and formula would 
enable the inquirer to estimate the areas of 
roofs, the pitch being known, there might be 
difficulty in estimating the pitch. There has 
been invented, however, a pitch gauge, which 
is supplied in convenient form, for sighting 
roofs and determining pitch. The inquirer has 
been given the source of supply of this pitch 
gauge, which he may need in order to use the 
formula and table. Additional information 
about the Lumberman’s Actuary, which con- 
tains a vast amount of valuable information for 
lumbermen and is widely used by the lumber 
trade, will be supplied on request. The Actuary 
is furnished by the AMERICAN LUMBERMAN at 
the publisher’s price, $10 a copy delivered. 
Additional information regarding the pitch 
gauge also will be given on request—EpiTor.] 


Tests of Wood Construction 


Some time ago you printed an article about 
Government tests for different kinds of 
houses built of different materials and tested 
out for light and heat. I would be very 
— pleased if you could reprint this ar- 
ticle. 

I would like a report on the merits of 
different kinds of siding for houses, which 
last longest, and give best satisfaction. Also 
what kinds of wood give best results for 
money spent for paint. Also which gives the 
best service—the split or bevel siding or 
patent or cove siding. Will appreciate it 
very much if you can give a report on patent 
siding. Is it as good cut of same timber 
as lap siding? If not, why? Have been in 
the lumber business for fifty-eight years and 
believe I am right when I say this siding is 
the best.—INQUIRY No. 2,676. 


[The foregoing requests are made by a lum- 
berman in Pennsylvania. The inquirer has been 
referred to an article that appeared in the 
AMERICAN LUMBERMAN Sept. 13, 1930, on 
“Progressive Steps Toward Wind Proof 
Walls.” This article was prepared by F. P. 
Cartwright, chief engineer, National Lumber 
Manufacturers’ Association, and it contained a 
rather elaborate table in which the test panels 
and a summary of results of air infiltration tests 
were described. He has been referred also to 
an article in the issue of March 1, 1930, on 
“Frame Wall Tests” in which the results ob- 
tained from a series of careful observations are 


summarized. Another reference given to this 
inquirer was an article in the issue of Feb. 22, 
1930, on the relative costs of houses of different 
types of construction, showing that frame houses 
are cheaper. 

The inquirer has been referred to sources of 
published information on tests of paint including 
“Causes of Paint Failure on Sidewalls,” by 
Otto R. Hartwig, paint consultant, technical 
service department, West Coast Lumbermen’s 
Association. The Forest Products Laboratory, 
at Madison, Wis., has conducted rather ex- 
tensive tests designed to develop helpful in- 
formation about the use of paint on wood.— 
Epitor. | 


Out of Date Mailing Lists 


EDITOR AMERICAN LUMBERMAN: In March, 
1928, we purchased and took possession of the 
plant and entire stock of merchandise consist- 
ing of feed, coal, lumber, and building mate- 
rial of the Farmers’ Co-operative Co., of Van 
Horne, Iowa, and since that time the Farmers’ 
Co-operative Co. has been out of business, hav- 
ing dissolved the corporation. 

Quotations and price lists, however, are still 
being mailed to the Farmers’ Co-operative Co., 
at Van Horne, and these are delivered to either 
the president or secretary of that organization. 

We notified various trade journals and credit 
agencies at that time regarding this transfer 
and due notice was given same. Quite often 
the manufacturers suggest that the dealers 
keep their mailing lists up to date at all times, 
but why the manufacturers do not follow the 
same practice is something hard to understand. 
Considerable amount of postage is wasted and 
effort lost because manufacturers do not prac- 
tice what they preach in regard to keeping 
their mailing lists corrected and up to date.— 
A. L. ALcorn, Secretary-treasurer, Iowa Build- 
ers’ Supply Co., Cedar Rapids, Iowa. 


Oral Notice of Mechanics’ Lien 


We would like to know your opinion on 
the following relative to the Illinois lien 
law: 

A contractor here in town took a contract 
from a home owner to remodel his house, 
The contractor in turn bought his materia] 
from us. The owner made him a partial 
payment on the job, which contractor turned 
over to us. A short time before the job was 
completed we called the owner in our office 
and informed him orally that we expected 
him to take care of our bill before he made 
the final settlement with the contractor, 
When the job was completed the owner came 
in and went to our ledger with us and saw 
the balance that was due us on the job 
and we again informed him that we were 
expecting him to protect us. We have a 
witness to that effect. Since, the contractor 
has received another payment but not the 
final settlement and we have not been able 
to collect any from him. 

Would you consider this conversation as a 
legal notice that the owner was to protect 
or must it be in a written form to stand in 
law? The job has been completed about 
thirty days and if necessary we want to 
serve a written notice on the owner to pro- 
tect the balance we have coming.—INQUIRY 
No. 2,675. 

[Inasmuch as the statute specifically provides 
for a written notice, an oral notice would not 
serve. It is possible, however, that the showing 
of the ledger account would be held to be the 
serving of a written notice. However, since 
there is still ample time to serve the written 
notice in the regular way, it is recommended 
under such circumstances that the provisions of 
the statute be complied with precisely. —Eb1Tor. | 
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Though immigration has been} the Chippewa, take in the mills|score for 1881 a number of 


unprecedented this year foreign} on the west side, 


labor does _ not 
enough to supply the present] east side 


Grande Railroad Co. has ad- a 
vertised in England, Scotland : : 
and Wales for 10,000 laborers,| The Quincy 


with promise of good pay. Quincy, Ill, 
* * 7. 
as possible. 


There are 1,254 employees in 000. 


the saw and planing mills of 
Oshkosh, Wis. 
7 


* 


* * 


The lumber 


The firm of Mears, Bates & 


manufacturers| C®,» of Chicago, recently dis- 15,000,000 feet of lumber an- 
of the Chippewa Valley, Wis- solved by the death of Eli nually. 
consin, are likely to have a new| Bates, has been succeeded by 


recross at|miles built surpassing that of 


come fast} Porterville to the mills on the |the past banner year. 
and continue’ to * * *# 
demand. The Denver & Rio| Wabasha and Durand. 


The Oconto Lumber Co. 
® Oconto, Wis., has purchased 
Lumber Co.,}]200,000,000 feet of pine on the 


is pushing the|Big Bay de Noquet and will 
work on its new mill as rapidly jerect a mill there. 
It will cost $60,- ** * 


* The Georgian Bay Lumber 
Co., of Waubaushane, Ont. 
has a mill with a capacity for 


It is run by an engine 
of 550 horse power. The mill 





outlet for their trade to the 
westward. The line as mapped 
out is said to be a Lake Su- 
perior and Omaha route via 
Eau Claire and the Menomonie 
branch. A preliminary survey 
has been made from Eau Claire 
along the east side of the 
Chippewa to the Mississippi. 
It is claimed that Wabasha is 
100 miles nearer Omaha than 
Clinton and that lumber can 
be delivered at the Nebraska 
metropolis by the proposed new 
route at a much lower rate 
than by way of Clinton. At 
Eau Claire the road will cross 





Nathan and Charles H. Mears. 
The old firm was engaged in 
the lumber business in Chicago 
upwards of thirty years. 

* * 


The activity in railroad build- 
ing in the West is a remarkable 
feature of the present good 
times. Never were railway com- 
panies more ambitious and 
pushing than now. As an east- 
ern journal of repute remarks: 
“There is not a State or Terri- 
tory in the West that is not 
pulsating with railroad energy.” 
If track-laying goes on at the 
present rate, the West will 


has painted sides and roof and 
even the trestle work that 
supports the miles of elevated 
railway for the distribution of 
lumber is painted white. The 
village of cottages for the em- 
ployees is a model of taste and 
neatness, all the houses being 
painted white and surrounded 
by picket fences. Gardens and 
croquet grounds abound. The 
company charges no rent for 
these cottages. No liquor is al- 
lowed to be sold or brought 
into the village. The mill and 
its belongings are said to he 





models of their kind. 
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LUMBER MARKET REVIEW 


Southern Pine Mills Are Marking Up the Scarce Items; 
More Straight Cars Sold 


Southern pine bookings continue to make an excellent 
showing in relation to the small current production, which 
at identical mills is 40 percent less than last year’s. Book- 
ings in the week ended Aug. 8 exceeded the cut by 21 
percent. Shipments since the first of the year have been 
11 percent in excess of production, and some popular items 
are becoming so scarce that they are difficult to find for 
mixed car loading. There is said to be an unusually small 
amount of small-mill stock offering, and practically no 
transit cars being put out. Some items of boards and 
dimension have been marked up 50 cents to $1, and orders 
at prices prevailing a few weeks ago are being turned 
down, though there are still some surplus items obtain- 
able at concessions. An encouraging sign is that a larger 
proportion of straight cars is being sold. Retail inquiries 
are a good deal more numerous, and the railroads show 
more interest, though so far only in car material for imme- 
diate use. Some business is reported also in kiln dried 
saps and scantling for the export markets. 


Low Northern Pine Stocks Result in Steady Prices; 
Hemlock Trade Improving 


Northern pine production in the week ended Aug. 1 was 
down to 31 percent of that for the corresponding week of 
last year, and orders made 96 percent of it. In the middle 
West there is a fair demand for small lots, especially from 
city trade; rural trade is dull but yard stocks are low 
and it is believed nearby northern pine mills will benefit 
by a fall demand for quick shipments. In the East both 
industrials and yards are hesitant about buying and have 
allowed stocks to become depleted, so that larger pur- 
chases would result from any quickening in business. And 
a number of leading eastern industries are reporting im- 
provement. Unsettlement of western pine prices is mak- 
ing stiff competition for northern pine, but lists show a 
great deal of steadiness, perhaps because there has been 
no accumulation, shipments during the first 30 weeks of 
the year making 97 percent of the cut. 

Bookings of northern hemlock mills during the last 
couple of weeks have been as large as in the correspond- 
ing week of last year, repeated reductions in the price list 
having put hemlock on a competitive basis in its home 
territory. Mill stocks are rather heavy, and unfilled orders 
are light because most placements are for quick delivery. 


Fir Demand from All Markets Continues Sluggish; 
Prospects Fair for Farm Trade 


West Coast fir mills continue to hold down their out- 
put, which in the week ended Aug. 8 was about 40 percent 
of capacity. New bookings from all the markets remained 
at almost exactly the same level as in the preceding week. 
Reports from identical mills showed a slight decline in 
production, and a decline of about one percent in orders. 

Rail trade is sluggish, as it normally is during August, 
but the mills are looking forward with somewhat more 
confidence to fall demand. Reports on retail stocks indi- 
cate that these can be reduced no further if yards are to 
take care of even the current limited demand. Farm trade 
is likely to be better than might be expected from the 
market position of such crops as wheat, corn and cotton, 
and the farmer’s income probably has a larger lumber- 
buying power than it had last year. Rail prices in the 
period ended Aug. 10 lost their gains of the preceding 


Lumber Statistics Appear on Page 38; 


week, but a number of items of flat grain flooring were 
stronger. 

Intercoastal trade is still disturbed by uncertainty in 
regard to intercoastal rates. A rate of $11 for September 
has been officially announced, shipping lines reporting a 
good demand for space for other commodities, but lumber 
shippers and eastern buyers doubt whether this rate can 
be made to stick. The June movement to the Atlantic 
coast was as large as in June last year, but while eastern 
stocks are ample, there is beginning to be a good deal 
heavier call on them. 

Export trade is dull, most of current business being from 
China, Japan and the United Kingdom, but, with the ad- 
justment of the international financial situation, other 
countries will be in the market for deferred purchases. 


Industrial Demand for Hardwood Showing Improvement; 
Some Mills Withdraw Stocks 


Total sales of both southern and northern hardwoods in 
the week ended Aug. 8 were about 50 percent in excess 
of the production. There are increasing signs that the 
market is about to take a turn toward strength. Some 
surplus stocks are still available at low prices, but it should 
not take long to dispose of these and bring mill holdings 
into good balance. Mill stock depletion is beginning to 
affect the market. Industrial buyers, on the other hand, 
are finding their needs increasing. Automobile demand 
has exceeded expectations, and actual output has been run- 
ning above schedules. Furniture demand has been ex- 
panded by low retail prices, and factories are running on 
heavier schedules than at this time last year. Export trade 
in hardwoods is being helped by a temporary reduction in 
ocean rates, and continuance of this might make for a good 
fall movement. Demand for most building items is slug- 
gish, but flooring moves well, and some items of southern 
oak flooring are scarce, prices of these being edged up- 
ward. A number of hardwood producers, sensing the 
trend of the market, are withdrawing their stocks until 
they can obtain more reasonable prices. 


Unsteadiness of Western Pines Prices Causes Many 
Buyers to Hold Back Orders 


Reports from different distributing centers indicate that 
unsettlement of prices of the western pines is causing 
buyers to hold back their orders. The recent easing up in 
the lists seems to have stimulated business, for identical 
mills in the week ended Aug. 8 reported that their book- 
ings were only 10 percent less than those for the corre- 
sponding week of last year. Total bookings made 85% 
percent of the production, which was slightly less than 
43 percent of capacity. In the period ended Aug. 10, Nos. 
2 and 3 common in both Ponderosa and Idaho showed 
declines. In both species, C selects kept about even, but 
the D were stronger. No. 1 Ponderosa shop is-a trifle 
stronger, and the Nos. 2 and 3 are steady. Thick selects 
in both species keep about even. There is among dis- 
tributers general expectation of an early pick-up in indus- 
trial demand, and present prices will tempt retailers to 
come into the market to replenish stocks for fall trade. 

California pine sales in the week ended Aug. 8 made 91 
percent of the cut, but the shipments were considerably 
ahead of the cut. In the period ended Aug. 4, No. 1&2 


clear and C select, both Ponderosa and sugar, showed 
declines; in D select the sugar was stronger than the 
Ponderosa, and in both species No. 3 advanced a little. 
In mixed pines, declines predominated. 


Market Prices and Reports on Pages 55 to 58 
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imension Stock — Accurate Cost-Keep- 


By A. O. BENSON, Wood Technologist, Forest Products 
Laboratory,* Forest Service, U. S. Dept. of Agriculture 


One of the essentials of a well organized di- 
mension stock operation is a cost-keeping sys- 
tem. Yet the mill that has anything beyond a 
rough method is unusual and one with an ade- 
quate system is exceptional. 

Correct costs enable an operator to decide def- 
initely and confidently the following matters: 


(1) Correct selling prices; (2) the most eco- 
nomical types or forms of raw material; (3) the 
cheapest manufacturing methods; (4) the most 
effective equipment; (5) the most skillful and 
efficient workmen. Even without a cost-finding 
system an experienced operator’s observations 
may enable him to decide in a general way what 
are his manufacturing costs and of what items 
they are made up. However, in a strongly com- 
petitive field judgment alone is too uncertain. 
The reason for the lack of good cost-finding 
methods in small mills is readily apparent. A 
small output does not warrant the upkeep of 
a complicated set of records. Neither can an 
operator who must spend the major portion of 
his time in supervision or in actual machine 
operation spare the time for bookkeeping nor 
can he afford to employ clerical help just for 
that purpose. Moreover, the details of book- 
keeping are distasteful to one who must alter- 
nate between books and machine work. Books 
seem a waste of time when one might be in 
the mill shoving stuff through a ripsaw. How- 
ever, too much material may be passing through 
ripsaws at a loss of which the operator is un- 
aware until it is too late. 

It is not proper to level all criticism at the 
small mill; for even in large operations, where 
dimension stock is more or less a secondary 
product, there is a tendency to treat dimension 
stock costs as a matter of corresponding sec- 
ondary importance. 

Cost-finding systems may be elaborate to a 
degree that defeats the purpose for which they 
are intended. Simple systems can be employed 
that will yield as detailed information as a 
manufacturer ordinarily requires. More detailed 
systems yield facts that are helpful but less 
essential. An attempt will be made to outline 
in this article the items that should be consid- 
ered in developing a cost-finding plan applicable 
especially to small operations and to show how 
the plan should operate. 


Composition and Classification of Costs 


Costs may roughly be divided into three 
classes as follows: (1) material cost; (2) di- 
rect labor cost; (3) overhead cost. Cost-keep- 
ing is materially simplified if the individual cost 
items are placed in the proper classes. 

Material costs include the cost of the logs, 
mill waste, tie siding, or whatever form of 
raw material may be cut into dimension stock. 
They include also the cost of twine, wire, bands, 
or other material used in binding bundles. If 
stickers are used between courses in the bundles 
their cost belongs in the material cost class. 

Material cost is the actual cost of material 
delivered at the dimension stock mill. In case 
the operator produces his own logs it is stump- 
age plus logging and delivery charges; or, if 
logs or tie sidings are purchased, it is their 
cost delivered to the mill. Few mills are cor- 


rect in their computations of value of mill 
waste. Usually mills figure that since this ma- 
terial is waste it has no value that can be 


charged against dimension stock in case dimen- 
sion is made from it. This line of reasoning 


*Maintained at Madison, Wis., in 
with the University of Wisconsin. 





co-operation 


Cost Records Are Needed 

as Guide to Manufactur- 
ing Methods — Small Opera- 
tion Does Not Warrant Com- 
plicated Records — Elaborate 
System Not Necessary — So- 
Called Waste Has Fuel Value 
at Which It Should Be Charged 
When Cut Into Dimension— 
Cut-up Stock Must Carry 
Proper Share of Overhead— 
Apportionment of Cost Be- 
tween Large and Small Cut- 
tings Presents Problem. 





introduces an error that is serious in its conse- 
quences. It results in selling below production 
cost. It upsets market prices for the industry 
as a whole. 

In most cases mill waste has a value as fuel 
wood. Hence, each thousand feet of dimension 
stock should be charged with at least the fuel 
wood value of the waste required to produce it. 
With an ordinary run of birch and maple mill 
vaste it has been found necessary to work through 
about 3.5 cords of waste to get 1,000 board feet 
of dimension stock. At $4 per cord, an average 
value for mill waste, and a 30 percent recovery 
of dimension stock, on the basis of weight, the 
value of the waste required to produce 1,000 
board feet of dimension stock would be $4.20. 
Naturally, the 70 percent of the 3.5 cords which 
is not suitable for dimension stock is not 
charged. 

Since the character of waste is different for 
each mill and since the methods of cutting up 
waste vary widely among mills, each mill should 
make accurate tests to determine for itself the 
correct material charge. Even if there is no 
market for mill waste and the waste is used 
under the boilers to produce power for the 
sawmill it has a value equivalent to the cost 
of the coal or other fuel that might be used. 
Instances are rare where no value whatever 
can be found for mill waste if the possibilities 
for disposal are fully investigated. 

It may be argued that dimension stock has 
a market value equal to the cost of producing 
a comparable grade of stock from lumber. 
However, what the value should be of a grade 
of lumber from which dimension stock might 
be cut is indefinite, for clear stock can be cut 
from the poorest as well as the best grades of 
lumber. A fuel value basis, on the other hand, 
has the merit of being fairly definite and is 4m- 
ple to ascertain. 

In the direct labor cost class belongs the 
cost of labor expended directly on the product; 
as, for instance, for ripping, trimming, and 
bundling. It is simply the actual wages of the 


men employed at machines, or in bundling and 
piling, or some other phase of manufacturing 
that can be classed as productive labor. 
Overhead or indirect costs include a long list 
of items that can not be grouped with material 
Among these are supervision 


or direct labor. 


ing Essential to 
Assure Profit 


(foreman or superintendent’s time); indirect 
material, such as files and oil; indirect labor 
(filing, oiling etc.) ; maintenance of plant and 
equipment; depreciation of plant and equipment; 
interest on investment in plant, equipment and 
manufactured stock carried on the yard; work- 
men’s compensation; taxes; insurance; rents; 
office expense; selling; association dues; and 
others. Some mills may not have all these cost 
items and others may have some not included 
in this list. 

Where a dimension operation is conducted in 
conjunction with and more or less secondary 
to lumber operation there is a tendency to place 
a greater overhead burden on lumber than it 
should bear. Filing, oiling, maintenance, power, 
supervision, and many other items often are 
charged entirely against lumber when as a mat- 
ter of fact dimension stock should carry its 
share. 


Application of Cost Figures 


Once the costs are obtained, the next con- 
sideration is how to apply them. With mate- 
rial and direct labor costs the process is simple. 
lf tie siding costs $16 a thousand board feet 
laid down at the plant and it requires 1,500 
board feet of siding to produce 1,000 board feet 
of dimension stock the material cost will be 
$24 per thousand board feet of dimension stock. 

If the wages of the men employed in direct 
labor about the plant and yard amount to $60 
per day and the average amount of stock pro- 
duced is 5,000 board feet a day, the cost of 
direct labor is $12 a thousand board feet. 

Overhead costs are not so easily disposed of. 
Taxes, interest, rents, insurance, and other 
items are customarily figured on a yearly basis; 
foremen’s salaries are often at a monthly rate. 
Hence, the overhead charge is usually handled 
simplest on a long term basis. A good average 
figure is obtained if a year’s total of the various 
overhead items is divided by the year's total 
of dimension stock produced. Assuming, for 
example, that the overhead totals $7,500 and 
for the same period 1,500,000 board feet of 
dimension stock was produced, the overhead 
cost for each thousand feet of dimension stock 
would be $7,500 divided by 1,500, or $5. Thus, 
for every thousand board feet of stock cut by 
the mill it would be necessary to add a $5 
overhead cost to the material and labor costs 
in order to get the tal production costs. 

In the examples just assumed production 
costs would consist of the following items: ma- 
terial, $24 a thousand board feet; labor, $12 a 
thousand board feet; overhead, $5 a thousand 
board feet; or a total of $41 a thousand board 
feet. The market price would accordingly be 
$41 plus a fair margin for profit and risk. 

Overhead may be computed more closely if 
deemed advisable. Instead of establishing a uni- 
form cost a thousand board feet for all stock 
produced it may be distributed on a job basis. 
Assuming again that the annual overhead charge 
is $7,500, the daily charge is then $25. If the 
mill crew puts in a total of -80 hours a day the 
overhead cost would be $25 divided by 80, or 
$0.3125 a man-hour of direct labor. Thus, for 
each hour each man would spend on a job 
there would be an overhead charge of $0.3125. 
If it required a total of 50 hours to cut a cer- 
tain order the total overhead charge would be 
50 times $0.3125, or $15.625. If there were 
2,500 board feet of product the overhead rate 
a thousand board feet would be $15.625 divided 
by 2,500, or $6.21 a thousand board feet. 

This method has an advantage in that it is 
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possible to figure accurately the cost for each 
job. ‘This is often desirable for certain jobs 
which because of size, shape, or quality of stock 
require more man-hours of labor than others. 
However, overhead distribution on an hourly 
hasis entails accurate time studies, an activity 
the average small mill is not able to carry on. 
Ordinarily, a fixed overhead a thousand board 
feet is sufficiently accurate for sawmill work 
where the form and quality of raw material 
and operating conditions do not vary much 
from time to time. 

lf it were possible to disregard the influence 
of supply and demand the logical method of 
procedure in establishing the selling price of a 
commodity would be to determine the cost of 
production and add to it a fair margin. for profit. 
With dimension stock this method is possible 
only when the production cost applies to the 
aggregate volume of all the sizes being cut. 
If only one size of stock is being cut it is a 
simple matter to determine the cost a thousand 
board feet for producing that particular size. 
On the other hand, if there are numerous differ- 
ent sizes being cut simultaneously from the 
same lot of material, as, for instance, one-inch 
squares 24 inches long alternating with 1 by 1 
by 48 inches, 2 by 2 by 16 inches, 1 by 4 by 
21 inches etc., the problem becomes extremely 
complicated; in fact, there is no_ practical 
method of determining the cost of cutting the 
individual sizes. In general it costs more to 
cut small cuttings than large, and on this basis 
the latter should sell for less. However, clear 
material in large sizes is more valuable than 
in small sizes. Thus, the factors are so in- 
volved that it becomes necessary to assign a 
single material value a thousand board feet 
regardless of the size of the pieces and also 
a single labor and overhead figure a thousand 
board feet regardless of size of stock. Selling 
prices for dimension stock increase with in- 
crease in size of pieces. However, the increases 
are arbitrary ones. They are established by 
supply and demand instead of on actual produc- 
tion costs. Although a mill might show a fair 
profit for the average of all sizes it produces, 
it is probable that some sizes are sold below 
actual costs of production. It is safe to say 
that small squares, of which there is a large 
supply at low prices, frequently do not return 
production costs. 


Cost Studies Must Be Accurate 


Study methods may be simple, but to yield 
dependable results they must be conducted with 
reasonable accuracy. For ripsawing, for in- 
stance, there must be an exact tally of the ma- 
terial going to the machine, together with a 
record of the cuttings produced. There must 
be also an exact record of the time spent by 
the ripsawyer and helper on the test lot of 
material. The combination of these figures 
with the wage rates will make it possible to 
compute the ripsaw labor cost for each thou- 
sand board feet of cuttings. Some difficulty 
is usually experienced in getting workmen to 
work at normal rates during test runs if they 
realize comparative tests are to be made. There 
is a decided tendency to work faster or slower 
than normal, depending on what purpose the 
test results are to serve. Time of day is also 
of considerable importance if a single short 
test is made. Quite consistently men work 
faster in the morning than in the afternoon. 

In recording operating time no deduction 
should be made for normal delays. However, 
if there are unusually long delays, such as 
stops to make repairs on belts or machine parts, 
it is advisable to note the time when the opera- 
tion stopped and again when it started and de- 
duct the idle time. In any event it is always 
advisable to make a record of all stops so 
that in case a stop develops into an unusual one 
the records will permit making the proper de- 
duction. 

If the cost studies are carried on in a small 
way and operation by operation, it is possible 
for one man to make all the tallies necessary. 
Likewise, if it is the aim to limit the records 
to total costs for a certain lot, one man can 
make the necessary tallies. Records are most 
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easily kept if tally forms are prepared in ad- 
vance and all data confined to them in a sys- 
tematic way. 

Records should be made uniformly. Cuttings 
should always be measured with the same de- 
gree of accuracy. In view of the fact that ma- 
terial is generally sold on an air dry basis, the 
sizes of cuttings tallied preferably should be 
the air dry sizes. 

Inaccurate cost figures may be worse than 
none. Precautions must be taken to make cer- 
tain that material used for test runs is as nearly 
the average as possible of the type of material 
to which the resulting cost figures will be ap- 
plied. Logs or bolts must be of average size 
and quality. If the raw material is mill waste 
it must be from an average run of logs cut in 
the usual way. Moreover, the product of the 
test runs must be of average size and quality. 

Accurate knowledge of total production costs 
usually does not satisfy the needs. It is impor- 
tant to know what are the individual cost items 
that enter into the total cost; in the case of 
a mill cutting up bolts, the cost of delivery of 
logs to the headsaw, the cost of headsawing, of 
cross cutting, of ripping, and the like. Fur- 
nished with such details, an operator can readily 
determine which workmen do the cheapest and 
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1. Native African making “bathroom fixtures’ 
tainers. 2. 


seat at each end 


best work, or which machines are the most 
effective. Individual operation costs are also 
indispensable where piece-work pay rates are 
being established. 

It is difficult to determine except by trial the 
amount of material that should be included in a 
test that will yield representative results. In 
most cases a foreman’s judgment is a reliable 
guide as to whether raw material is better or 
poorer than average, whether men and ma- 
chines are functioning with average effective- 
ness, or whether the product is better or poorer 
than average. Obviously, the nearer conditions 
approach average, the less material is necessary 
in the test runs. 





Nova Scotia production of hardwoods up to 
July 15, 1931, showed an increase of 25 percent 
over last year, according to a report made to 
the Department of Commerce by the consul 
at Halifax. Average prices were said to be 
about $6 a thousand less, however, which in 
spite of reductions in operating costs, was fig- 
ured to leave most operators with a loss. 
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out of old wood con- 
Washboard, bench and stool made by Chinese. 3. Bathing 
chairs made from old barrels by Chinese at Singapore. 4. Australian 
“fender” for open fireplace, with a combination fuel container and 
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To Start Improvement Investi- 
gation Campaign 


Ocpen, Uran, Aug. 8.—As a means of stimu- 
lating building activity, the special building pro- 
gram committee appointed by the Chamber of 
Commerce recently will call upon Ogden resi- 
dents to see if there are not some improvements 
needed on their property and to search out 
opportunities to erect new buildings. The com- 
mittee which consisted of six members at first 
is to be increased to ten. The campaign will be 
under way in a few days. 





Boxes Are Transformed Into 
Furniture Overseas 


Each year about one and a half billion feet 
of lumber, sufficient to build a modern city of 
120,000 average-size homes, in the form of 
boxes and crates filled with American merchan- 
dise, is exported to the four corners of the 
earth. What happens to these containers after 
they have served their initial purpose? Repre- 
sentatives of the Department of Commerce have 
reported that the “You 
Can Make It” idea of 
a the National Committee 

) on Wood Utilization 
q has stirred the natives 
. of Africa, the crafty 
Chinese and the stoic 
Hindus to make use of 
them. 

Barrel “chairs” made 
for bathers at Singa- 
pore, Straits Settle- 
ments, are surprisingly 
comfortable. They were 
excellently made _ by 
Chinese woodworkers 
using only crude hand 
tools. 

African natives are 
now using hand towels, 
and are emulating the 
American ideas of con- 
structing bathroom fix- 
tures — making towel 
racks out of discarded 
wooden containers and 


other odd pieces of 
lumber. 

Old boxwood and 
scrap lumber supply 


material for a “fender,” 
which is placed infront 
of the fireplace by Aus- 
tralians, the boxes on 
either end being used as 
fuel containers, and 
when closed as seats. 

In Mukden, China, a 
small stool used about 
the Chinese home; a 
stand for holding an enamel wash basin; a 
simple bench, and a washboard were made from 
old wooden containers. The wash board is 
made of a plain piece of wood with half-circular 
grooves planed into it. 

In Calcutta, India, all kinds of furniture is 
made from old packing cases and short length 
lumber. 





Homes Make Happy Workers 


(Continued from front page) 
begin at once to become interested in the oc- 
cupants from the point of view of their desir- 
ability as neighbors, and thus become awak- 
ened to the importance of the school in com- 
munity life. This is good for the future of 
the country.” 

That this plan of making home owning pos- 
sible is appreciated is indicated in the fact that 
more than 20 of the employees of the company 
have bought or built homes as a result of this 
savings plan, and each of them is happy in the 
fact that he is a home owner. 
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Knowledge of Existing Facilities ls Needed 


[Judge W. S. Bennet, vice president and gen- 
eral counsel Edward Hines Lumber Co., directs 
attention to the facilities offered by the inter- 
mediate credit banks for financing agricultural 
needs, including grain storage and other neces- 
sary buildings. He suggests that if lumber and 
building material dealers and farmers would 
begin to utilize this agency many farm build- 
ing needs would be supplied and the market 
for building materials greatly extended.— 
Eprror.] 


When the late Elbert Hubbard said that if 
you lived in the middle of a forest and manu- 
factured the best mouse-trap, the world would 
beat a path to your door, he said something 
that was completely untrue. 

Generations of business experience from 
which we inherit our authority for the state- 
ment, prove that if you did that, you’d make just 
one model mouse-trap and die with it unsold. 
Similarly, there is a good deal of talk about 
supply and demand that is not reasoned through. 
A demand which is acquainted with all the fa- 
cilities through which it can use a supply, or a 
supply which is acquainted with those facili- 
ties, or better a supply and demand that are 
educated in the knowledge of existing facilities, 
are necessary to the best utilization of the 
principle of supply and demand. A concrete in- 
stance is the economic demand which exists in 
agricultural communities for more buildings and 
the supply of those building materials, which 
exists with neither the demand or the supply 
realizing that there is an existing governmenta! 
agency which they are not utilizing. I refer 
to the intermediate credit banks. 

Congress in 1923 amended the Farm Loan 
Act by adding title two, which creates an in- 
termediate credit bank in each of the twelve 
Farm Loan districts. Each of these banks has 
a capital of $5,000,000, all subscribed by the 


New Mail Order Competition 


New York, Aug. 11.—Independent lumber 
yards have little to fear from the experiments 
of Sears, Roebuck & Co. in operating retail 
salesrooms, according to information received 
from the company itself, from the competition 
to its sales room at Keyport, N. J., and from 
the men who have sold lumber to the purchas- 
ing office for this area at Port Newark. There 
is no tendency on the part of the Keyport store 
to undersell local yards, and the opening of 
the store has not materially increased the busi- 
ness of Sears, Roebuck in that town. 

The retail store was opened in a large garage 
at Keyport about a month ago. It was feared 
that it would be the first of a series of “chain 
lumber yards” which would undersell inde- 
pendent competition all through this area, but 
whatever the intention of the Sears, Roebuck 
home office was in the beginning, it now an- 
nounces that the store is only an experiment, 
and that on its success will depend the firm’s 
future decision as to whether more retail out- 
lets will be started in this area. 

The Keyport establishment is not a lumber 
yard. It is a store, which keeps on hand such 
items as doors, and some trim, but which serves 
mostly as a sample room. Deliveries are made 
from the central office at Port Newark by 
truck. 

Sears, Roebuck & Co. have had a salesman 
covering the Keyport district for about a year. 
George C. Smith and George Conover, heads 
of the only two retail yards in Keyport, both 
told the AMERICAN LuUMBERMAN that the open- 
ing of the store had not increased the power 
of Sears, Roebuck as competition. They said 


Government. The officers and directors of the 
Farm Loan bank in each district are ex-officio 
officers and directors of the intermediate credit 
bank and each of the twelve districts has asked 
the Government for the $5,000,000 subscription. 
It has been made and each bank is functioning. 
Ordinarily, the way these banks function is that 
under the laws of the State, a local co-opera- 
tive association is formed to help the farmer 
carry a crop from planting to marketing. These 
associations can borrow from the intermediate 
banks up to ten times their capital, on ware- 
house certificates. For instance, if a local as- 
sociation is formed with $50,000 capital, it can 
borrow $500,000 from 
the intermediate bank 





house certificates. This 
has been done, to some 
extent, and serves a 
useful purpose. In addi- 
tion to the $5,000,000 
capital, the intermediate 
credit banks can each 
sell debentures to the 
public to any amount 
needed and such deben- 
tures are tax exempt. 
In connection with 
the need on the farms 
for additional buildings 
another phrase and an- 
other method are in the 
Act. The phrase autho- 
rizes the discount with 
the intermediate bank 
by any national or 
State bank of paper due 
in not less than six months nor more than three 
years, and issued for “any agricultural pur- 
pose.” Undoubtedly, the building of a corn- 
crib or barn or any other necessary farm build- 
ing is an agricultural purpose. The phrase is 


that the mail order house had been fairly strong 
in their town ever since the salesman started 
traveling through there, but that it had grown 
no stronger in the last month. 

Mr. Smith, Mr. Conover and the officials of 
the Sears, Roebuck office in New York all 
agreed that the Chicago company is not selling 
houses or lumber any cheaper than the inde- 
pendent dealers are. It is making no attempt 
to capture the consumer on a price basis, but 
is emphasizing the originality of its designs, 
and its facilities for financing the home after 
it is built. 

Sears, Roebuck place a 75 percent mortgage 
on each home if the purchaser desires. This 
plan is similar to the one available to inde- 
pendent lumber yards through the majority of 
Morris Plan banks, and through other finance 
companies and banks. 

Manufacturers’ representatives told the cor- 
respondent that they had sold lumber to the 
Port Newark office of Sears, Roebuck & Co. 
and found its officials willing to co-operate in 
maintaining a fair level of prices. It was af- 
firmed by the company that it is buying its 
lumber in the open market, and was thus help- 
ing to stimulate trade in this area, an assertion 
borne out by the testimony of representatives. 

The company is not only selling ready-cut 
houses, but is doing a tremendous business in 
remodeling homes. In the first six months of 
the year it did a business of $750,000 in this 
line in the Port Newark area. However, in 
accepting an order for remodeling a home, 
Sears, Roebuck & Co. include furniture, light- 
ing fixtures, plumbing etc., so that the volume 


in its district on ware-~ 


very broad. If dealers in sand and gravel, ce. 
ment, lumber, and brick, on the one hand, and 
farmers on the other, would start in to utilize 
this agency through their own State and na- 
tional banks, many of the buildings that are 
needed on the farms would be built and much 
of the building material that is seeking a mar- 
ket would be sold. In addition, there would be 
some profit for local banks in handling this 
paper, and there are a great many local banks 
that need that profit. 

As to money, the fact that the Government 
offering of $800,000,000 was oversubscribed seven 
and one-half times, when the interest rate was 
only 3% percent, merely confirms what every- 
body knows, that there is a lot of money in 
this country seeking investment. The trouble 
is that investors are not being encouraged to 
invest in any way that would put money in 
circulation over the country generally. A build- 
ing program is the best way to do that, because 
a necessary building once constructed does not 
have to be resold. It enters into the permanent 
wealth of the country. This plan, of course, 
has na relation to building construction in big 
cities like New York and Chicago, for in every 
big city there are strong banks which are liter- 
ally bursting with money, and, in time, build- 
ing contractors, labor leaders, dealers in build- 
ing materials, and mortgage loan bankers in 
the big cities, will work out a plan to do what- 
ever construction is necessary in the big cities. 

The law to which attention is called was 
framed to meet the needs of farms and rural 
communties. Probably it does, but if it does 
not, the matter is important enough to justify 
the calling of an extra session of Congress in 
October, for the purpose of making whatever 
amendments experience between now and then 
demonstrates are required, in order to get nec- 
essary building on the farms, building materi- 
als which are clogging the market sold, and 
building construction workmen at work. 


Not Feared 


of three-quarters of a million dollars would not 
all have gone to the lumber yards had they 
sold these remodeling jobs. 

There are about 500 salesmen in this terri- 
tory for Sears, Roebuck. Most of them have 
been traveling around here for over a year. 
These salesmen solicit orders for remodeling 
homes and sell ready-cut homes, but will also 
take orders for large shipments of any kind 
of lumber. 

Sears, Roebuck & Co.’s special home building 
catalogs released here last week do not quote 
prices on ready-cut homes. They state that a 
house will cost “$50 to $60 a month.” 


Retail Sales for 1929 in New 
York State 


New York, Aug. 11—Almost 6 cents of 
every one of the $7,239,632,514 spent in retail 
stores in this State in 1929 went for lumber 
and building material, according to a summary 
report issued today by the bureau of census, 
of the United States Department of Commerce. 
More than half of the materials sold under this 
classification was handled by 1,516 yards. The 
report shows that total sales of the lumber and 
building trade stores and yards for that year 
was $425,295,608, or 5.87 percent of the State 
total of all retail business. Although there are 
9,122 yards and stores in the State, according 
to the census, it took over 7,600 of them to 
make up half this total; the other 1,500 sold 
the rest. 
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Plans for Pacific Building Officials Conference 


BERKELEY, CALir., Aug. 8.—Building code de- 
velopment and enforcement have been stressed 
by the Pacific Coast Building Officials’ Confer- 
ence in the program for its tenth annual meet- 
ing, to be held in this city, Oct. 5 to 10, 
inclusive, with an attendance of city building in- 
spectors, building material men and others con- 
nected with the building industry. Program 
features announced by the president, S. P. Koch, 
chief building inspector of Berkeley, include 
papers on subjects of practical everyday inter- 
est, breakfast discussions dealing with problems 
of the building inspector, and committee work 
on code maintenance. 

The most important achievement of the Pacific 
Coast Building Officials’ Conference has been 
the preparation and publication of the uniform 
building code for the use of interested cities. 
Mr. Koch states that since 1927 when the code 
was first published it has been adopted in full 
as the building ordinance of 100 cities and towns 
and has been used by numerous others in part 
or as a basis of revising existing building laws. 

Larger cities that have adopted the entire 
code include Alameda, Berkeley, Fresno, Long 
Beach, Pasadena, Riverside, Sacramento, San 


Bernardino, and San Jose, Calif.; Everett and 
Olympia, Wash.; Salem and Eugene, Ore.; 
Austin, Dallas and Houston, Tex.; Tucson, 
Ariz.; Grand Forks, N. D.; Helena, Mont.; 
Albuquerque, N. M.; Birmingham, Ala., and 
Utica, N. Y. 

At each annual convention the code is re- 
viewed and proposed changes discussed and 
recommended with the object of keeping the 
provisions correct, up to date and unbiased in 
conformity with the latest and best modern 
practice and research findings. At this year’s 
convention nearly two days’ time will be de- 
voted to code maintenance work. Two new 
chapters will be considered, one concerning 
termite and fungus control, the other dealing 
with licensing contractors. The first mentioned 
is being prepared by the Termite Investigations 
Committee of California from data resulting 
from several years of study, research and ex- 
perimentation. An electrical sign and billboard 
ordinance is also to be presented. 

Continuing a practice that Mr. Koch reports 
as increasingly popular, four breakfast discus- 
sions of two hours each have been provided for 
to allow building inspector delegates to ask 


questions on building code interpretation and 
eniorcement. 


Another feature will be a contest among the 
inspectors to determine their ability in judging 
lumber grades. 


Papers scheduled 
among others: 


“Building Material Specifications and Tests 
as They Affect the Building Inspector,” by 
Frank L. Howard, testing engineer, Smith- 
Emery Co., Los Angeles; “Fire Zones From 
an Underwriter’s Standpoint,’ by L. S. Bush, 
chief engineer, Board of Fire Underwriters 
of the Pacific; “Condemnation of Buildings,” 
by C. D. Wailes, jr., chief building inspector, 
Long Beach, Calif.; “Model Termite Control 
Ordinances,” by Earl E. Bowe, executive sec- 
retary, Termite Investigations Committee of 
California, and “Construction for the Use of 
Gas in the Modern Home,” by H. C. Ross, 
engineer of utilization, Pacific Gas & Elec- 
tric Co., San Francisco. 


include the following, 


An entertainment program, unique because of 
the number of interesting and scenic places near 
Berkeley, is being arranged by the Berkeley 
entertainment committee, with special diversions 
for the wives of delegates. 


Promising New Product Uses Red Cedar 


The Lane Co., Inc., Altavista, Va., well 
known as a manufacturer of cedar chests, has 
taken the lead in utilizing red cedar for a new 
product which promises to be very popular. 


selection; drawers for underwear, ties, handker- 
chiefs, socks etc., with each drawer labelled; 
sliding clothes carrier built into the left side for 
suits, overcoats etc.; trouser rack built into 




















A new outlet for red cedar. 


The Lane-Robe, manufactured by the Lane Co., Altavista, Va., is a 
filing cabinet for clothes, with insured protection against the ravages of moths. 
the Lane-Robe closed, showing one of the handsome walnut finishes available. 


On the left is 
The other pic 


ture shows this innovation in use, with each compartment labelled with the names of the articles 
it is to carry 


This is a compact, portable wardrobe—a filing 
cabinet for clothes—named the “Lane-Robe,” 
designed to keep every item of man’s or woman’s 
apparel in one accessible place, in a smaller 
Space than would normally be used, and with 
positive protection against moths. Features of 
the Lane-Robe include large plate glass mirror 
and rack for ties built into inner side of left 
door; special compartment and fibre envelopes 
lor shirts, placing them in plain view for quick 


right door, and shoe rack below clothes carrier. 

The Lane-Robe is about 6 feet high by 3 feet 
wide, with the interior constructed of full 34-inch 
Tennessee red cedar, 70 percent of the wood 
used in building the cabinet being this species. 
According to W. C. Church, the company’s de- 
signer, particular pains are taken in selection of 
wood and in the cabinetmaking work to ensure 
that all Lane-Robes are absolutely aroma-tight, 
so that moth repellant properties are not im- 


paired by exhalation of the essential oils. The 
Arthur D. Little Co., Cambridge, Mass., a firm 
of industrial engineers and chemists, has been 
retained by the Lane Co. for the last ten years 
to conduct research and make continual tests in 
relation to the properties of red cedar and the 
best construction methods. It claims that if a 
chest or cabinet is made of good quality red 
cedar of sufficient thickness, and is constructed 
so as to be entirely aroma-tight, moths eggs are 
killed immediately on contact with the aroma of 
red cedar, as are young larvae also. Adult 
larvae stand up longer, but their movements are 
impaired and they die in one or two hours time. 
As a result of the tests made by the Arthur D. 
Little Co. the effectiveness of Lane cedar 
chests was demonstrated sufficiently to 
cause a prominent insurance company to 
be willing to issue policies to purchasers 
of Lane chests, insuring against loss by moth 
damage all garments stored in them, which poli- 
cies are effective for five years. This insurance 
is featured in the company’s merchandising pro- 
gram, a policy being given free with each chest. 
A similar course will be adopted in selling the 
Lane-Robe. 

A factory test of the aroma tightness of Lane 
products, to which each chest and cabinet is sub- 
jected before being put on sale, employs an 
ingenious machine which pumps air into the 
products through a small hole drilled in the bot- 
tom. When a certain amount of air is held in 
the chest, a bell rings and an electric .lamp 
lights, which tells the operator the chest is tight 
enough to withstand the pressure. The chest 
is passed and the hole plugged. If the signal 
is not given, air has escaped and the chest is 
therefore rejected. 

The Lane-Robe will be manufactured in two 
models, one for men and the other for women. 
Each will be available in a number of styles 
and exterior finishes. An electric clock is pro- 
vided if desired, at slight extra cost. Lane- 
Robes are being marketed through retail furni- 
ture dealers, backed up by national advertising 
in leading magazines. According to E. H. Lane, 
president, dealers are showing great interest in 
the Lane-Robe, and at the summer market and 
style show at the American Furniture Mart, 
Chicago, at which it was first publicly displayed, 
sales ran well ahead of the company’s expecta- 
tions. The company maintains its own mill at 
Altavista, Va., and ships in logs in carloads. 
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REALM OF THE RETAILER 


Dealers Discuss Their Contractor Friends 


No Bread Lines Here—A Farmer Talks of Crops—A Return of Interest in 
Repair and Remodeling—The Pleasure of Being Urged to Rush Delivery 


The Burton-Lingo Lumber Co. is another 
of the big lumber retailing corporations 
with a headquarters yard and office in Fort 
Worth, Tex. Willard Burton, the president, 
is a widely known lumberman and a public 
spirited citizen. If I am not mistaken he 
serves on the city council and works hard 
at the task. Fort Worth prides itself on its 
efficient city government, and it seems to 
have learned the secret of enlisting its 
ablest citizens in municipal affairs. If it 
will tell some other cities how it brings this 
desirable state of affairs about, they'll be 
grateful. 

There are more than 30 yards in the 
Burton-Lingo line, and Mr. Burton is execu- 
tive head of some other concerns which 
bring the number under his control to 
about 50. 


Working with Contractors 


In the office we met John L. Johnson, the 
vice president, and Arthur Deffebach. Mr. 
Deffebach was at the State convention at 
San Antonio, where this department had 
some pleasant conversations with him. Mr. 
Deffebach says the company has stayed 
away from general contracting so far and 
works with contractors who are experienced 
and capable men and who have operated 
with the company for many years. The 
company will back these selected contrac- 
tors, go on their bonds and so on. It’s a 
matter of proven efficiency and reliability. 
All well established companies have at least 
a certain number of such contractors, and 
years of working together often make the 
arrangement mutually beneficial by dividing 
the responsibility among men, each of 
whom knows his own stuff. The department 
has reported several instances during this 
trip of relationships which were not so 
good. When they go wrong they can be 
very wrong indeed. Once the relations are 
competitive instead of co-operative, then it’s 
just too bad all around. 

This company, like most others in Texas, 
does a considerable amount of financing in 
one way and another. But there’s one kind 
about which it is cautious; the kind where 
the nominal owner has little to invest and 
needs most of his money on a loan. When 
such a job comes up, the company sees if 
it can get the loan for the prospect from 
some independent financing concern. If it 
can get such an agreement, everything is 
all right. It carries the job to completion, 
turns over the paper without recourse to the 
financing company, takes its money and goes 
on as before. A financing company is 
usually pretty shrewd about picking risks, 
and risks are its business. If the lumber 
company undertook that particular kind of 
service it would need to organize the ma- 
chinery and collect the big amount of neces- 
sary information; something it usually 


would rather not do. At least not all lum- 
bermen like to do it, though an increasing 
number are working into it. 


Have Furnished Employment 


Mr. Deffebach mentioned the large 
amount of public work being done in the 
city. In addition to the railroad building, 
mentioned last week, the city itself is spend- 
ing a couple of millions in streets, under- 
passes and the like, and a big program of 
country road building is in progress. All 
these things have served to keep men em- 
ployed, and there have been no bread lines 
in Fort Worth. 

W. S. Wilson & Co. is a near neighbor of 
the Burton-Lingo plant on East Front; a big 
yard that the Realm visited in the rain. In 
fact the skies had been generous at the 
time this material was collected, and grain 
and feed crops in west Texas were coming 
along like a good many million dollars. 
About two dealers out of three mention the 
hope of a good crop in the wide open spaces 
as the best thing that can happen. Crops 
last year were not so lush, and that has 


remarked a tall boy in a hat that looked 
like the wreck of a circus tent. I engaged 
him in conversation alongside his team of 
yellow mules in a small town one Saturday 
afternoon. “These yere, now, rains,” he 
went on, “they don’t make your ottymobile 
look purty, but they sho put a roof on the 
ol’ house. Me, I like to git som’pin when I 
scratch. Give me a good take of cotton, 
and if I don’t git but 10 cents, well, that’s 
som’pin. What’s 30 cents with nothin’ to 
tote to the gin?” 


Much Capital in Financing 


W. H. Wilson, of the Wilson yard, said 
the usual way of financing was carrying the 
job through to completion and then letting 
a loan company pay out on it. He added 
that without doubt the financing service 
was abused. Practically all Texas dealers 
have some sort of financing machinery fixed 
up; and if they don’t supply the money 
themselves they have connections through 
which they can get it for their customers. 
“At best,” he said, “it takes a lot of operat- 
ing money. We have to buy all sorts of 














Part of display made by Tacoma Lumbermen’s Club at Western Retailers’ 1931 convention. It 
includes truss models and farm building suggestions in addition to a display of farm cow 
venience plans, farm buildings and a bull pen with safety appliances 





added a wrinkle to the collector’s brow. 
Give the farm boys feed for the stock, give 
them a good yield of cotton and wheat, and 
there’ll be money in the bank. They'd like 
to add a petition for stout prices; but even 
though the prices don’t get hot, a good yield 
will ease things along. “If y’ ain’t got 
cotton y’ cain’t sell it, an’ then wot th’——,” 


things we don’t carry in order to finish the 
house; and we usually find that only about 
a third of the money we’ve advanced is for 
materials on which we make a profit.” 
These southwestern dealers seem to be 
prepared to offer most unusual service just 
for the opportunity to sell the materials that 
go into a house. No doubt this means a 
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fair but not a high price on the materials; 
and many Texas dealers, like my cotton- 
farmer friend, like to get at least something 
when they scratch. Probably they do as 
well, at that, if they can sell the building 
materials without price competition. For if 
they didn’t offer the service and sold down 
where unhedged price competition would 
put the business they’d probably have less 
net to show. The Realm has never seen the 
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priced houses are visible. At the present 
Mr. Hutchins says sales are of the small 
variety; for garages, repairs and remodel- 
ing. He has never entered the loaning field, 
even indirectly. This concern makes a side 
specialty of petrified wood; a kind of rock 
found in certain parts of the State and used 
by some people as settings in walls and 
other ornamental lawn work. 

James D’Arcy (Inc.) is another suburban 
































Industrial uses of West Coast woods exhibited by the Tacoma Lumbermen’s Club at Western 


Retailers’ 1931 annual convention. 


Sitka spruce butter tubs, cheese boxes, crates, implement 


handles, Douglas fir plywood and a Douglas fir wheelbarrow knocked-down are shown 





problem worked out by statistics and per- 
centages, but at least this is the way the 
Texas dealers seem to be doing it; a lot 
of service for a chance at just a reasonable 
price on the materials. 


Repair and Remodeling to the Front 

“Of course this service lets us in for some 
anxious moments about the small contractor 
who isn’t financially responsible,’ Mr. Wil- 
son added. “If we deal with him, and we 
have to more or less, we have to take some 
chances. If he hits it right and makes a 
nice profit on a house, he gets the velvet. 
Of course we get our margin of net on the 
materials. If he hits it wrong, it’s our loss. 
You can’t call it a gamble, for the chances 
run only one way. We have gotten over 
the habit of over-loaning that was common 
a few years back. When a hatchet and saw 
carpenter could draw up a plan and peddle 
it around among loan companies and ar- 
range for a 100-percent loan, he was sure 
to build a speculative house or two when he 
wasn’t busy. That sort of thing soon takes 
the edge off the market and gets a lot of 
people into the home-owning class with 
nothing at stake. Some of those houses 
were repossessed a while back and were 
sold at distress prices to the further de- 
Mmoralization of the market. But that’s his- 
tory, and I think we’re well over it.” 

The Camp Bowie Lumber Co. is a subur- 
ban yard located on the site of a huge army 
camp of World War days. F. S. Hutchins 
Says that the city has been growing his 
Way, and in fact great areas of moderate- 


yard farther out along the Bowie Road. Mr. 
D’Arcy was not in when we called. This 
concern handles quite a stock of hardware 
and paint. 

The Realm called upon Harry Leeper, of 
the Leeper Lumber Co., a veteran whole- 
saler, to get a wholesaler’s view of Texas 
lumbering. He repeated much that we'd 
heard about the importance of crops and 
especially of feed crops, and he stated that 
farm prospects at the moment had never 
been better. He stated that most  busi- 
ness through the general area was repair 
and remodeling; a good kind of trade but 
hardly enough to carry all the yards on a 
high tide of prosperity. But in his opinion 
Texas is pretty well off at that, with rather 
sound prospects for new building in the 
latter part of the season. 

The department missed seeing Stonewall 
Jackson when we called at the yard which 
bears his name. He has a plant on a main 
highway in the north part of the city. One 
of the three Fort Worth yards of the Cam- 
eron company is his neighbor in the same 
block. 

S. J. Pool has a suburban yard in the 
southwestern part of the city. Mr. Pool is 
a contractor and builder and is his own 
chief customer. He builds some houses for 
sale and some on contract. He keeps a few 
going most of the time. 

James R,. Ellis, of the Judd-Timmons 
Lumber Co., admitted that a little livelier 
building market wouldn’t offend him, but at 
that he seemed in a genial mood. This is 
a good-sized plant on the south side, sup- 


LUMBERMAN 


27 


plying a rapidly growing residence section. 
Mr. Ellis spoke of contracting with a crit- 
ical interest as something Texas lumbermen 
might have to undertake sometime just to 
have a reasonable control over sales. His 
efforts at present are bent toward finding 
the customer before an alien contractor gets 
him cornered. The company has its own 
string of contractors and builders with 
whom it works in rather informal partner- 
ship; men who have long dealt with the 
company and are reliable. If Mr. Ellis can 
find the prospect first and can guide him to 
a good builder, or to several if the customer 
wants competitive figures, he is pretty sure 
of a mutually satisfactory deal. If the cus- 
tomer comes in with an uncertain contrac- 
tor engaged, then it’s not so good. It’s the 
old story of the contractor’s loss and the 
customer’s dissatisfaction recoiling on to 
the dealer’s head. “Contracting is a busi- 
ness few retailers know,’ Mr. Ellis said. 
“It means a bigger organization, more 
knowledge and more capital. But doing it 
gives a dealer a control that without it he 
doesn’t always have.” 


Taking a Crack at the Banker 

In the office of the B. W. Owens Lumber 
Co. we heard a good natured analysis of 
general business troubles that laid the 
blame on banks and bankers. Business con- 
cerns have always operated through banks, 
and since they’ve come to rely on this serv- 
ice they have acquired something of a 
vested interest in it. Probably they could 
have managed in other ways if they’d begun 
soon enough. But along comes the tight 
spell, and business can’t pull out without 
banking help. So just when they’re really 
needed the banks freeze up and won’t lend 
anybody a thin dime. Perhaps they can’t, 
with frozen assets and call loans that refuse 
to call. But it places the blame, if not on 
banker stubbornness at least on banker fore- 
sight and knowledge, or their lack, of the 
services they’ve long claimed as their spe- 
cialty. All of which is something to be 
worked out by some one who knows more 
about banking than this department does. 
This, too, is an outlying yard. Incidentally 
it has some lovely roses growing by the 
office. 

The Chickasaw Lumber Co. has four 
yards, all located in Fort Worth; a concern 
that advertises a complete line of building 
materials. L. A. Henderson, the general 
manager, was not in when we called. A. M. 
Coleman, manager of the general-office yard, 
said business was erratic. Some days the 
trucks were hurried, and customers called 
the office to bawl out the company because 
their orders had not arrived; something 
that, rightly understood, is music to a 
dealer’s telephone ear. For if customers 
want material faster than it can be de- 
livered, well, you can see that such a situa- 
tion has its points. 

The Chickasaw company looks to the 
financing of dwellings; and Mr. Coleman 
says that a lumber company of any size is 
virtually forced into offering this service 
some way or other. 

“It’s something like delivering,” he said. 
“Every customer in these days, unless he 
is a farmer, takes delivery for granted. He 
doesn’t even inquire about it. Certainly he 
doesn’t worry about what it costs the dealer, 
and he assumes, if he ever thinks about the 
matter, that it’s taken care of in the price 
asked. As a matter of fact we couldn't sell 
material in Fort Worth without our own 
delivery system, and it’s gotten practically 


28 


the same way with financing. Both are all 
right and necessary; but it’s easy to abuse 
them and to let costs slip by without being 
taken care of in a proper way. Financing 
takes capital and worry; but if you can’t 
sell your stock without it, there’s little to 
argue over. I think that on the whole the 
local market is improving. Of course after 
we've had a run of sales that keep us jump- 
ing, we'll hit a day that seems to produce 
few sales. But basic conditions seem dis- 
tinctly on the mend, and I’m looking to the 
latter part of the year with considerable 
confidence.” 

I. W. Jarrel, of the Barber Lumber Co., 
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mentioned the matter of overland trucking 
of cotton to Galveston and other markets 
and the effect which this new departure is 
having upon established lines of business. 
The railroads worry first; but the compress 
owners join in, and local lumbermen echo 
the refrain. Mr. Jarrel told of driving to 
southeastern Texas a short time ago and 
of meeting probably 50 big trucks loaded 
with lumber. Some of this may be on the 
way to local yards; but a safe guess is that 
a fair part is going direct to a job. Cotton 
one way, lumber coming back. 

Clyde A. Penry, of the Teel-Penry Lumber 
Co., says there is a marked improvement 
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in Fort Worth both in the repair and re. 
modeling trade and also in cottage building. 
Small homes have not appeared in the mar. 
ket for some time, but they are coming jp 
now in a steadily increasing volume. For 
the general yard the trade in houses of 
small and moderate size is what puts money 
In the bank; and a revival of this business 
upon a steady basis is the best of news. 

The big jobs, such as the railroad work 
and business blocks, have helped keep 
things going. A good crop added to the 
general improvement in the city itself would 
put Texas a long way toward forgetting the 
drag in business. 


A Thorough Home Planning 


Service Builds Sales 


GREEN Bay, Wis., Aug. 10.— 
“Our business is good, and is im- 
proving,” an AMERICAN LUMBER- 
MAN representative was told by 
Joseph M. Crevcoure, secretary- 
treasurer of the Green Bay Planing 
Mill Co., and this may be attrib- 
uted to the progressive policies and 
methods that are so efficiently put 
into effect by this company in the 
conduct of its various departments, 
in particular the special home plan- 
ning service department. 

The company offers a complete 
architectural service for home 
building and improvement, keeping 
an expert designer employed and 
co-operating in every possible way 
with local architects and builders, 
who think so well of the company 
and the designer’s work that at 
present his services are being 
loaned to several Green Bay archi- 
tects. The company gains its pros- 
pects for new construction by 
means of extensive direct mail 
work and newspaper advertising. 
Having obtained some idea of the 
prospect’s purse and requirements, 
an elaborate sketch of a suggested 
home is drawn and usually the sale 
follows. 


Drawings Attractively Finished 


Particular care is taken to have 
the drawings give as complete a 
visualization of the finished home 
as possible, as the firm feels it very 
important to convey to the layman 
mind a concrete impression of what 
is being offered, both to create a 
desire for possession that will in- 
duce a sale, and in order to avoid 
any subsequent misunderstanding 
or dissatisfaction. 

All the plans in the company’s 
file shown to this representative 
were colored in pastel, which added 
warmth and much enhanced the 
finished appearance of the de- 
signer’s work. It made each plan 
look as though it were being pre- 
pared for an architectural competi- 
tion. “Women respond to color,” 
Mr. Crevcoure said, “and it is as- 
tonishing how the mere coloring 
of a house plan helps getting it 
accepted.” He told how, just a 
short time before this visit, a con- 
tractor called up and said he was 
bringing a woman down to the 
office whom he had not been able 
to influence to make up her mind 
about a plan he had prepared. 


After a discussion with Mr. Crev- 
coure and the designer, work was 
started in the afternoon on a 
slightly modified plan drawn up in 
the company’s own particular way, 
and the job was sold at the pros- 
pect’s home that night. 


Broadminded Policy 


_We went on a trip through the 
city with Mr. Crevcoure, who 








interested, really serviceable house 
planning service.” 

As showing what a little persua- 
sion will do when the customer has 
confidence in the broadmindedness 
of the company he is dealing with, 
Mr. Crevcoure cited the house 
shown on the right of the accom- 
panying picture. “For some rea- 


son, the customer specified at first 
a slate roof,” he said, “but beyond 











Homes at Green Bay, Wis., designed by the home planning service 


department of the Green Bay Planing Mill Co. 


The outside walls of 


the home under construction, at the right of the picture, are of an 
attractive reddish limestone quarried in the vicinity 


pointed out many fine homes the 
Green Bay Planing Mill Co. had 
been responsible for. To a com- 
ment on the great variety of build- 
ing materials and types of con- 
struction that were evidenced, he 
replied: “We play no favorites, 
and do not let the fact that we 
are in the lumber business influence 
us to insist on all-lumber construc- 
tion if this is contrary to the de- 
sires of the customer. Of course, 
if we have a free hand, or if the 
customer has no decided views, we 
recommend lumber in preference to 
other materials, where practical 
architectural considerations and 
our own interests coincide. In most 
cases it is only siding business that 
we stand to lose, and we figure 
the profit we would gain on this is 
worth foregoing for the sake of the 
goodwill that is built up for a dis- 


remarking that we thought shingles 
would be better, in accordance with 
our policy we put up no particular 
resistance at that time. When the 
job got under way we brought the 
subject up again, and were able to 
make the customer feel that shin- 
gles would harmonize with the 
rugged limestone exterior more 
artistically, and in fact were able 
to sell him 3%-inch hand cut 
shingles.” 


Window Pulls Chair Sales 


The same thoroughness with 
which the home service department 
is carried on characterizes the 
company’s handling of its large 
display window, which at the time 
of this visit effectively exhibited 
Long-Bell lawn chairs, painted and 
unpainted, assembled and  dis- 
assembled, and in the original 


Visualization of Com- 
pleted Job by Colored 
Drawings Makes Strong 
Appeal to Women 


packages. Sandboxes and fencing 
were also displayed. 

The window is on a street paral- 
lel to Main Street, a block away, 
and is illuminated at night. The 
company officials said they often 
see half a dozen cars parked out- 
side in the evenings, with the own- 
ers on the sidewalk examining the 
display. 

Mr. Crevcoure believes garden 
furniture is an item that practically 
sells itself if only the public is 
allowed to see it, and recounted his 
experience with Long-Bell chairs 
as proof. The company laid in a 
stock of 300 chairs at the beginning 
of the season, and up to the time 
of this visit had sold 235. The 
chairs were moved at this rapid 
rate simply by display, with no 
other effort beyond one small news- 
paper advertisement early in the 
season. The company has _ sold 
$3,000 worth of picket fence, lawn 
fence and pergolas this year with 
the aid of the window. 


Says Public Using Gardens 


“We have used the window to 
push sales of garden furniture and 
accessories this summer,” Mr. 
Crevcoure said, “because we feel 
that people are inclined to stay 
around home more these days, and 
are likely buyers of the things that 
at iittle expense make a garden a 
comfortable and interesting place 
in which to spend summer leisure. 
All we fellows in the office happen 
to be enthusiastic gardeners, and 
that helps a lot. People want to 
be shown the finished form of the 
things that contribute to their com- 
fort, convenience or pleasure, and 
if you’ want to sell them things 
you've got to demonstrate them, 
and that is where display windows 
come in. A picture is worth a 
thousand words, they say, but the 
finished article is better yet. Just 
as an example, I recently built a 
pergola for my own garden. I 


painted it and put it in the window, 


for a week or so, and you'd be 
surprised at the number of in- 
quiries we had for similar struc- 
tures.” 

In those few words is a whole 
bookful of sound merchandising 
counsel, principles that progressive 
dealers are beginning to follow all 
over the country. 
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Small 


|One of the most interesting talks made be- 
fore the recent convention of the Virginia Lum- 
ber & Building Supply Dealers’ Association 
was that of W. F. Gibson, of Gibson & Davies, 
Wytheville, Va. This address was briefly sum- 
marized in the Aug. 1 issue, but believing that 
dealers throughout the country will find it of 
interest and value, AMERICAN LUMBERMAN is 
presenting it here in full——Epitor.] 


I think I was given the subject ‘“Merchandis- 
ing in the Small Market” because we run a 
lumber yard in a typical county seat town with 
one competing yard. 

About 30 percent of our business comes from 
the 3,000 inhabitants of Wytheville and 70 per- 
cent from the surrounding fertile country. We 
carry everything needed to construct a good 
home except stone, sand and gravel and while 
we occasionally deliver material as far as 50 
miles our average delivery is around 7 miles. 

We use three long-coupled 1'%-ton trucks 
and limit loads to 2% tons. We use two drivers 
and when rushed make up loads on the ‘third 
truck ready for the driver to take out when he 
returns, as it takes about as much time to 
gather up a mixed load as it takes to deliver 
it. In this way the third truck can stand idle 
on slack days, ready to be used on emergency 
calls when the lady down street wants three 
2x4s and a sack of cement P. D. Q. 

We advertise “You Don’t Have to Wait” 
and we all know it is necessary to make good 
on what we advertise. For our small market 
we think our light speedy trucks costing $900 
fully equipped and depreciated at $25 a month 
are as good as any. We pay one driver 30 
cents and the other 20 cents an hour, build our 
own truck bodies and our own men make all 
minor repairs. We paint our own trucks white 
and keep them clean. Have signs front and 
rear of cab and on both sides, and we feel this 
is the best advertising we do. 

We do not object to fairly long deliveries, for 
we can take two tons 10 miles for less than we 
can deliver to the house in the next block that 
orders a little stuff ten times a day just be- 
cause it is so handy to the yard. 

The speaker got his early education in a big 
yard having separate departments for buying, 
estimating, selling, hardware, millwork, ac- 
counting, advertising, and transportation. The 
business was big enough to pay the immense 
overhead involved without taking too much of 
each dollar received. 


Small Yard Operator Must Be Versatile 


I may get an argument out of this, but I 
claim it takes a better all-round lumberman 
to operate a successful yard in a small market 
than to successfully operate a large yard in a 
big market, and as “Chic” Sales so aptly says 
in the “Specialist,” “I'll tell you why.” 

In a small market one or two men in the 
organization must be good in everything. Fi- 
nance, credit, buying, millwork, yard manage- 
ment, estimating, plans, and_ specifications, 
transportation and accounting must be handled 
as daily routine, while each man should be 
able to grade lumber and keep generally posted 
on his line. Fortunate indeed is the small yard 
that has two men able to function in any ca- 
pacity for this gives each a chance to get away 
occasionally. 

Small market merchandising must be carried 
on with an overhead not higher in proportion to 
the volume than the overhead of its competitors 
in the big markets. Expenses of every kind 
must be kept in proportion and the only solu- 
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tion is high grade men who can roll several 
jobs into one and like it. 

Our theory is, a small shop for the small 
yard. We employ two shop men, both finished 
workmen, and we can turn out frames, cabinet 
work and special work as quickly as can the 
larger concerns. All our machinery is motor 
driven; average power cost, under $10 a month; 
shop labor cost, 40 cents an hour each for two 
men; total cost, including everything, $10 daily; 
total work produced averages $18 daily, not 
including materials. We have no foreman. 

Where the big city yards furnish the bulk 
of their material to the industrial trade and 
the contractors who know their business, the 
small market yard sells the bulk of its product 
to brush fence carpenters and folks who have 
only a hazy idea of what they want to build 
and no idea of comparative values. It is a rare 
occasion when we get to furnish material on 
an architect’s specifications. 

As a part of our service we draw complete 
plans and details, write specifications, make up 
material estimates and often advise the cus- 
tomer about what the various work should cost 
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PROGRESSIVE 


merchants nowadays encourage the mem- 
bers of their business organization to own 
their homes, to belong to local social, re- 
ligious, civic and business organizations and 
to take deep root in the city of their work. 
Such interest gives the business and its men 
more enthusiasm and sincerity in their sell- 
ing, more earnest acceptance of their 
recommendations, and wider acquaintance 
—the real basis of sound permanent sales 
history. Check up, just for the fun of it, 
and see how many local organizations your 
business and its employees are connected 
with: Kiwanis, Rotary and other luncheon 
clubs, churches, chamber of commerce and 
business organizations, lodges, clubs, school 
organizations—the list might be almost in- 
definitely extended. 





and tell the contractors the minimum they 
should figure on the job to assure a profit. If 
the job is figured too low everyone is stuck, 
but the fellow who gets permanently stung is 
the bargain hunting owner. 

Every yard, large or small, should have 
sufficient capital and the small market yard 
needs proportionately more than the big mar- 
ket yard, owing to the fact that the small com- 
munities do not have adequate building and 
loan organizations. Life insurance companies 
continue to draw vast amounts from small mar- 
ket communities and loan the money only on 
large city real estate. 


Invest Life Insurance Funds in Small Towns 


There is no value more permanent than well 
improved real estate in a good small residential 
town and the community that surrounds it, and 
I hope to see the day when much of the life 
insurance money paid out of small communities 
is used to finance good modern homes in those 
communities. 

Our State has many fine residences and thou- 
sands of comfortable modern homes, but it lacks 
sufficient barns and buildings for stock, feed 
and tools. I believe enough hay and fodder 
have rotted in southwest Virginia during the 
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How a Lumber Yard Is 
Successfully Operated 
in a Typical Small Town 


last 15 years to build attractive farm buildings 
on each farm lacking them. The small market 
lumberman must drive this fact home in his 
community. 

He should be the guide and adviser of his 
community in building matters and he can gen- 
erally advise the prospective builder as to type. 
design and quality of building, so as to give 
him not only a better job, but at a saving in 
outlay. We often tell our customers that it 
doesn’t cost a cent to change their plans on 
paper, but it is expensive to change a building 
during construction, 


Figuring Costs and Profit 


The most important thing about merchandis- 
ing after all, is a reasonable return for our 
work and our investment. While percentages, 
margins and profits are easy for lots of folks 
to figure out, we are convinced that they fool 
a lot of small yard men and at the end of the 
year they don’t have the right answer in profits. 

A simple system that anyone can understand 
is as follows. At the end of the year figure 
up the total cost of all purchases and add to 
this your labor cost in your shop. For illustra- 
tion, this amounts to $100,000. Then add up 
all other expenses of every kind plus depletion, 
depreciation and credit losses and, for illustra- 
tion, this amounts to $30,000. It is easy to 
see that it takes 30 percent of your mark up 
to cover actual expenses. If you sold $140,000 
worth of goods your margin was 40 percent 
and you gained $10,000 or 10 percent profit on 
purchases. Based on sales your expenses were 
2137 percent, and your margins 2847 percent, 
and profits 7147 percent. 

The answers are both correct but the danger 
lies in the calculation of 2157 percent being 
added to the cost of the goods on next year’s 
markup instead of 30 percent before anything 
is added for profit. 

The only danger in calculating from a sales 
basis is that we are always working from a 
basis that is uncertain while calculations made 
on the cost of goods are dependable and not 
guesswork. We do not mean to say that it is 
practical to mark up all goods a certain percent 
because it will not work out. Doors and win- 
dows naturally carry a better margin than 
sheathing and framing, while glass, moldings, 
and varnish more easily carry 100 percent than 
brick and cement carry 25 percent. 

Turnover, trucking and volume must all have 
a bearing on the mark-up but the average must 
be above the cost of doing business. 


Making Surveys a Profitable Use of Time 


In a small community we get in closer touch 
with everyone than in the large markets. We 
can not spend our time in a more profitable 
way than in making a survey of our field. We 
get acquainted, find out the future plans for 
improvements and building and sell enough ma- 
terials each trip to more than offset expenses. 

Folks like to buy from friends they know 
and have confidence in. Our slogan is courtesy 
and lumber, and the lady who comes into our 
shop to get a bed slat is entitled to receive the 
same courtesy as does the big buyer. 

Cultivate the contractors; they are your best 
salesmen. If any small market yard can get 
and hold the good will and patronage of a half 
dozen good contractors, its success is assured. 

In closing I leave this thought with you. It 
matters not how small you are, if you are good. 
A good small yard will grow and with modern 
roads and rapid transportation the really small 
market can be made to grow just as large as 
the service rendered justifies. 
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Card System Facilitates 
Deliveries 


Pawtucket, R. I., Aug. 10—Henry C. Mc- 
Duff, of the Henry C. McDuff Estate, local 
lumber dealer, has developed an interesting new 
card rack system that facilitates deliveries and 
eliminates errors. The shipping department of 
any retail lumber enterprise invariably plays an 
important part in its success. The McDuff 
concern has by its new system demonstrated the 
ability to deliver building materials where and 
when wanted and given a new meaning to the 
word service. By this new system it is possible 
to handle shipments with the least amount of 
confusion and to secure the maximum amount 
of deliveries with the least mileage for trucks, 
thus holding down overhead charges. The card 
rack is of the wall type that shows the name 
and address of every customer at a glance. It 
is grouped into divisions for full loads of 5- 
ton and 3-ton trucks, and in addition there are 
divisions by district areas for the accumulation 
of small orders to be delivered in mixed loads. 

Used in conjunction with the card rack is an 
order book printed with blanks for four orders 
(serially numbered) on each page. When an 


order is entered in this permanent record book. 


a carbon copy is produced on a card beneath 
the page. These cards, fitting the wall rack, 
also are printed in sheets of four to fit the size 
of the book, and perforated so that one at a 
time may be torn out to be placed in the de- 
livery rack under the proper classification. The 
shipper now has before him in the wall rack a 
comprehensive picture showing him at a glance 
all deliveries to be made on a given day, and 
like a chess player he may so arrange the cards 
as to give the speediest service to customers 
with the minimum truck mileage, and also in- 
suring that any given order shall be delivered 
to the job on the exact day scheduled. To com- 
plete the order a card is removed from the 


rack and given to the yard clerk, who fills it 
and makes a piece tally on the back of the card, 
returns it, and the delivery ticket is made out 
on a triplicating machine directly from the 
order card. Following delivery, customarily the 
next day, the card is checked against the order 
book, attached to the signed delivery ticket and 
filed until the customer pays the account. 





Public Reluctant to Buy 


That even the opportunity to buy at an ex- 
tremely low price will not interest the public 
when it is not in the mood to buy lumber was 
demonstrated, according to the views of a 
Nebraska dealer, in the results of an auction 
sale of lumber held recently at Grand Island, 
in that State. 

Following a loss by fire, a lumber company 
at that place put on a lumber auction. Ap- 


$31.50 for the various kinds of stock offered, 
Five X shingles were sold at $3.75 a thousand, 
Commenting on this sale, this dealer said: 


The only thing about a public auction of 
this kind on lumber is the fact that it tends 
to establish a low price in the minds of the 
public, and serve as a demoralizing factor in 
a considerable trade area. We would not 
advise any of our friends to attempt a lum- 
ber auction because, as indicated, it seems 
the public is not interested in lumber and largely 
buys lumber only as needed. 


This is a rather interesting slant on condi- 
tions in that particular section and the attitude 
of the buying public a at this time. 





Finds Portable Bunks Handy 


Here’s a pointer for your farmer friends, 
The portable feed bunks shown in accompany- 
ing illustration solve a 














proximately 300,000 feet of mixed yard stock 
was offered to the highest bidder. This sale 
was not particularly well attended and it is re- 
ported that less than 10 percent of the lumber in 
stock was sold. The prices ran from $24.50 to 





expense. 


flat and smooth. 


overhung it. 


is good advertising. 





This Week’s Timely Tip 


A Roll-Up Bulletin Board 


Here is how a dealer made a bulletin board that could be used 
an indefinite number of times with no cost other than the initial 
He secured some blackboard paper and fitted it to a large 
size shade roller in the same way an ordinary window shade would 
be attached. He picked out the most conspicuous place on the prem- 
ises for its display and put up the brackets to hold it. 
was weighted at the bottom with a heavier weight than the slender 
stick used in an ordinary window shade in order that it might hang 
If used indoors, such a bulletin board would not 
need to be protected from the weather, but in the case mentioned it 
was put up on the outside of a building and a little wood awning 
When it was rolled up stormy weather would not reach 
it. On this paper bulletin daily messages could be chalked easily 
with ordinary blackboard crayon, easily erased and renewed. Such 
a plan for the display of current prices, special values and new items 


The paper 








problem for Wayland 
W. McGee, manager of 
a farm of 1,200 acres in 
Douglas County, Neb. 
He feeds grain to young 
stock through the win- 
ter out of troughs on 
the opposite side of the 
fence from the herd. In 
the spring he moves 
these troughs to the 
pastures, where they 
rest on the ground. The 
troughs at the winter 
feed-lot line up end to 
end on supports to 
which they are easily 
returned again the next 
fall. The illustration 
and description are presented by courtesy of 
Capper’s Farmer. 


Makes Portable Sons Cabins in 
Standardized Models 


EacLte River, Wis., Aug. 10.—Portable log 
cabins, built of standard sections covered with 
split cedar posts, ranging in size from a tiny 
children’s playhouse to a luxurious lodge, ar 
the specialty of the Adams Portable Log Cabin 
Co., recently moved here from Rhinelander 
(Wis.). 

The company merchandises several different 
models, ranging from a tiny children’s play- 
house complete with casement windows, chim- 
ney and a “real” front door to a luxurious, 
multi-roomed lodge equipped with ornate fire- 
places, ball-rooms, and the like. Each model 
is given a different name, such as “The 
Greens,” “Northwoods,” “Briergate,” “Alpine,” 
“Park Ridge,” etc. The sections of which 
each model is made up are 2x9, formed of 
cedar posts sawed lengthwise through the center 
and carried on braces and studding. Interior 
sides of the sections are lined with plain 
weatherstripping, wallboard, small logs or any 
other material that suits the customer’s purse 
and fancy. One of the favorite interior fin- 
ishes is birch bark, obtained from the woods 
near Eagle River, which gives a very pleas- 
ing appearance when nailed directly on inside 
walls. 

While the company sells its products mostly 
as summer homes for the hundreds who spend 
their summers in the resort district surround- 
ing Eagle River, a number have been built as 
permanent, all-year-round residences in neigh- 
boring towns, and several shipped in knock- 
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down form to distant parts of the country. The 
chief practical advantages of this form of 
knockdown cabin, the company claims, are its 
jnexpensiveness compared with ordinary con- 
struction, and the speed and ease with which 
it can be erected. 





Uses Specialt Siding on Own 
Office 


Mit waukek, Wis., Aug. 11—The Wisconsin 
Lumber & Supply Co. shows its faith in one 
of the specialty products it handles, in unmis- 
takable fashion, having just finished applying a 
covering of Bird Art-Bric siding to the outside 
walls of its office on South 13th Street. 

The material is being nailed directly onto the 
original common siding, one nail to each flap. 
Two nails are used in a line about 30 inches 
above ground level in order to prevent children 
damaging the siding. 





Enlarges Office to Display Paints 
and Builders’ Hardware 


Farrsury, Nes., Aug. 10.—The Howell Lum- 
ber Co. has just remodeled and enlarged its 
office to house and display stocks of paint and 
builders’ hardware recently added to its lines. 
The main office has been increased in size in 
order to accommodate a showcase displaying 
building hardware supplies, while along one 
wall shelves have been installed on which the 
firm displays samples of Pittsburg Plate Glass 
paints. The private office has been shifted back 
further toward the north side of the building. 





Business Good at Stevens Point, 
Retailers Say 


StevENS Point, Wis., Aug. 10.—This is one 
community that in spite of the general depres- 
sion is thriving and busy, according to officials 
of the Vetter Manufacturing Co. and the John 
Weeks Lumber Co., two prominent lumber 
concerns here. C. H. Clark, manager of the 
latter company, told an AMERICAN LUMBERMAN 
representative that business this year was in 
some respects better than an average year, par- 
ticularly that accruing from new building work. 

Stevens Point, a city of only 13,000 popula- 
tion, is building at present something like 25 or 
30 new residences, and work on a $150,000 
parochial school is well under way. Last week 
construction of a new almshouse to take care 
of 60 inmates, estimated to cost $70,000, was 
started, and work is to begin soon on extensive 
rebuilding and enlarging at the plant of the 
Folding Furniture Works, which was damaged 
by fire in May. 

The lumber companies anticipate a steady 
flow of fall remodeling and improving business 
from homeowners whose residences adjoin the 
four miles of new paving work now being done 
by the city, and who will naturally seek to 
improve their property in order to bring its 
value up to the new standard set by the city 
improvements. 

Incidentally, it was in connection with paving 
and street improvement work that the city 
authorities solved the local unemployment situa- 
tion last winter to the extent that practically 
no requests for relief were made throughout the 
season. Underground street improvement work 
on sewers and water mains and other work in 
preparation for later paving that would have to 
be done some time was undertaken early in the 
winter, and unemployed were hired individually 
at piecework rates, the ground being kept in a 
thawed condition by means of constantly burn- 
ing charcoal. The work is reported to have cost 
the city less than if carried out in the normal 
Way with contractors in the busy season, and 
each man received more pay than he would 
have otherwise got, 
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An Attractive and Well-Kept 
Illinois Yard 


Monmouth, ILt., Aug. 10.—An unusual sign 
of the Diffenbaugh Lumber & Coal Co., this 
city, attracts considerable attention. It is on the 
end of the shed that faces one of the streets 
entering the business section of the city, and the 
unusual character of its wording causes passers- 
by to look, then stop and try to “figger it out” 
before proceeding on 
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night a lumber yard fire occurred in Grand 
Island, with an estimated loss of $40,000. The 
same night fires were discovered in the yards 
of Sheldon & Sheldon, at Lexington. The fire 
department of Cozad, an adjoining town, was 
called to aid Lexington firemen in extinguish- 
ing this blaze. While engaged in this work at 
Lexington, a fire was reported in the Sheldon 
& Sheldon yard at Cozad. Both the Lexington 
and Cozad fire departments hurried to the lat- 
ter place to extinguish this fire. The loss at 





their way. 

In other words, the 
sign has something of 
the puzzle element, 





The Diffenbaugh Lum- 
ber & Coal Co.’s shed 
presents an attractive 
front, embellished 
with climbing vines. 
Note the playhouse 
on display at right. 





though sufficiently easy 
that people may get the 
sense of the message 
without straining their 
mental apparatus. 

In short, the sign is an example of the old- 
fashioned rebus, the solving of which afforded 
an earlier generation considerable amusement, 
perhaps being a forerunner of the crossword 
puzzle of today. 

A little scrutiny of the photograph reproduced 
herewith will show the reader that the message 
is quite complimentary, both as to quality and 
quantity sold of the principal products handled 
at the Diffenbaugh yard. 

Another thing that makes people look twice 
as they pass the attractive and well kept Diffen- 





and 


PEOPLE,-> Say 
- U HAVE THE 


BEST _ 





This sign, in rebus or word-picture style, con. 
veys a message complimentary to the Diffen- 


baugh Lumber & Coal Co., Monmouth, Ill. 


baugh yard is a small playhouse, placed at the 
right of the central entrance. The company 
does quite a business in small buildings of vari- 
ous types, such as this child’s playhouse and 
various small farm items. 





Fires in Nebraska Yards Believed 
Work of Incendiary 


OMAHA, Nes., Aug. 10.—With a record of 
seven fires in Nebraska lumber yards within a 
week and losses totalling $290,000 a firebug has 
created anxiety among State officials and lum- 
ber yard owners. 

On Sunday night, July 26, a fire occurred in 
the lumber yard of Luehrs-Christensen, at Fre- 
mont, with a loss of $75,000. The following 










ba ii 


Mii it! 
mT 
eeEE Lda? 
Hi 1 dal | 
wi 
HL 


LL ee 













dest dete 


i 





TT 
uf 


; 








Lexington is estimated at $75,000 and at Cozad, 
$40,000. 3efore the Cozad fire was extin- 
guished, telephone messages for help poured in 
on the fire fighters there for immediate aid in 
Gothenburg, 20 miles farther west. Here the 
yard of the Community Lumber & Supply Co. 
was burned with a loss of $25,000. On the 
same night fires occurred in lumber yards at 
Paxton and Ogallala, resulting in a further 
loss of $30,000, 

Deputy State Fire Marshal Butcher says that 
his investigations all tend to show these fires 
were the work of some incendiary. 





Nebraska Has Lumber Inspec- 
tion Law 


OmaAHA, Nes, Aug. 10.—Attorney General 
C. A. Sorenson has ruled that a new law in 
Nebraska places all lumber dealers subject to 
the orders of the State department of public 
works. Not only that but contractors, county 
officials, municipal officials all come within the 
scope of the law. Material used in all public 
work is subject to inspection and rejection by 
the department of public works. This is what 
is known as the Fair Trades law, which was 
passed at the request of the State department 
of trade and commerce. The attorney general 
states the law will be enforced and his deputies 
have been instructed to follow up all defects 
of material used in public work, whether State, 
county or city. 





Construction of New Homes 
. Shows Increase 


Quincy, Mass., Aug. 11.—This city, home 
of L. Grossman & Sons Lumber Co., one of the 
most aggressive and successful retail distribut- 
ing enterprises in the metropolitan area of 
Boston, has achieved the distinction of building 
more new homes this summer than in the sum- 
mer of 1930. Perhaps the wide-awake methods 
and alert publicity of the Grossman organ- 
ization may have something to do with this 
enviable record. When Quincy folk see a 
Grossman delivery truck approaching they read 
in big letters on the forward end: “Here Comes 
Grossman.” When the truckload of lumber has 
passed and they glance after it they see promi- 
nently displayed: “There Goes Grossman.” City 
Building Inspector Warren S. Parker’s records 
show that in July the number: of new homes 
started here is an increase of nearly 14 per- 
cent over the corresponding month of last year 
and the money being spent for residential con- 
struction represents an increase of nearly 20 
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percent, indicating further that the new crop 
of home owner is building a better and more 
costly type of structure this season. 








Another Use for a Well 
Known Product 


East CLEVELAND, OHIO, Aug. 10.—Two in- 
teresting examples of the building industry at 
work were described to a representative of the 
AMERICAN LUMBERMAN recently by Fred A. 
Cramer, president of the East Cleveland Lum- 
ber Co. 

One was a use to which an enterprising con- 
tractor put Sisalkraft. AMERICAN LUMBER- 
MAN readers well know this is “more than a 
building paper,” but this man demonstrated how 
much more. A few months ago one of the 
contractor’s customers wanted the plaster torn 
off the walls of the dining room and replaced 
with walnut paneling. He wanted a fine job 
done, without any injury to the glassy finish 
of the beautiful hardwood floor. The contrac- 
tor bought five rolls of Sisalkraft from Mr. 
Cramer—a total cost of $25—and covered the 
20x30-foot floor. Then planks were laid as 
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runways, after which the plaster was torn off 


and wheeled away. The carpenters then put 
up the panels, and they were properly finished. 
When that was done the planks were removed, 
and the Sisalkraft, and there was the floor, 
absolutely undamaged except for one small 
spot, and there the damage was trivial. The 
owner of the house was well pleased. 

The other was a_ merchandising incident. 
Many of the dealers who handle overhead doors 
or overhead door equipment seem to have the 
idea that only possession of a garage makes 
a man a prospect. Mr. Cramer told of one 
company, however, which put on a special over- 
head door campaign among proprietors of 
greasing “palaces” with truly gratifying  re- 
sults. These lubricators surely ought to be 
prospects, the dealer pointed out, because by 
the very nature of their establishments they 
can not use any other type of door without its 
being in the way when opened. 

Conversation then turned to interior finish, 
and Mr. Cramer said this is not the good retail 
item it used to be in the Cleveland territory, 
for some sash and door firms are seeking the 
consumer trade and quoting such prices that 
the dealer can not meet them. “We sell little 
except for repair work,” he said. 
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Continues Business and Plans 


New Yard 


E.woop, INp., Aug. 10.—Following a destruc. 
tive fire in the yard of the Elwood Lumber (Co, 
here, on June 15, that concern has continued to 
do business in temporary quarters pending re- 
construction of its plant. Within two days 
after the fire, the company was located in its 
temporary office in a garage across the street 
from the yard. Here there is sufficient space 
for piling material that does not need careful 
housing. Temporary sheds have been erected 
and a small though complete stock of lumber 
and builders’ supplies has been purchased and 
put under cover. Officials of the company se- 
cured a warehouse two blocks away where mill- 
work, mill lumber, roofing, cement, plaster, 
lime, wallboard etc. are stored and where a 
small shop has been provided for special work, 

Mrs. Laura B. Wylie is at the head of this 
enterprising concern and she and her associates 
are devoting considerable attention to working 
out details for the modern and convenient plant 
that will be erected to take the place of the one 
destroyed by fire. 


Makes Most of Downtown Display Space 


ToLepo, Ounl0, Aug. 10.—I{ you 
would sell, display well your prod- 
ucts. That is the creed of the 
Banner Lumber & Building Co 
This is a firm that has to sell, in 
reasonably large volume, for it ner 
maintains a sales and accounting 


Inside, one notices the large as- __ item, 
sortment of gas ranges, and nearby 
several different types of concrete 
fireplaces, made in Detroit, which 
like many another retailer the Ban- 
company finds a 


grates, also. 


profitable 


selling Colonial 
One advantage of 
fireplaces and mantels and grates 
like these is that it is not abso- 
lutely necessary to cut into the 
wall in order to install them, so 


fireplace even the renter can feel free to 
satisfy his longings for a fireplace, 
by using a combination of this 
kind, with an electric grate. No 
chimney is needed, and when the 
renter moves he can take his fire- 
place with him. It is an oppor- 





office in the heart of Toledo’s busi- 
ness district, across the street from 
the court house. The real estate 
value is high, and Vice President 
J. G. Gerold, who is manager, with 
his assistants must keep ever on 
the alert and use every possible 
sales facility, in order that the 
establishment may be a paying 
proposition. 

The Banner company _ estab- 
lished the downtown store about 
five years ago, to make it more 
convenient for those of its cus- 
tomers who bought on the monthly 
payment plan to come to the office 


a 


qa ‘ 


Oo 





tunity for the city man to obtain 
for his apartment or flat the 
“homey” satisfaction of an open 
fire; and it is these men, and men 
who find it possible to remodel 
their homes, cutting into the wall 
to make the fireplace illusion even 
more perfect, who are good pros- 
pective customers for the lumber- 
man who handles _ready-built 
fireplaces. By keeping the units 
out on the display floor, where 
they can be seen, the Banner com- 
pany keeps Toledoans mindful of 
how easy it is to have a fireplace. 
This retailer also utilizes the 





at the appointed time. For this 
hustling organization to have so 
much space, in full view of so 
many people, without making of it 
a powerful sales force would be 
unthinkable, and plans were made 
to utilize every nook and cranny of 
the first floor and basement, the 


Fronting on Adams Street and the court house square, in Toledo, Ohio, 
the Banner Lumber & Building Co. is conveniently located for 
“monthly payment” customers to pay their bills, and for all the citizens 
of Toledo, and visitors too, to see the variety of building and home fur- 


nishing materials obtainable here 





space occupied by the lumber com- 
pany. 

Comparatively simple was the 
matter of the display windows. 
These, as the first of the accom- 
panying illustrations shows, are 
very ordinary in design, much like 
a grocery store might have, per- 
haps, but the white-painted trellises 
in the corner window, at the right, 
quickly attract the attention of 
passersby, whether they be pedes- 
trians or motorists, and the win- 
dow on the left, mostly hidden by 
the parked cars, has another dis- 
play feature that few people can 
walk past without at least a glance, 
and often a closer look—mirrors. 
This window contains a semi-circle 
of mirrored medicine cabinets, and 
the pedestrian’s own motion while 
walking past provides the move- 
ment in the window that arrests 
attention. The writer noticed that 
there was considerable interest dis- 
played in this window. 











This display of specialties and cabinetwork is at the rear of the base- 
ment, but alert salespeople on the ground floor assure that plenty of 


interested customers will come to see 


basement for display space, how- 
ever, as Mr. Gerold showed the 
writer. When street frontage costs 
so much, you have to make use of 
every bit of available space. The 
second illustration will show how 
even such a place as a basement 
can be made to blossom into an at- 
tractive display. The picture shows 
only a part of the display, that part 
which demonstrates to delighted 
visitors that breakfast tables, desks 
and cabinets of one kind or another 
need not take up much space if 
they fastened onto or into the wall 
as neatly as these “Concealo” units 
are. The Banner company sells 
this manufacturer’s complete line. 

A Frazier disappearing stairway 
is exhibited, too, and Mr. Gerold 
remarked that while many of the 
new homes are equipped with these, 
as would be expected, he finds 
a ready market with owners of old 
homes, also. It is not difficult to 
find a place suitable to install a 
disappearing stairway, and the cus- 
tomer is his own best salesman 
once he gets to thinking how handy 
=| the stair would be; a display of 
the unit so arranged that the visitor 
can operate it and climb up on it 
and down again easily has a very 
strong sales appeal. 
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arnessing of River Means New 


AMERICAN LUMBERMAN 


Homes and New Towns 


Linn CREEK, Mo., Aug. 10.—Where the 
Camden County (Mo.) court house once 
stood the water is now over 35 feet deep and 
getting deeper, and the former site of the 
county seat, Linn Creek, similarly is blotted 
out. But the court house is gone, and the 
homes and stores of this Missouri town have 
been taken, with the people, to higher ground. 
Old-timers, who spat with great gusto and 
the usual Missouri accuracy as they swapped 
yarns about what happened when the wind- 
ing little creek from which the town got its 
name “went on a rampage” and became a 
raging torrent, now have a different kind of 
flood. For comparison they must reminisce 
clear back to the days of Noah. 

For the Osage has been harnessed. This 
great river, which drains the north part of 
the Ozarks, has been dammed by a small 
mountain of concrete near Bagnell, and aided 
by a season’s rains it is filling up a vast 
natural basin in the hills and is forming the 
Lake of the Ozarks. The lake, very much 
random in shape, will be 129 miles long 
when it is full, and its 1,300 miles of resort 
shore line give promise of a building boom 
of such proportions as to be a real opportu- 
nity for lumber dealers. 

Lumbermen have not been slow to take 
advantage of the opportunity. When it be- 
came definitely established that Linn Creek 
must be moved, and the power company be- 
gan buying up the property, homes and 
stores included, one of the town’s leading 
citizens who owned another piece of prop- 
erty about three miles up the creek, out of 
reach of the lake that was yet to be, moved 
his residence to that place. Partly because 
he was a prominent citizen and people like 
to follow a leader, and partly because it 


seemed a satisfactory location, others of the 


Linn Creek residents obtained property near 
his, bought their houses back from the power 
company, and moved them to the new loca- 
tion. Some of the houses were moved and 
placed anew while the owners continued to 
live in them. One of the first business houses 
to change location was the F. Hanks Lum- 
ber Co., for Mr. Hanks knew that building 
materials would be needed—plenty of build- 
ing materials. He picked his location, facing 
the new route of U. S. Highway 54, and 
hurriedly built a lumber shed. It is low, and 
hardly a model of convenience in case of 
any great growth of business, but it would 
hold his better grades of lumber and mate- 
rials and there was room outside for the 
rest. And so, soon he was readv for busi- 
ness in the new Linn Creek. There should 
be, he believed, some building activity. He 
was right. There was. Only six dwelling 
houses in the town have been built new, but 
almost the entire business district is new 
construction, and the end is by no means 
near, 


Lumber Yards Ready for Expected Business 


In the meantime the C. C. Meek Lumber 
Co., a line-yard concern with headquarters 
in Lockwood, Mo., effective June 1 pur- 
chased the yard from Mr. Hanks, named it 
the Linn Creek Lumber Co., and placed E. 
E. Swain in charge as manager. This com- 
pany also bought the Burgner-Bowman 
Lumber Co. yard at Bagnell and will move 
it to Linn Creek. Mr. Swain, who formerly 
was with the Stahlman Lumber Co. at Long- 
view, Tex., has been in Linn Creek only 
since May 11, and much of his time has 
been devoted to planning and arranging the 
yard anew to suit the sort of stock he means 
to handle, so he was not well acquainted 


with the “moving pains” of the residents of 
the town, and when a representative of the 
AMERICAN LUMBERMAN visited him the dealer 
referred him to J. W. Garrison, owner of 
the Green Lantern Cafe, for that sort of 
information. 

Mr. Swain did know, however, about the 
building prospects in the lake region, and 
he was most enthusiastic. The addition of 
the stock from Bagnell, coupled with a de- 
sire to carry complete supplies of lumber 
and other building materials, is making 
necessary an addition to the shed, which will 
be built immediately, on a leased lot adjoin- 
ing. “We may not stay here in Linn Creek,” 
he said. “It depends on where the real re- 
sort development proves to be. This appears 
to be a favorable location right now, but if 
the center of activity is somewhere else we 
will move. There is not much of a real 


33 


Artificial Lake Covers 

Old Townsite — New 

Location Awaits De- 
velopments 


along the rim of the lake, not too close to- 
gether but plenty of them. They are not 
settled yet. Like Mr. Swain, the jumberman, 
they don’t know where the real development 
will prove to be. They don’t know just 
what will be the most desirable locations for 
their respective homes when the lake is full. 
When that time comes, and they decide, they 
will build. They have sold their old homes, 
and have the money. They are not yet ad- 
justed to the new order of things, nor to a 
Camden County, Missouri, that is entirely 
changed in appearance and thought. Interest 
is centered in the great dam itself, across 
which the highway is a broad concrete slab 
set into an otherwise gravel road. From 
that dam will come light and power for these 
and other communities, as the millions of 
gallons are transformed into kilowatts. 

It is a land of unspeakable beauty, and 

















The Linn Creek Lumber Co.’s quickly constructed new home. In front are piles of gravel 


being used on the highway that passes the door. 


First on the ground, this yard is playing a 


prominent part in the building development following construction of the Bagnall dam 


estate investment at this place, you know, 
and we must be in the middle of things, for 
there is plenty of competition.” 

It is quite certain the district will be well 
served by lumbermen offering quality ma- 
terials. It was reported that the W. H. 
Powell Lumber Co., with headquarters in 
St. James, Mo., was establishing six new 
retail yards in the region of the new lake. 
And when the writer, after bidding Mr. 
Swain farewell, was talking to the restaurant 
man a few minutes later, Mr. Garrison told 
of a yard to be opened soon in Linn Creek 
by a roofing company of Kansas City, Mo. 
Mr. Garrison also told of the difficulties of 
moving the town to higher ground. 


“Some of the people did not want to come 
here,” he said, “and it was decided not to 
bring the court house here at all. So an en- 
tirely new town, Camdenton, a few miles 
west of here, was built and it will be the 
county seat. The old court house was torn 
down, and over at Camdenton a temporary 
one has been built. A fine new building will 
be. put up later.” 

The community lost but few residents be- 
cause of the move, however, the restaurateur 


said, and business is fairly brisk. Many peo- 
ple, though, have not settled, or at least 
have not built their new homes. Along the 


highway are several new settlements like 


Linn Creek and Camdenton, and a few iso- 
What seemed especially sig- 


lated houses. 


nificant, however, was the great number of 
families living in tents, some with board 
floors and other conveniences, and others 
more primitive. They seem to be everywhere 


the lumbermen are busy trying to get people 
to build properly and suitably beautiful 
homes. 





New England Is Busier, Buying 


Homes 


Boston, Mass., Aug. 11.—Prosperity for New 
England depends mainly on thousands of rela- 
tively small manufacturing establishments. They 
employ more than 75 percent of the workers. 
These New England industries are the real 
barometers of business. Employment in these 
lines is increasing. More and more of them 
are getting business. These facts suggest that 
the time has come for lumber dealers to cheer 
up—the wheels of small industries are begin- 
ning to turn faster and are needing more men. 
This momentum must spread and soon will bene- 
fit the building industry and the demand for 
lumber. 

Not for some time has there been such a 
general spirit of promise as exists at present 
in the real estate market, according to brokers 
in all sections of the metropolitan district of 
eighty cities and towns with a population of 
2,500,000. Gradually, the idea of the present 
as “buying time” has pervaded prospective 
home owners, and they are beginning to talk 
and act in a buying mood. This is particularly. 
promising at this time of year, and should give 
the fall market an impetus that will mean much 
for building activity. Investors are likewise 
beginning to look around carefully for the 
“buys”—seemingly a sure sign of better things 
ahead. 


AMERICAN 


LUMBERMAN 
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Life's Cafeteria 


When a man goes into a 
cafeteria he finds the tempt- 
ing arrayed before 
him in such profusion that 
he knows not how to choose. 
If he lets his common sense 
be governed by his eyes and 
nose he fills up his tray with 
whatever looks or smells 
good and then finds that he 
has a very poorly balanced 
meal—all starch, or all pro- 
teins, or perhaps all sweets 
or all iced foods—at twice 
the price he wants to pay. 
To select for himself a 
proper meal, with the cor- 
rect rationing of proteins, 
carbohydrates, vitamines, 
minerals and all the rest, he 
first must know and then 
must judge. He can not 
just grab this or that, or 
take whatever his mouth 
waters for. He will find in 
the course of years of cafe- 
teria lunching that it pays 
him financially and other- 
wise to figure out his meal 
carefully. Experience and 


foods 


trol but in large measure it 
is within our own power to 
select what we will get out 
of our journey through this 
brief sketch of eternity that 
we know as “life.” 

Unfortunately, the experi- 
ence necessary to the mak- 
ing of a wise choice does not 
come until we are a long 
way across the valley, if ever 
it comes. We must choose 
before we know. But when 
experience and wisdom do 
come there is still time to 
change the rest of life, still 
the opportunity to put those 
who come after us on the 
right track. 

So the man who chose the 
fun and frolic, the excite- 
ment and uproar of life 
while he was young, who 
laid no plans for a middle 
age when such things stale, 
finds himself in his forties 
without home or place in the 
world, without a thing he 
can call his own, without a 
foot of land or a stick of 
wood that he has paid for by 














judgment both 
sary. 

Life is like a cafeteria. 
There is not hing truer in life 
than the saying “You can’t 
have everything.” It is nec- 
essary to choose. 

Some of the circumstances 
of life are beyond our con- 


are neces- 


” 


This page is written for the general public with the purpose of encouraging and spreading 
owning and home improvement and to help create business. 


honest work and can proudly 
point to as a result of the 
most active and most prom- 
ising years of his life. 

It is not too late then to 
rectify the error of youth, 
though he will have to work 
harder and faster toward the 
end in view. There is still 


time to acquire that home 


while earning powers are 
good. There is still time to 


find the place in the com- 
munity, the settled life 
among neighbors and friends 
that every man longs for in 
middle age. There is, above 


such an attractive feature of 
Inglish life in city or village, 

The garden, when it is laid 
out and tended with loving 
care and taste, affords one of 
the chief joys of home own- 
ing. Why should it not be 
used for pleasure and recrea- 





Best Place 


for Savings 


That man who has an income or 


salary today can find no 


better place to put his savings than into a home which will 


secure him and his against homelessness. 


Investments of 


almost any sort can be swept away, but once a man gets his 
home paid for he will have, at least, when hard luck comes, 
a shelter for his family and time to gather up his energies 


and 
future. 

He will get greater 
been offered, in both r 
many years. 


wits towards making the 


best possible fight for the 


value for his money today than has 
sal estate and building materials, in 
There is no better investment possible for 


those funds he is afraid to leave in the bank, afraid to put 


into stocks and bonds. 


Have a home of your own when the next panic comes, 
and the courage that the home owner knows will be yours 


to face it. 





all, time to put his children 
on the right road—to see 
that they know the blessings 
of home, security, friendship 
and serenity. 

Whatever your 
condition in life, be not like 
the cafeteria luncher who 
picks up pickles and pie, or 
finds his tray loaded with 
sauer kraut and watermelon, 
or lobster and ice cream. 
Choose now, and choose as 
wisely as your knowledge 
and opportunities permit, 
what you will do with your 
life and where you want to 
spend it. Sometimes you fall 
down on the road, but what- 
ever happens you get along 
farther on that road than if 
you never start. 

oe ¢€ ®@ 


Greater Use of the Garden 


Visitors from England often 
comment on the fact that 
Americans as a rule make 
little use of their gardens. 
They cannot understand why 
we, a comfort loving people, 
have so generally neglected 
that one great luxury which is 


age or 


Show it to your editor. 


tion to the fullest possible ex- 
tent ? 

3ut the charm of the garden 
is in large measure dependent 
on its privacy. Therefore, at 
least a part of it must be shut 
off from the public gaze by 


some such means as a rustic 
fence, a high hedge or thick 


shrubbery, a vine-covered 
trellis or a flowery pergola. 


Then in the seclusion thus 
afforded one may install the 
delightful out-door furnish- 
ings seen in the shops—or 
make some, which is much 
more fun. A place to serve 
tea, or even breakfast, out of 
doors, perhaps under a gay 
awning or a wooden umbrella, 
will repay quite a lot of effort. 
A place to sit and sew under 
the big shade tree ; a safe place 
to corral the baby—there are a 
great many ways in which the 
garden can be made much 
more useful, more enjoyable 
and more beautiful. It can be 
made an invaluable aid to 
summer comfort and _ health, 
as well as an all-year beauty 
spot. 
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Interest Grows in Elimination of 
Sap Stain 


That interest in the elimination of sap stain 
in lumber is widespread in scope may be noted 
from an inquiry received recently by the 
AMERICAN LUMBERMAN from a subscriber con- 
nected with the forestry department of New 
Zealand. In this letter reference was made to 
a news story that appeared a short time ago in 
the AMERICAN LUMBERMAN concerning the 
facilities installed by the W. T. Smith Lumber 
Co., of Chapman, Ala., for supplying its trade 
with bright clear lumber, free from sap stain. 
The experiments that have been conducted over 
a period of two or three years have demon- 
strated that proper handling and treatment will 
produce a positively guaranteed lumber free 
from sap stain. One of the outstanding meth- 
ods developed through these experiments is the 
use of lignasan. In the experiments on yellow 
pine this du Pont lignasan led with an average 
of 97.4 percent bright lumber, gs compared with 
67 percent bright lumber where soda solutions 
were used and only 33 percent bright on un- 
treated lumber. Lignasan made an even better 
showing with tests on sap gum, the average of 
bright lumber in these tests being 99.2 percent. 

Du Pont lignasan is used in cold solution, 
thus avoiding trouble with temperature control 
or evaporation losses. One pound of this prod- 
uct will treat about 5,000 feet of lumber. 

The W. T. Smith Lumber Co. was asked to 
give the director of forestry of New Zealand 
some information as to its method of treating 
lumber for sap stain, and in writing to him 
N. F. McGowin, secretary oi the company said: 
“Last year numerous tests were made by the 
bureau of plant industry which showed that the 
du Pont product, lignasan, gave almost perfect 
results as a preventative of stain in lumber. At 
the conclusion of these tests we adopted lignasan 
and have used it since.” 





i 7 
Fireproof Insulator Described 
Specifications and technical data of an insu- 

lation material which, while a_ structurally 
strong insulator with both thermal and acous- 
tic properties, has fireproof qualities sufficient 
to meet requirements for Class A fireproof con- 
struction are given in an interesting catalog 
just published by the Thermax Corporation, 
228 N. La Salle Street, Chicago, a preprint of 
data which will appear in the 1932 edition of 
Sweet’s Architectural Catalog. 

Thermax is made of two basic materials— 
long wood shreds and fire resisting cement. 
The part of the catalog describing its physical 
characteristics gives details of exacting tests 
that prove in convincing fashion the four-fold 
properties of this material, while construction 
specifications and engineering data are very 
fully gone into with the aid of many tables 
and diagrams. 





Soviet Luster Reaches 
Australia 


PERTH, AUSTRALIA, July 8.—The steamer 
King Lud ex Vladivostock with Siberian ce- 
dar, produced, it is being alleged, by impressed 
labor, reached Sydney recently. Consternation 
seized both the Federal Government and the 
sawmillers. The former were appealed to to 
prohibit the landing of this lumber, but, pro- 
fessing to have no good grounds for so act- 
ing, got in touch with the Labor administra- 
tion in London. They received a reply that 
there was no convincing proof that Russia was 
producing lumber under enforced or slave con- 
ditions or employing female labor in its ship- 
ment, so, in such circumstances, it has per- 
mitted the lumber to be unloaded. Facts rela- 
tive to the investigations made in the United 
States, and as regards the shipment of Soviet 
lumber to Providence, R. I., as published in 
the AMERICAN LUMBERMAN have from time 
to time been published in Australian news- 
papers and communicated to politicians, and 


AMERICAN LUMBERMAN 


many veracious articles have also appeared, 
but the Federal authorities were not convinced 
that their duty lay in prohibiting this Siber- 
ian wood from entering the Commonwealth. 
The present Federal Government is strongly 
socialistic and has many avowed communists 
in association with it, so it finds itself in a 
very delicate position in seeking reasons for 
excluding anything from Russia, for not only 
lumber but many other things are coming in 
at ridiculously low prices, obviously being 
dumped in accordance with the Soviet plan 
to capture the world’s markets for herself. 
She has an unexpected friend in the unem- 
ployed carpenters of Australia, who, number- 
ing many hundreds, have called upon the Goy- 
ernment to place no obstacle in the way of 
cheap lumber coming from Siberia. On the 
other hand, the sawmillers are demanding pro- 
hibitive action. 


Boat Builders Put Kiln Trucks to 
Hard Test 


The Florida boat builders shown in the pic- 
tures below know a good thing when they see it. 
They operate a service station for comparatively 
small boats at Miami, boats that run around 
ten or fifteen tons. So they equipped them- 
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selves to get the boats out of and into the water 
again quickly and with the minimum cost. They 
built sixteen sets of standard gage railroad 
tracks into the water, and then looked around 
for trucks to run on these tracks and carry the 
boats. They had heard of the service per- 
formed by Moore dry kiln trucks at many other 
boat yards along the Atlantic coast, so natu- 
rally they selected these, for it is not every 
truck that can stand up to such strenuous serv- 
ice—carrying heavy loads into and out of salt 
water. The first picture above shows a 15-ton 
boat mounted on two sets of Moore heavy-duty 
dry kiln trucks. The second picture shows the 
boat being launched. The third picture shows 
the carrier drawn back to shore again by means 
of the tow line. The inference from these pic- 
tures is clear—that trucks which can stand up 
to such hard service are mighty good equip- 
ment for a dry kiln. 
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Shows How New Lien and 
Architects Laws Apply 


MILWAUKEE, Wis., Aug. 11.—In a legislative 
bulletin just issued, the Wisconsin Retail Lum- 
bermen’s Association calls attention to the 
change in the mechanics lien law. This law 
as amended provides that moneys paid to a 
principal contractor or to any subcontractor on 
construction work shall constitute a trust fund 
in the hands of such principal contractor or 
subcontractor to the amount of all undisputed 
claims due or to become due for work, labor, 
and materials furnished to persons otherwise 
entitled to a mechanics lien against the owner 
and his property. The use and misapplication 
of such claims until all claims, except those the 
subject of a bona fide dispute, are paid in full, 
shall constitute embezzlement, and shall be 
punishable as such upon the complaint of any 
aggrieved person. 

James T. Drought, legislative counsel, points 
out that for a subcontractor to avail himself of 
this remedy, it is necessary for him to properly 
protect his right of lien by service of the 30- 
day written notice on the owner. Otherwise he 
is not among those entitled to a lien, and has 
no claim against the moneys constituting such 
a trust fund. He could not, therefore, prosecute 
for embezzlement. This measure is character- 
ized as a great forward step in the protection 
of material men. 


Another point brought out in the bulletin is 
that Bill 942-A, which seeks to license both 
architects and civil engineers, was enacted into 
law. This law exempts persons, mechanics or 
builders making plans and specifications, or 
supervising the erection, enlargement or altera- 
tions of any building or part thereof which is 
used as a private residence for a single family 
or a building for farm purposes, or any auxili- 
ary building in connection with such residential 
or farm building. Because of considerable di- 
versity of opinion among members regarding 
this measure, the bill went through both houses 
during the closing weeks of the legislature 
without any opposition from the association. 

This law exempts buildings up to the size 
of 50,000 cubic feet, but the legislative bulletin 
says that, seemingly, an architect must be em- 
ployed in connection with a two-family duplex, 
or on any building in excess of 50,000 cubic 
feet. 

Included in this bill is the “grandfather 
clause” which will not permit the legislating 
out of business of any reputable builder. It 
reads, “Any person who has been engaged in 
the designing and construction of buildings for 
others for a period of five years or more and 
submits evidence thereof by exhibit not con- 
troverted by evidence of a lack of ability to 
fully protect the welfare of the public, shall be 
granted registration to practice architecture, 
providing application under this paragraph is 
made to the board within one year from the 
time this section becomes effective.” 

As soon as application forms are available, 
members of the Wisconsin Retail Lumber- 
men’s Association may have them by writing 
to the association office in Milwaukee. Mr. 
Drought called particular attention to the one- 
year proviso. It is understood that after that 
time all the requirements of registered archi- 
tects will have to be met. Consequently, it is 
pointed out, this law should be investigated 
thoroughly by all lumber dealers. 





JARRAH ties from Western Australia, and 
blackbutt ties from northern New South Wales 
are being bought by Chinese railways, the for- 
mer being given the preference. Both are 
species of eucalyptus. Prices paid by China 
for blackbutt ties last winter ranged around 
$1.12 per tie f. o. b. steamer, but attempts are 
now being made to purchase at 90 cents. Not 


many orders are being accepted at this price, 
it is reported, although it is held probable that 
ties could be obtained for around $1. 
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National Production, Shipments and Orders 


WASHINGTON, D. C., 
weeks ended that date, covering mills whose 
mills for the corresponding period of 1930: 
ONE WEEE 


Aug. 10.—Following is the National Lumber Manufacturers’ 


No. of 














he Association report for the week ended Aug. 1, and for thirty 
statistics for both 1931 and 1930 are available, and percentage comparison with statistics of identical 





: Percent Percent Percent 
es . ae Mills Production of 1930 Shipments’ of 1930 Orders of 1930 
Southern Pine Association...... tte eee e eee 110 26.544.000 62 39,564,000 93 33.117,000 
West c ones Lumbermen’s Aaposiation.. icutainate 194 98,879,000 84 102°472,000 72 92°366,000 = 
Vestern Pine Manufacturers ssociation.... 61 30,504,000 68 24,910,000 69 22,128,000 67 
California White & Sugar Pine Mfrs.’ Assn... 24 17,309,000 65 17,625,000 97 15,711,000 71 
Northern Pine Manufacturers’ Association. ... ; 2,512,000 31 1,898,000 56 2,421,000 61 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 18 2,352,000 98 1,262,000 100 1°305,000 112 
North Carolina Pine Association............. 37 4,080,000 79 4,154,000 110 2°929'000 105 
ARE 6. acs assrndeukeounsnaees 151 182,180,000 73 "191,885,000 “77 169,977,000 7 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 213 14,080,000 59 17,962,000 92 16,007,000 90 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 18 1,365,000 53 1,629,000 91 1,837,000 149 
Ota) BAVEWOOES 2c ccccssveccurcvceccewes 23 15,445,000 59 19,591,000 92 17,844,000 94 
Grand totale ..cccccvccvccvesscceccccsencs 664 197,625,000 72 211,476,000 79 187,821,000 ‘73 
THIRTY WEEKES Mills 
Softwoods: Reporting* 
Bouthern Pine Association. «cccecccvvccvceces 118 962,080,000 66 1,068,984,000 79 1,063,041,000 80 
West Coast Lumbermen’s Association........ 194 3,089,131,000 70 3,232,099,000 74 3,151,195,000 76 
Western Pine Manufacturers’ Association.... 61 807,155,000 66 816,545,000 77 790,850,000 78 
California White & Sugar Pine Mfrs.’ Assn.j.. 24 329,191,000 66 466,978,000 87 + 466,923,000 82 
Northern Pine Manufacturers’ Association.... 7 84,775,000 60 $1,886,000 70 79,761,000 74 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 21 63,490,000 72 41,088,000 70 38,743,000 68 
North Carolina Pine Association............- 42 132,450,000 71 135,783,000 91 116,943,000 86 
Wades COME WOORS oook cdi cece tecesssaeennes 167 5,468,272,000 68 5,843,363,000 76 5,+ 07,456,000 "7 
Hardwoods: : ; 
Hardwood Manufacturers’ Institute.......... 182 475,667,000 59 563,928,000 81 567,307,000 86 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 21 95,005,000 54 69,015,000 €6 67,175,000 77 
Sih MDs cenicccisaansondnenewss 203 570,672,000 58 632,943,000 79 634,482,000 “85 
Cee GOON cacidccnccceravendeneses wanes 649 6,038,944,000 67 6,476,306,000 77 6,341,938,000 78 


*Average weekly number 


+Twenty-nine weeks. 





Relation of Unfilled Orders to Stocks 


Wasuincoton, D. C., 
footage Aug. 1, 
—Association— 


Southern Pine 
West Coast 


Hardwood Manufacturers’ 


Association........ ce eeeeeecees 
Lumbermen’s Association......... 
Western Pine Manufacturers’ Association...... 
California White & Sugar Pine Mfrs. Assn.... 
Northern Pine Manufacturers’ Association..... 
Tnstitute..cccccrcecos 


Aug. 10.—Following is a statement for six associations of the gross stock 
and the percentage relationship of unfilled orders to stocks: 








Orders of 
No. of Gross Unfilled Stocks— 
Mills Stocks Orders Percent 

106 771,262,000 80,556,000 10 
167 1,406,688,000 295,592,000 21 
SO 1,296,480,000 107,718,000 8 
24 552,377,000 73,166,000 13 
ie 7 275,328,000 17,622,000 6 
161 922,770,000 135,849,000 15 





West Coast Review 


[Special telegram to AMERICAN LUMBERMAN ] 


SEATTLE, Wasu., Aug. 12.—The 224 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 


week ended Aug. 8 reported: 
101,770,000 

99,712,000 2.02% 
94,717,000 6.93% 


Production 
Shipments 
Orders 


under production 
under production 

A group of 343 mills whose production re- 
ports for 1931 to date are complete, reported 
as follows: 


Average weekly operating capacity 298,599,000 
Average weekly cut for 31 weeks 
Pt t2sh CARRE e WOOO Rw ReRS 158,861,000 
[ek  avrawek cueset enh aseneeeaees 123,698,000 


Actual cut for week ended Aug. 8..118,671,000 


992 


A group of 223 mills, whose production for 
the week ended Aug. 10 was 101,705,000 feet, 


reported distribution as follows: 








Unfilled 

Shipments Orders Orders 
Rail ,.....31,703,000 30,432,000 85,080,000 

Domestic 
cargo .43,675,000 40,724,000 167,932,000 
Export .14,429,000 13,857,000 84,602,000 
eS eee 9,654,000 ek eee 
Total . 99,461,000 94,667,000 337,614,000 


A group of 194 mills, whose reports of pro- 
duction, shipments and orders are complete for 
1930 and 1931 to date, reported as follows: 


Week ended Average for 31 weeks 


Aug. 8, 1931 1931 1930 
Production 98,132,000 102,845,000 146,860,000 
Shipments 95,732,000 107,351,000 144,696,000 
Orders 91,362,000 104,529,000 137,727,000 


Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN ] 
PortLaNp, Ore., Aug. 12—The Western Pine 
Manufacturers’ Association reports as follows 
on operations during the week ended Aug. 8: 
Total number of mills reporting, 87: 


Actual production for week..... 33,242,000 
RII, Cress hte es: 29,607,000 
ROUGOPW PHOSIVOE «xo. cic ccowsava’se 28,411,000 


Report of 61 mills: 
Operating capacity 


a 69,671,000 
Average for 


49,415,000 


3 previous years... 


Actual production for week..... 29,842,000 
Report of 80 mills: 

Average production ............ 41,366,000 
UmMlled orders «xo. cccccccccecs 103,038,000 
Stock on hand—Aug. 8......... 1,292,783,000 


Identical mills reporting, 61: 
Production— 
Operating capacity 


‘ , 69,671,000 
Average for 3 


49,415,000 
Week ended 


previous years. 
Week ended 


Aug. 8,1931 Aug. 9, 1930 

Actual for week. 29,842,000 43,821,000 
Shipments ......... 26,796,000 35,857,000 
Orders received 25,782,000 28,528,000 


Identical mills reporting, 78: 
Production— 
Average for 3 previous years. 
Week ended 
Aug. 8, 1931 
102,622,000 


40,974,000 
Week ended 
Aug. 9, 1930 
Unfilled orders 123,162,000 
Gross stocks on 


a ere 1,274,986,000 1,371,857,000 





Bookings 94 Percent of Cut 


{Special telegram to AMERICAN LUMBERMAN] 


W ASHINGTON, 


D. C., Aug. 13—Five hundred and seventy softwood mills of seven associations 


for the week ended Aug. 8 reported to the National Lumber Manufacturers’ Association produc- 








tion aggregating 189,689,000 feet; shipments, 183,924,000 feet, and orders 179,626,000 feet. The 
week’s figures for production shipments and orders follow: 
No. of 
Softwoods— Mills Production Shipments Orders 
mewmemerm Pine Aemeciatios. cc icncescsesccucccuse 131 28,673,000 33,579,000 34,797,000 
West Coast Lumbermen’s Association........... 223 101,705,000 99,462,000 94,667,000 
Western Pine Mfrs. Association.........--ceesee 87 33,242,000 29,607,000 28,411,000 
Calif. White & Sugar Pine Mfrs. Assn.......... 24 16,972,000 17,331,000 15,488,000 
Northern Pine Mfrs. Association.............. 7 2,336,000 1,835,000 1,272,000 
Northern Hemlock & Hardwood Mfrs. Assn..... 17 1,948,000 1,030,000 1,004,000 
North Carolina Pine Association............... 81 4,313,000 6,080,000 3,987,000 
Si tec asuubwokoede 570 189,689,000 188,924,000 179,626,000 
Hardwoods— 
Hardwood Manufacturers’ Institute............ 270 14,803,000 21,510,000 21,391,000 
Northern Hemlock & Hardwood Mfrs. Assn..... 17 897,000 1,312,000 1,337,000 
es AID 0 Sais We've 0 ish ace dere Wed head 287 15,700,000 22,822,000 22,728,000 








Southern Pine Report 


New Oreans, La., Aug. 10.—For the week 
ended Aug. 1, Saturday, 123 mills of total 
capacity 13134 units (a unit representing an 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1927, and Oct. 31, 1930), 
report as follows to the Southern Pine Asso- 
ciation. 

Pet. of output 
3-year Ac- 


Production— Carsf Feet Ave. tual 
Aver. 3 years. ... 55,006,000 ae aha 
BAS oe 27,825,000 50.59 - 

Shipments* 1,963 41,223,000 74.94 148.15 

Orders 


Received* ....1,648 
On hand end 
weekt ...-3,953 83,013,000 ip ids 7 

*Orders were 83.95 percent of shipments, 

7Car basis is 21,000 feet. 

tOrders on hand at above 123 mills showed 
a decrease of 7.38 percent, or 6,615,000 feet, 
during the week. 


34,608,000 62.92 124.38 
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Makes Furniture as a Hobby 








BALTIMORE, Mp., Aug. 11.—Some men take 
up golf, others go fishing, still others engage 
in hunting, and yet others pursue more un- 
usual hobbies. That of Philip Myers, of the 
wholesale North Carolina pine firm of Thomas 
A. Myers & Co., with offices in the American 
Building here, is making copies of old furni- 
ture, preferably of the Colonial style. To this 
work Mr. Myers devotes many hours after his 
duties as a lumber merchant are over for the 
day, and in furtherance of the occupation he 
has fitted up a very complete cabinet shop at 
his home. By reason of his incursions into 
the field of antiques he has not only become 
quite an expert in the lines and shapes of fine 
old pieces of the cabinet makers’ art, but he 
has also come to know hardwoods as well as 
and perhaps better than many of the men who 
handle cabinet stocks. 

Mr. Myers began business life as a news- 
paper man after leaving college, did his bit 
in the war and then entered his father’s office 
to carry on the line. He was successful as 
a reporter, and he is one of the best known 
of the younger men in the lumber trade. Hav- 
ing developed a taste for the handsome old 


te 


buffets, sofas, highboys and other articles now 
so much in demand, he took to getting the 
measurements of famous pieces, some of them 
in ancient homes of Maryland and in Virginia, 
and to make replicas. In course of time he 
gained such skill in the use of tools that he 
was able to handle them with the most effi- 
cient of the cabinet workers, and with an in- 
crease in proficiency his enthusiasm grew. He 
added one piece after another to the furnishings 
of his home, and the house now looks like a 
show place of the best examples of the Co- 
lonial period. 

He has acquired such a reputation that he 
is rushed with requests to sell this or that 
piece which may fit in particularly at some 
handsome mansion, and a number of the pieces 
have been disposed of, so that the hobby has 
grown to some extent remunerative, though 
it is not to be understood that Mr. Myers has 
gone regularly into the business of turning 
out these pieces for sale. The work remains 
with him a hobby, in which he takes great 
pride. 

The accompanying illustrations show some of 
the pieces turned out by Mr. Myers and they 








A Duncan Phyfe table made by Philip Myers, lumberman of Baltimore, Md. 








Chippendale chest of drawers and Chippendale 
mirror (above) made by Mr. Myers 


represent exact reproductions made after the 


most accurate measurements. 

Fine cabinet work, however, is not the only 
outlet for Mr. Myers’ artistic talent. He has 
also gained marked skill as an etcher, and 
his work is considered so good, that a number 
of prints from some of his recent plates were 
purchased by a Baltimore art dealer. 


ConpiTIONS in the Scottish lumber market 
have been unsettled as a result of the reported 
falling off of demand for Russian lumber 
caused by lower prices from Finland, says a 
report to the Department of Commerce from 
the consul at Edinburgh. Trade predicts a still 
more difficult situation if Swedish exporters re- 
duce their prices also. The reported heavy 
sales of Latvian lumber to Scotland are not ex- 
pected to continue in view of the closing of a 
number of mills in Latvia. 


Despite Dumping Policy, Russian Shipments Decline 


WasuineTon, D. C., Aug. 10. The policy 
of Soviet Russia in dumping lumber on foreign 
markets is illustrated by a report from Court- 
land Christiani, American vice consul at Ghent, 
Belgium. 

Mr. Christiani is advised by the local trade 
that Russian exporters continue their practice 
of sending unconsigned cargoes of lumber to 
Ghent. The consequence is that these ship- 
ments, according to the local trade, are disposed 
of for almost any price that represents a mar- 
gin over freight and other expenses. 

A little consolation may be found in the fact 
that Russian Black Sea exports of lumber dur- 
ing the first five months of this year aggregated 
about 10,000,000 board feet, compared with 
some 26,000,000 feet for the same period of 
1930, a decrease of approximately 60 percent, 
according to Commercial Attache Julian F. Gil- 
lespie at Istanbul. 

Additional consolation may be found in a re- 
port from Trade Commissioner James Somer- 
ville, jr., at London, indicating that total Eng- 
lish imports of Russian doors during the first 
six months of this year have been about, 27,000. 
This figure compares with a minimum of 400,- 





000 and a maximum of 600,000 doors contem- 
plated in the contract made last fall between 
Russian sellers and the British distributer for 
1931 delivery. The British trade does not be- 
lieve it will be possible for the Russians to ful- 
fill even their minimum 1931 commitment. 

The apparent failure of the Russians to ful- 
fill this contract is said to be due largely to 
their not satisfying specifications, as claims 
have been made this year by English importers 
on this account. 

It is reported in England that only one of 
the four Russian factories supposed to be work- 
ing on doors is actually in operation. 

Mr. Somerville states that during the first 
half of 1931 the United States supplied 68.5 
percent of British door imports by value 
through the ports of London and Liverpool, the 
principal door importing centers. Last year the 
United States supplied 67.7 percent during the 
corresponding period. 

Donald Renshaw, acting commercial attache 
at London, reports to the Lumber Division, De- 
partment of Commerce, that the British lumber 
market during July was unsettled, with the 
price outlook uncertain in view of the con- 


traction in British lumber consumption, together 
with the prevailing conditions in north Euro- 
pean lumber producing countries. 

The British trade sees little sign of improve- 
ment in prices, since during July north Euro- 
pean prices continued their downward trend to 
a point below the Russian schedule effective 
prior to the recent revision of the British-Rus- 
sian contract. The north European price re- 
duction is said to have forced this revision. 

A cable from Commercial Attache Osborn S. 
Watson at Helsingfors states that Finnish ad- 
vance lumber sales have been dull, totaling 
832,000,000 board feet this year to the end of 
July, compared with 1,270,000,000 feet for the 
same period of 1930. More Finnish sawmills 
are reported to be closing down. 

North European lumber exporters were like- 
wise forced to lower prices slightly under the 
former Russian schedule, but hope to maintain 
that level because of reduced Russian quantities 
shipped to England. 

Although the volume of hardwood lumber 
business continues below normal in England, 
present market reports indicate an improved 
feeling toward the future outlook. 
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Associations’ Plans and Activities 


Millwork Associa- 
Quarterly 


Aug 0-21 Florida Lumber & 
tior Hotel Sarasota, Sarasota, Fla. 
eting 
Aug. 21—Northern Wholesale Hardwood Lumber 
Association, Chamber of Commerce Club 
Rooms, Sheboygan, Wis. Summer meeting. 


Sept. 1—Roofer Manufacturers’ Club, Columbus, 
Ga, 

Sept. 17-18—National Hardwood Lumber Associa- 
tion, Hotel Sherman, Chicago. Annual, 


Sept. 19—Louisiana Retail Lumber & Building Ma- 


terial Dealers’ Association, Lafayette, La. 
Quarterly meeting. 
Sept. 23-25—Concatenated Order of Hoo-Hoo, West 


jaden Springs Hotel, West Baden, Ind. An- 
nual, 


Oct. 27-30—National Retail Lumber Dealers’ As- 
sociation. Detroit, Mich. Annual, 


Plans for Northern Hardwood 
Wholesalers’ Meet 


SHepoycan, Wis., Aug. 10.—Plans now in 
the making indicate that the mid-summer meet- 
ing and frolic of the Northern Wholesale Hard- 
wood Lumber Association to be held at She- 
boygan, on Aug. 21, will be a really notable 
event in the history of that organization. R. G. 
Maislein, of the Maislein-Dawson Lumber Co., 
through whose efforts this meeting was secured 
for Sheboygan, is active with a local commit- 
tee in completing the arrangements. The pro- 
gram will be about as follows: 





10 a. m.—Meeting at the 
Commerce rooms. 


Association of 


12 noon—Luncheon served at the “Dugout.” 
2 p. m.—Golf and frolic at Riverdale Golf 
Course, nineteen holes. 


6:30 p. m.—Evening meal and dancing at 


Association of Commerce dining room. 


Members of the association and lumbermen 
generally throughout the territory are invited 
to attend this meeting and to bring the ladies, 
as entertainment will be provided for them, as 
well as for the lumbermen. 


Plans for Florida Millwork Quarterly 


OrLANDO, FLA., Aug. 10.—The first quarterly 
meeting of the Florida Lumber & Millwork As- 
sociation, after decision last May to resume 
four sessions a year, will be held at Hotel 
Sarasota, Sarasota, Fla., Aug. 20 and 21. Rush 
t1. Todd, of Ocala, new president, will preside, 
and Frank Williams, who recently succeeded J. 
P. Williams, of Orlando, as secretary, will keep 
the records. The new secretary comes from 
West Palm Beach. 

As decided at the annual session last spring, 
the session will open at noon and the whole 
time of the rest of that day will be devoted to 
millwork problems. Joe M. McCormick, of 
Orlando, chairman of the millwork problems 
committee, will present the millwork situation 
and lead a general discussion. Jack Townsend, 
of Lake Wales, and Arthur B. Crouch, of West 
Palm Beach, will speak, the latter on the ad- 
vantages of a central listing bureau. James B. 
Moore, of Orlando, association cost accountant, 
will provide for study some new data on mill- 
work cost keeping. Other speakers will be 
Anderson M. Foote, secretary-treasurer of the 
J. M. Griffin Lumber Co., Holapaw; T. B. 
Stinson, Hester & Stinson Yards, Leesburg; 
Rudolph Weaver, dean of the school of archi- 
tects, State university, Gainesville. The direc- 
tors will meet at 8:30 p. m. 

On Friday there will be the usual reports, in- 
cluding the “president’s remarks.” Speakers so 
far assigned are M. G. Greely, on “The Re- 
naissance of Building in Florida”; Harry H. 
Bronner, of Davenport, Fla., “Refinancing Com- 
petition”; Harold Foley, Jacksonville, Fla., 
“Why Dealers Should Stock and Sell Grade- 
Marked and Trade-Marked Lumber”; Gilbert 





Ramsey, 
Methods.” 

At 4:30 p. m. there will be a personally con- 
ducted tour of the Ringling Museum of Art 
and at 8 p. m. dinner at Gulf View Inn, on 
Sarasota Beach. 


Gainesville, Fla. “My Collection 





Wisconsin Directors Meet 


JANESVILLE, Wis., Aug. 10.—Directors of the 
Wisconsin Retail Lumbermen’s Association met 
at the Janesville Country Club Thursday, Aug. 
6, where they were guests of President S. S. 
Solie. One of the first acts of the group was 
a resolution of honor to the memory of the late 
Charles Kellogg, of Wisconsin Rapids. 

Reports on business conditions were made to 
the effect that business generally in retail lum- 
ber yards during the first six months of 1931 
has been running about 30 percent below the 
same period in 1930. Stocks on hand in retail 
lumber yards showed almost as much decrease 
as sales during this period. 

Donald S. Montgomery, 


secretary of the 
Wisconsin Retail 


Lumbermen’s Association, 





[Sales-o-gram No. 53] 


“EVERY MAN 


in business will have to go over a hard 
road and find out its turnings for him- 
self. But he need not go over in 
the dark if he can take with him the light 
of other men's experience.’ So said John 
Wanamaker. What would you think of a 
man who was going to drive across your 
State, and who, instead of taking the well- 
marked highway, chose to travel the dirt 
roads and the byways, finding his own 
route? But, on the other hand, there are 
men who waht to do everything by the 
book—who will not trust their own thinking 
and judgement. Seldom are two sales in- 
stances exactly alike—and it accordingly is 
exceedingly difficult for a lumber salesman 
who depends too much upon the search- 
light. The battery may burn out. 





was named to attend the meeting of officials of 
the Federal Land Bank in St. Paul on Aug. 8, 
to discuss the possibilities of obtaining assist- 
ance in the financing of farm buildings. The 
Federal Farm Board and intermediate credit 
bank have been establishing this assistance for 
the farmers in securing seed, feed, cattle, and 
farm equipment, and the meeting in St. Paul 
was held to discuss the possibility of organiza- 
tion of an agricultural credit corporation to do 
the same thing for farm building. 





National Directors Confer in Long- 
view 

Loncview, Wasu., Aug. 8.—The trustees of 
the West Coast Lumbermen’s Association met 
here Thursday for the transaction and con- 
sideration of important business of the West 
Coast activities, including discussion of the re- 
port of the United States Timber Conservation 
Board. They also listened to an address by 
R. A. Long, veteran Kansas City lumberman, 
and head of the Long-Bell organization. In 
the evening a dinner was tendered to the mem- 
bers of the executive committee and staff of 
the National Lumber Manufacturers’ Associa- 
tion and guests. 

Friday was devoted to meetings of the ex- 


ecutive committee of the National association, 
and such matters were discussed as hearings 
before the Interstate Commerce Commission 
on the 15 percent rate increase application: 
trade extension; report of recommendations of 
the Timber Conservation Board special lumber 
survey committee; the status of the Russian 
lumber competition; and administrative mat- 
ters of the National association. 

Recognizing those outstanding figures of the 
lumber-manufacturing industry who have passed 
on during the present year, suitable resolutions 
were drawn and passed for R. G. Chisolm, of 
the Shevlin Carpenter & Clarke organization, 
J. H. Foresman, of the Long-Bell organization, 
and A. W. Laird, Potlatch Lumber Co. 

A. C. Dixon, president of the National Lum- 
ber Manufacturers’ Association, presided at this 
executive committee meeting. Wilson Comp- 
ton, secretary-manager of the National associa- 
tion, and a member of the lumber survey com- 
mittee of the United States Timber Conserva- 
tion Board, reported the findings of this com- 
mittee to the executive committee. 

W. F. Shaw, manager of the trade extension 
department of the National association, pre- 
sented the plan of the TX department for mak- 
ing lumber promotion permanent. 


. 
Stage Goodwill Meeting 

SPOKANE, WasuH., Aug. 8.—The Spokane 
Hoo-Hoo Club Meeting yesterday noon was 
practically a Hoo-Hoo reunion as nearly the 
entire local membership turned out, the occa- 
sion being a goodwill meeting staged in honor 
of I. N. Tate, sales manager of the Weyer- 
haeuser Sales Corporation. Mr. Tate is soon 
to leave Spokane to take up his duties in the 
new executive offices of the company in St. 
Paul. Mr. Tate was scheduled as the prin- 
cipal speaker, yet much of the time was taken 
up in the expression of friendship and goodwill 
by Roland L. Bayne, until recently a member 
of the local Weyerhaeuser organization, and 
by Bert Bartleson, president of the Consoli- 
dated Supply Co. and a past president of the 
local club. 

On behalf of the Spokane club Mr. Bartle- 
son presented Mr. Tate with a desk set con- 
sisting of pen and pencil with base made of 
black walnut inlaid with maple. A Hoo-Hoo 
emblem was inlaid in the base and an engraved 
plate attached indicating the presentation to 
I. N. Tate by the club. 

Mr. Tate rose to the occasion and accepted 
the gift with simple but effective words. He 
then went on to leave with the club a message 
of cheer, pointing out the benefits which are 
accruing to the lumber industry by reason of 
the adverse conditions which nature in her 
progress has forced upon the industry. Mr. 
Tate referred to the newly organized Ponderosa 
organization as a_ step indicating progress 
which could only have been accomplished dur- 
ing a period of adversity. 

A feature of the meeting was the election 
of officers for the ensuing year as follows: 
President, C. D. Hudson, Hudson Lumber 
Co.; vice president, Pat Jackson, Diamond 
Match Co.; treasurer, R. M. Bergdahl, Weyer- 
haeuser Sales Corporation: secretary, A. W. 
Morris, Kinman-Morris, public accountants. 
Directors: Frank Kendall, Potlatch Lumber 
Co.; David E. Brown, Long Lake Lumber Co. ; 
Don Lawrence, Weyerhaeuser Sales Corpora 
tion; Oscar C. Brewer, Brewer Pine Box Co.; 
Grant Dixon, Western Pine Manufacturing 





Co.; Vicegerent Snark, Cecil Green, Weyer- 
haeuser Sales Corporation. The foregoing offi- 
cers are prominent in the lumber industry in 
Spokane and are a guarantee that the Spokane 
club will go on to further progress. 
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August 15, 1931 


Small Operators 


[Special telegram to AMERICAN LUMBERMAN] 

SHREVEPORT, La., Aug. 11—With B. Hudson 
solinger, vice president of S. H. Bolinger & 
Co. Shreveport, presiding, the small mills’ 
group of the Southern Pine Association, repre- 
senting Texas, Arkansas and Louisiana. met at 
the Washington-Youree Hotel here today for 
discussion of problems relating to their indus- 
try, including matters pertaining to production 
and marketing. 

Similar meetings will be held within the next 
two weeks at West Point, Miss., Montgomery, 
Ala.. and Tallahassee, Fla. and then at the 
next general meeting of the Southern Pine As- 
sociation matters discussed at the group gather- 
ings are expected to receive attention. 

Among officials of the Southern Pine Associ- 
ation present were C. C. Sheppard, of the 
Louisiana Central Lumber Co., Clarks, La., 
president; H. C. Berckes, secretary-manager, 
and A. S. Boisfontaine, assistant secretary. L. 
R. Putman, merchandising counsel, wired re- 
grets that he was unable to attend, due to the 
death of his sister at Springdale, Ark. The 
mill group authorized the secretary to send Mr. 
Putman a message of sympathy. 

Ben S. Woodhead, of the Beaumont Lumber 
Co., Beaumont, Tex., wired Secretary- Manager 
Berckes as follows: “Tell the little «mills 
grade-marking movement is spreading and to 
sell their lumber intelligently. It will have to 
be grade-marked just as their lumber has to 
be kiln dried. The comparative situation rela- 
tive to little mills and grade-marking is exactly 
the same as it was regarding kiln drying ten 
years ago.” 

While attendance was not large, the three 
States comprising the group were well repre- 
sented, and, besides the small millmen, there 
were several large operators present. Each 
manifested co-operative interest, and the opin- 
ion was freely expressed that excellent results 
eventually will be realized. 

The United States Timber Conservation 
Board’s recent report, urging curtailment so as 

let excess lumber stocks be used without 
overproduction, was brought to the group’s at- 
tention by Secretary-Manager Berckes, and 
given special discussion. Mr. Berckes and 
others declared conditions were by no means 
as severe as the board estimated. 


Tells of Co-operative Policy with Small Mills 


Mr. Berckes made reference to the confer- 
ence on management problems of the smaller 
industries under way at Lake George, N. Y., 
which is considered in line with the movement 
encouraged by the Southern Pine Asssociation 
as to small mills. More than half of the oper- 
ations are by small mills. What small mills do 
is of interest to the larger plants, and vice 
versa, was the sentiment expressed in stressing 
the policy of the Southern Pine Association to 
co-operate with the small mills, as reflected by 
today’s meeting. He reported many small mills 
indicating appreciation of the plan, although 
there are still many to be interested. 

Mr. Berckes displayed charts showing better- 
ment in the situation this year as to production 
and orders, although there is much room for 
improvement. 

He reported the association is opposing the 
proposed 15 percent freight rate increase, say- 
ing its traffic manager was enroute to Oregon 
to attend a meeting there on the subject. 

President Sheppard discussed at length the 
United States Timber Conservation Board’s re- 
port, especially its estimate as to excess stocks, 
and declared he knew those figures were inac- 
curate. He urged the adjustment of produc- 
tion to demand, admitting that production has 
been too heavy and also pointing to room for 
improvement in all lines of business. “We 


have to do the best we can to work off the 
surplus until conditions improve,” he said. 
\lr. Sheppard reiterated his views about the 
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Discuss Production and Marketing 


importance of uniform grade-marking and ex- 
pressed gratification at the favor being shown 
the small mill producers’ movement by the 
wholesalers. 

O. O. Axley, of the Southern Lumber & 
Supply Co., Warren, Ark., said he realized the 
problems of small mills. If you show them 
how, they become real co-operators, he said, 
but they have not had opportunity, as a rule, to 
be systematic. If given guidance they will 
be willing students, he predicted. He expressed 
hope that a big operator in each section would 
organize small mills into groups, co-operating 
through the big association. 


Opinions of the Small Operators 

S. W. Bowen, of Weaver Bros., Shreveport, 
declared the conservation board’s estimates on 
excessive stocks were wrong, adding, however, 
that many mills yet have not curtailed enough. 
He praised the movement for small mills’ co- 
operation. 

M. V. Rogers, of the Rock Island Lumber 
Co., Camden, Ark., said stocks in his mills were 
below normal. On a recent trip to St. Louis, 
he reported, retail yards’ stock was found to he 


very low. Curtailment would provide the only 
relief, he thought. He favored grade-marking. 


Cc... &. 
ber Co., 


Walker, of 


Taylor, La., 


Woodward-Walker Lum- 
Jeatty Smith, of Allen 


Manufacturing Co., Warren Keys, of J. H. 
Keys, Marshall, Tex., and F. H. Farwell, 
Lutcher & Moore Lumber Co., Orange, Tex., 
also entered into the discussion, all agreeing 
caution must be exercised regarding excessive 
stocks. 

Several millmen, both large and small oper- 
ators, told of results they have had with the 
chemical compound, “Lignasan,” for prevent- 
ing sap stain, which have been satisfactory. 

C. J. Telford, of the Forest Products Labo- 
ratory, Madison, Wis., spoke briefly of the lab- 
oratory co-operation. 

The question of establishing groups of sales 
organizations for mills was discussed at length, 
Mr. Bolinger introducing the discussion and ex- 
pressing the hope that some such plan may be 
worked out. Others speaking on it were R. J. 
Wilson, C. B. Walker, M. V. Rogers and O. 
O. Axley. Mr. Rogers explained that many 
small mills are forced to sell lumber at times 
without benefit of sales agencies, to get money 
for payrolls. Mr. Wilson thought'some or- 
ganization would help the small mills in this 
direction. No action was taken but millmen 
decided to give the proposition more considera- 
tion. Mr. Wilson urged economy as a busi- 
ness necessity. 

Luncheon was served between the morning 
and afternoon sessions. 


Plans for Lumbermen’s Outings 


Indiana Lumbermen to Golf 


INDIANAPOLIS, IND., Aug. 10.—The annual 
tournament of the Indianapolis Lumbermen’s 
Golf Association willjbe held at the Avalon 


Country Club, on Friday, Aug. 21, the schedule 
providing for all day, thirty-six hole play, prizes 
morning and afternoon. The cost will be $5 
annual dues, which includes lunch, dinner and 
green fees. All lumbermen are invited and the 
committee is expecting a big attendance. 





To Hold Golf Picnic 


JerFerson, Whis., Aug. 10.—The Meadows 
Spring Golf Club, at Jefferson, will be the 
scene on Tuesday, Aug. 18, of the Southeastern 
Wisconsin Lumbermen’s Club and Hoo-Hoo 
Golf Club picnic, the schedule calling for nine 
holes’ play in the morning and eighteen holes 
in the afternoon, with a “come and get it” 
luncheon at noon and a “come and get it” din- 
ner in the evening. Registration fee, including 
luncheon, dinner, prizes, etc. for golfers will be 
$3, and for non-golfers, $1. The committee 
advises that “this famous golf picnic will be 
held regardless of rain, or shine, clear weather 
or fair.” All retail lumber dealers of the 
Southeastern Wisconsin Lumbermen’s Club and 
all those on the Hoo-Hoo monthly golf tourna- 
ment mailing list and their guests are included 
in the invitation. 





Utah Beuhers 1 in Annual Frolic 


Ocpen, Uran, Aug. 8—Members of the 
Utah Lumber Dealers’ Association from all 
the principal cities and towns of Utah gathered 
at the Hermitage Hotel in Ogden Canyon today 
for their sixth annual summer outing. The 
affair was in charge of a committee including 
Wesley Anderson, S. F. Norton, L. H. Patter- 
son, George F. Simmons and F. M. Earl, 
Ogden; H. L. Cromar, Salt Lake City; O. A. 
Spear, Provo, with Mrs. Robert Minnock, Mrs. 
H. B. Wheelwright, Mrs. F. M. Earl and Mrs. 
Frank Gardiner, Ogden, in charge of the ladies’ 
committee. 

The proceedings from which all business was 
barred began at 10 a. m. with a golf tourna- 


ment and ended with a dinner-dance at the 
Hermitage Hotel in the evening. During the 
day, in addition to the golf tournament, there 
were swimming parties, card parties and many 
other forms of entertainment. Attendance 
prizes were awarded at the dinner-dance on 
Saturday night. 


Plan for St. ‘to Golf Tourney 


St. Louis, Mo., Aug. 11.—Officers and di- 
rectors of the St. Louis Lumbermen’s Golf 
Association attended a luncheon at the Mayfair 
Hotel last Saturday called by the president, 
T. C. Whitmarsh. New committees were named 
and immediately started to work on prepara- 
tions for the annual golf tournament, which 
will be held on Sept. 11 or Sept. 18. 








Dealers in Golf Frolic 


Decatur, Itv., Aug. 13.—Nearly fifty dealers 
gathered at the South Side Country Club yes- 
terday, under the auspices of the Macon County 
Lumbermen’s Club, for an afternoon of golf 
and a meeting in the evening, while at the 
same time the eighteen ladies who came with 
them played bridge in the afternoon and en- 
joyed a separate dinner of their own in the 
evening. 

After the golf tourney the men congregated 
in a dining room for a pleasant dinner and a 
meeting afterward, at which W. L. Hull, of 
the G. S. Lyon & Sons Lumber Co., Decatur, 
chairman of the club, presided. In two inspir- 
ing addresses, Fred M. Faber, of Peoria, urged 
the dealers to be ready for better business when 
it comes, and J. F. Bryan, of Chicago, managing 
director of the Illinois Lumber & Material 
Dealers’ Association, told of the value of 
“Sportsmanship in Business.” The meeting 
closed with the presentation of golf prizes by 
W. G. Joyce, of Springfield, field service direc- 
tor of the State association, in his usual happy 
manner. 





A DECLINE of over 70 percent in the total ex- 
ports of mahogany logs to the United States 
from British Honduras for the first six months 
of 1931 compared to the first half of last year 
is reported. 
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Signs of Hardwood Betterment Noted 


Bargains Seem Fewer 


CINCINNATI, Onto, Aug. 10.—Canvass of the 
leading wholesalers this week develops that 
business is spotty. Fill-in orders are placed by 
yards and wholesalers of the East and North 
and by industries. Occasional straight cars of 
oak, chestnut or poplar are bought. There is 
nothing in the nature of forward buying, unless 
some especially attractive bargain is offered in 
a staple article or popular item, but these are 
rarities. Prices still are lagging, buyers con- 
tinuing in control and not hesitant in the mat- 
ter of asking concessions. Appalachian manu- 
facturers report steady inquiry for plain white 
oak, gum and poplar, but at prices that are 
not in line with sellers’ price views. 

Pine, cypress and Pacific coast woods are 
very dull, with only occasional sales made and 
price schedules weak. 

O. H. Babcock, vice president Babcock Lum- 
ber Co., of Pittsburgh, was in the city this 
week sounding out the local situation. He said 
he was here on a vacation, but called on a 
number of large wholesalers. 


Sales Show Improvement 


LouIsviLte, Ky., Aug. 10.—A better feeling 
is reported in the hardwood industry, because 
business is showing just a little improvement 
While there have not been many orders of any 
size, there has been more consistent buying in 
mixed and solid cars, as well as in lots of two 
to five cars or more. Better business is re- 
ported in veneers and plywoods, and some im- 
provement in material moving to trim producers 
and manufacturers of fixtures, radio etc., while 
the automobile business is increasing produc- 
tion. A fair movement is reported in walnut, 
select and better; in red oak, common and 
better ; in white oak, plain and quartered, com- 
mon and better, chiefly in 4/ to 6/4. Poplar 
remains slow. Ash has been very quiet, but 
an occasional order of fair ,size is reported. 
Beech, maple, magnolia, elm, cottonwood, wil- 
low, sycamore are all quiet. Gum items are 
moving as well as can be expected. Production 
remains very low, with shipments a trifle bet- 
ter, and orders and inquiries more numerous. 
Prices show no change, but the market is firm, 
and the trend is upward. 

Prices of inch stock are about as they have 
been f. o. b. Louisville: Poplar, FAS, southern, 
$70: Appalachian, $80; saps and selects, south- 
ern, $45; Appalachian, $50@52; No. 1 southern, 
$2933; Appalachian, $42; No. 2-A, southern, 
$25@27 ;. Appalachian, $30@32; No. 2-B, $19@ 
21. Walnut, FAS, $1957@197; selects, $125; 
No. 1, $65; No. 2, $30. Sap gum, FAS, $35@ 
37; common, $23@25; quartered, FAS, $48@ 
50; common, $32@34. Red gum, plain, FAS, 


$72@75; common, $37. Ash, FAS, $65; com- 
mon, $37. Cottonwood, FAS, $34@37; com- 
mon, $26. Southern plain red oak, FAS, $55; 
common, $36; plain, white, southern, FAS, 
$70@75; common, $38; Appalachian plain red 
oak, FAS, $65; common, $42; Appalachian 


plain white oak, FAS, $80; common, $45; Ap- 
palachian quartered white, FAS, $125; com- 
mon, $65(@270; southern quartered white oak, 
FAS, $110; common, $62@65; southern quar- 
tered red oak, FAS, $85; common, $52.50; 
sound wormy oak, $25@26. 

F. Tryon Mengel, Mengel Co., Louisville, is 
leaving this week for London, England, to 
establish the company’s new export office at that 
point, for European business. 

Leonard L. Craig, member of the executive 
board and superintendent of the Producers 
Wood Preserving Co., Louisville, has resigned, 
and will go to Fort Myers, Fla., to make his 
future home. This company is jointly owned 


by Bond Bros., Louisville, and Ayer & Lord 
Tie Co., Chicago. 

E. K. Lyder, formerly of New York, who 
came to Louisville about two years ago to be- 
come sales manager of the Louisville Cooperage 
Co., resigned Aug. 5, and is planning to return 
East. 

P. B. Lanham, jr., Lanham Hardwood Floor- 
ing Co., Louisville, has gone to Baltimore, to 
spend three months on company business. The 
company maintains a warehouse there. 


Furniture Sales Improve 


Hicu Point, N. C., Aug. 10.—Marked by 
the largest attendance and the strongest buying 
in the last five years, the midsummer southern 
furniture market here must be chalked up as a 
success. Particularly strong was the opening 





June Bookings Exceeded 
Those of Previous 


Three Months 


June bookings on the average 
for all furniture plants reporting 
to Seidman & Seidman—certified 
accountants of Grand Rapids, 
Mich., who prepare an authorita- 
tive monthly analysis of the status 
of the furniture industry for the 
Furniture Manufacturer — were 
larger than those of the previous 
three months together. The com- 
posite figure shows that June 
bookings this year were 47 percent 
greater than in the same month 
of 1930, more than 85 percent of 
the plants reporting more busi- 
ness booked than in June of last 
year. The entire group of plants 
reported an increase of 86 percent 
over May, and one geographical 
group reported an increase of 200 
percent over May. June cancela- 
tions were the lowest in propor- 
tion to new orders for any June in 
the entire nine years for which 
record has been kept, amounting 
to only 4 percent. 





week, with business tapering off only at the 
close. The large operators were conspicuously 
absent, but the great number of smaller buyers, 
many from eastern and middle western points, 
represented a large buying power, and most 
of them bought encouragingly. Interest was 
perhaps caused by prices that almost approached 
pre-war levels, and more favorable tobacco 
prices realized during the closing week were 
reflected in the buying of Georgia stores. 

The price appeal of the styled High Point 
furniture, both case goods and upholstered 
lines, apparently had its effect. Upholstered 
furniture was stronger than usual but most 
of the buying was by the southern trade. 
Period furniture was particularly strong, with 
several new American Colonial offerings doing 
well. The Continental Furniture Co.’s new 
suite in maple and walnut was a strong number.- 


Offerings Too Large 


Boston, Mass., Aug. 11.—No important pur- 
chases of hardwoods have been reported. Cur- 
rent needs of consumers are not large. Prompt 
shipment is invariably insisted upon. More or 
less inquiry is coming along from abroad, but 
little business results. Despite heavy curtail- 
ment in production wholesalers are urgently 
importuned to stir up more business and offer- 
ings continue too ample for present light mar- 
ket requirements to permit any degree of firm- 
ness in the tone of prices. Quotations, inch: 
Ash, FAS, $68@77; No. 1, $46@49; basswood, 
$63@67 and $42@48; beech, $67@72 and 
$48@52; birch, $70@80 and $45@52; maple, 
$70@75 and $48@53; oak, plain hard red, FAS, 
$68@72 and $49(@52; plain hard white, $90@95 
and $53@55; plain soft white, $105@110 and 
$61@67; quartered medium texture white, 
$125@130 and $75@80; quartered soft white, 
$145@150 and $90@95; poplar, medium tex- 
ture, $78@85 (saps, $53@58) and $40@44; 
soft, $97@103 (saps, $72@77) and $52@5v7. 
August trade in hardwood flooring is dull and 
prices are irregular. Flooring quotations: Plain 
white oak, clear, $697@73.50; select, $50(@@52.50; 
No. 1, $33.50@37; maple, clear, $62.50@63.50; 
birch, clear, $55@60. 


Some Mills Withdraw Stocks 


MeEMPHIs, TENN., Aug. 10.—The southern 
hardwood market has shown no signs of im- 
provement. Orders and shipments fell below 
40 percent of normal, while production dropped 
to about 25 percent. The general opinion is 
that production will be down to 20 percent 
before Sept. 1. Prices have shown little change, 
but quotations of below cost prices have caused 
a number of mills to take their stocks off the 
market completely. Demand for flooring oak 
has possibly featured the market, while a small 
demand is coming constantly from the manu- 
facturers of furniture, sash and doors, interior 
trim and boxes and crates. Automobile body 
manufacturers were placing some large orders 
during June and July for future delivery, but 
their requirements for the next few months 
have possibly been taken care of. Overseas 
demand has been fairly good for the last two 
weeks, because of exceptionally low ocean rates 
in effect until Aug. 16. 

Most mills are determined to reduce stocks, 
and have practically discontinued logging. 
Nearly 60 percent of the mills are down com- 
pletely for thirty to sixty days, and only about 
8 percent are running full time. 

A committee from the National Lumber Ex- 
porters’ Association spent several days in New 
Orleans last week, in session with the Gulf- 
United Kingdom and Gulf-Continental confer- 
ences. It is understood this committee is en- 
deavoring to work out a satisfactory rate basis, 
later to be placed before the National Lumber 
Exporters’ Association for ratification. The 
committee is made up of Claude M. Sears, 
Sears Lumber Co., Mobile, Ala.; Emmett B 
Ford, Mengel Co., New Orleans, and R. C. 
Stimson, Stimson Veneer & Lumber Co., this 
city. 

Friends of Geo. Land, of the Hardwood 
Manufacturers’ Institute, are happy to see him 
at the desk again after a three weeks’ absence, 
due to illness. 

G. A. Farber, of London, England, is a 
guest in the States; and is making extensive 
visits to all the Turner-Farber-Love Co. opera- 
tions. 

J. H. Townshend, secretary-treasurer South- 
ern Hardwood Traffic Association, left Mem- 
phis on Saturday of last week for Portland 
Ore., to attend the hearing of the Interstate 


For Current Market Prices on Hardwoods See Pages 56 and 57 
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Commerce C issi =x where 
consideration will he given to the sooseeed 15 
percent advance in rail rates on all commodi- 
ties. Mr. Townshend is appearing in the inter- 
ests of southern hardwoods. 


Flooring Stocks Broken 


WarrEN, ArK., Aug. 8.—At the large hard- 
wood mills, stocks of flooring are broken in 
spots, those of 2'%4-inch No. 1 white and red 
oak being low. A few of the mills are actively 
in the market for No. 1 white oak logs, so some 


AMERICAN LUMBERMAN 


logging operators who have been idle several 
months have started up on a limited scale. Small 
hardwood operators have produced very little 
lumber the past sixty days, and do not con- 
template starting up in the near future, although 
they have disposed of some of their dry stock 
to the flooring plants. 


The Crossett Lumber Co. plans to start oper- 
ating its old hardwood sawmill in the near fu- 
ture, cutting hardwood for its chemical plant. 
It will use largely slabs and cull oak and gum 
logs. 


Hardwood Manufacturers Will 
Regulate Production 


MILWAUKEE, Wis., Aug. 12.—With only a 
half-dozen exceptions, every manufacturer of 
hardwood and hemlock in the North was rep- 
resented at a special meeting in Milwaukee 
today. big 3 reason for the gathering was well 
stated by T. Swan, of Oshkosh, Wis., sec- 
retary of Northern Hemlock & Hardwood 
Manufacturers’ Association, who presented sta- 
tistics to show that at the present rate of sale 
it would take two years to clear up the mill 
stocks now on hand, without any more pro- 
duction. 

“What are we going to do about it?” was 
the problem that kept the men in earnest dis- 
cussion for hours, under the capable chairman- 
ship of W. A. Holt, of the Holt Hardwood 
Co., Oconto, Wis. For, as M. J. Wallrich, of 
the M. J. Wallrich Land & Lumber Co., 
Shawano, Wis., made plain, the problem is 
complicated by the fact that some of the mills 
can not shut down entirely, since whole com- 
munities depend upon them not only for income 
but also for heat, light, groceries, water and 
other such essentials. 

Mr. Swan’s report had contained the sugges- 
tion that the production for the year beginning 
July 1 should be about 28 percent of normal. 
Mr. Holt called on every manufacturer present 
for an estimate of what his mill will cut this 
winter, as a maximum, and the replies indi- 
cated a total almost exactly 28 percent of the 
normal total. The men agreed that with a few 
exceptions (in special cases) production will be 
maintained at a level not to exceed 28 percent 
of the annual production average for the years 
1927, 1928 and 1929. A committee of seven 
was named to bring about an adjustment of the 
production of the several mills to this level. 
The committee members are: W. A. Holt; 
C. A. Goodman, Sawyer-Goodman Co., Mari- 
nette, Wis.; M. J. Fox, Von Platen-Fox Co., 
Iron Mountain, Mich.; W. W. Gamble, Yaw- 
key-Bissell Lumber co Wausau, Wis.; J. D. 
Mylrea, Thunder Lake Lumber Co., Rhine- 
lander, Wis.; C. J. Kinzel, Kinzel Lumber Co., 
Merrill, Wis.; and W. D. Connor, jr., R. Con- 
nor Co., Marshfield, Wis. 

This committee will 
committee of five members, none of which is 
to be connected with the lumber business in 
any way. This in an effort to secure the 
assistance of business men in other industries 
in clearing up the situation, in response to an 
appeal from Goy. Philip LaFollette, of Wiscon- 
sin, that there be devised some means whereby 
it would not be necessary for one mill to run 
day and night while another one is shut down 
entirely. It is expected that prominent econo- 
mists will serve on the advisory committee, 
also. ? 

The question of the legality of such measures 
was discussed at some length, but it was pointed 
out that this is not an attempt to fix prices, 
but rather an attempt to provide some means 
of livelihood for the many families dependent 
upon these mills. In this connection F. R. 
Gadd, of Cincinnati, Ohio, secretary-treasurer 
of the Appalachian Hardwood Club, told of 
one mill in the South which in time of stress 
distributed rations to the families dependent 
upon it, and that only two men failed to pay 


” 


appoint an advisory 


back the money later. Mr. Holt then called 
upon Charles E. Good, of Chicago, vice presi- 
dent of the Oconto Co., to tell of the plan 
his company so successfully used to care for 
the families of its workmen, particularly those 
at the mill at Nahma, Mich. [This was hailed 
by the other manufacturers as an unusually 
workable plan, and it will be described in detail 
in the Aug. 22 issue of the AMERICAN LUMBER- 
MAN.—EDITOR. } 

The hemlock situation also came in for dis- 
cussion, and the hemlock producers were unani- 
mous in their decision to endeavor to form a 
central selling organization to put this species 
on a more businesslike merchandising basis. It 
was decided that the committee of seven above 
named should appoint a committee of five to 
attend to the details of the hemlock organi- 
zation. 





This Town Successfully Working 
Building and Remodeling Plan 


Wasuincton, D. C., Aug. 10.—Down in Jop- 
lin, Mo., the people believe that the way to do 
a thing is to get busy and do it. While other 
communities are talking about stimulating em- 
ployment, getting business back on its feet, en- 
couraging building and showing interest in 
other matters of civic concern, Joplin has gone 
to work. 

The Joplin idea is a combination of sound 
philosophy, applied psychology and _ practical 
business effort. It can be outlined briefly as 
follows: 


Philosophy: Building and 
necessities of the time; they keep up “appear- 
ances,” comfort and convenience and provide 
ample, liveable housing accommodations. They 
will also stimulate business and employment. 
And, with material prices and labor charges 
down where they are, there is no more eco- 
nomical time for the home owner to put his 
dollars to work. 


Applied Psychology: Sell the completed ar- 
ticle and choose a salesman to whom the pros- 
pects will listen. Quietly patrol the town, tak- 
ing note of every improvement which it ap- 
pears could profitably be made. Prepare a 
sketch of the completed improvement. Do not 
send this to the prospect by a door-bell ringer. 
The prospect may be pre-occupied. Let a com- 
mittee of two or more representative citizens— 
a banker, an architect, a material dealer, a law- 
yer, or perhaps a doctor—call upon him. He 
will recognize them as salesmen of an idea, not 
mere order takers. The whole idea, including 
probable costs and financing, can be discussed 
in a way to challenge the interest of the pros- 
pect, possibly his enthusiasm. New building or 
the remodeling of the interior of his home can 
be discussed. 


Practical Business Effort: The Joplin com- 
mittees have been formed and the business men 
have gone to work, achieving results. The way 
has been prepared for the order takers and civic 
betterment is being accomplished along practi- 
cal lines. 


remodeling are 
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EMPORIUM FORESTRY CO. 
General Office: Conifer, N. Y. 
Mills: Conifer, N. Y., Cranberry Lake, N. Y. 
New York Office New England Office 
5635 Grand Central Term. 161 Devonshire St., Boston, Mass. 
Phone, Murray Hill 6514 Phone, Hancock 6789 


Manufacturers of Band Sawn 
HARDWOODS, SPRUCE 
HEMLOCK, WHITE PINE 
HARDWOOD FLOORING 

















Anything You Want— \t 
AIR DRIED '— KILN DRIED 
DRESSED ano RESAWN 
OR DRESSED ONLY 


Lumber and Crating 
AirDried Roofers and2” Dimension 


are Our pegalties 
-get Our Quotations 


PM.Barger LumberG.Inc. 


MOORESVILLE,N.C. 



















“WARSAW-1E BTR 
LONG -LEAF PINE” 


GRADE MARKED 
2x4 2x8 


2x6 


THOROUGHLY AIR DRIED—STRAIGHT 


WARSAW LUMBER CO. 


WARSAW, GEORGIA 





“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 


recommendation is the con 
stantly increasing demand for 
it. Its one red-strand is our 


guarantee of quality. 


Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 


New York Chicago Denver San Francisce 


SCRIBNER’S 


Lumber and Log Book 


Most complete book 
of its kind ever pub- 
lished. Gives measure- 
ments of all kinds of 
Lumber, Logs, Planks, 
Timber; ‘Hints toLum- 
ber Dealers; Wood 
Measure; Speed of 
Circular Saws; Care of 
Saws; Cord Wood 
Tables; Felling Trees; 
Growthof Trees; ond 
Measure; Wages, 
Rent, Board, Interest, 
Stave and Heading 
Bolts, etc. 


d Book throughout the United States 
and Canada, 


soy ror. 50 Cents 
S. E. FISHER, P. 0. Box 197 


ROCHESTER, N. Y. 


Logging Ralph C. Bryant 


Have you a problem to solve in logging, lo 
} = transportation or harvesting hy Pon | 
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Order 
Your 


Copy 
Today 


No book has proved more 
popular with lumbermen 
in recent years than this 
authoritative work brought 
out under the direction of 
the National Committee of 
Wood Utilization. 


This book is filling a long 
felt want for a comprehen- 
sive, authoritative yet easy 
to understand guide to good 
wood-using practice. It is 
an honest-to-goodness 











Handbook of 


Wood 


Constructi 
Principles—Practice— 
Details ' 
by DUDLEY F. HOLTMAN 
Construction Engineer, 
National Committee on 
Wood Utilization 











manual of design and speci- 
fication in wood construc- 
tion. Plentiful illustrations 
reinforce and clarify text. 


Every lumberman should 
have this book on his desk 
as a reference work to 
decide all questions affect- 
ing the use of wood in 
construction, to aid in the 
efficient selection and ap- 
plication of lumber and 
promote efficient and eco- 
nomical design. 


700 Pages 
11 Complete Chapters 
500 Illustrations 
6"x9"—2" thick 


6": 

copy 
Postpaid 

431 South Dearborn Street 
CHICAGO 
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Lumber Replaces Metal for 
Roofs at Army Airport 


SHREVEPORT, La., Aug. 10.—Lumber circles 
hereabouts are rejoicing over the fact that 
Southern yellow pine is replacing metal that 
had been specified for roofing on three of the 
utility buildings under erection at Barksdale 
field, the United States Army’s mammoth air- 
port just outside the city limits of Shreveport. 
Originally, it seems, the government had speci- 
fied an asbestos protective metal roof, which, it 
is understood, has been used on a number of 
federal structures, with provision that the gov- 
ernment furnish the material. But recently the 
government had the specification changed to 
provide for the use of 2x6 No. 1 yellow pine 
center match with built up roof and capped out 
with 75-pound slate surface roof. 

The new specification that lumber be used for 
the roof work, being the first yellow pine roof- 
ing on the big air field to date, as far as un- 
officially learned, has brought encouragement to 
the lumber interests. Whether or not the re- 
cent change can be taken to indicate that addi- 
tional buildings at the airport will have yellow 
pine for roofing is not known, but lumbermen 
are hoping, of course, that it signifies that their 
material will be considered. 

No information has been furnished by the 
Army representatives identified with the Barks- 
dale field service. The fact that the change was 
authorized naturally became known outside of 
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already voted some millions of dollars for this 
aviation enterprise, and still more Governmen; 
funds are expected to be authorized for jt, 
development. It promises to be the largest air 
field owned by the Government. 





See Demeonsivaiinas of New 
Paint Product 


Detroit, Micu., Aug. 10.—A_ representative 
meeting of architects, master painters, contrac. 
tors and lumber dealers was held in the Book- 
Cadillac Hotel last Friday evening at the joint 
invitation of G. A. LaVallee, vice-president of 
the Marietta Paint & Color Co., Marietta, Ohio, 
and of W. C. Restrick, of the Restrick Lumber 
Co., Detroit, distributor of Marietta products, 
Fifty persons attended the dinner. 

Mr. LaVallee, the principal speaker, intro- 
duced an accelerated testing machine to indicate 
the relative bonding qualities of various types of 
paint film with different species of lumber. On 
this machine panels painted with any paint of a 
pure white lead basis had been placed earlier in 
the day, so that the test was concluded during 
the banquet when the panels were removed and 
passed around for inspection. Ordinarily, paint 
for priming is thinned with linseed oil, turpen- 
tine and dryer. But, according to the new idea 
advocated by the Marietta Paint & Color Co, 
after six years of research work, Peel Kill, their 
new product, alone is used in thinning the prim- 
ing coat. At the Detroit meeting it was dem- 
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Banquet at Detroit, Mich., sponsored jointly by the Marietta Paint & Color Co. 


, Marietta, Ohio, 


and the Restrick Lumber Co., Detroit, where the advantages of priming lumber with Peel Kill 
were demonstrated 


official circles, and is of course attracting favor- 
able comment among lumbermen. The authority 
for the new specification came from Wash- 
ington. 

Approximately 137,000 feet of yellow pine 
will be used on three buildings at Barksdale 
field as a result of the change. The change 
applies to construction of a warehouse, a garage 
and a shop building, contract for the construc- 
tion of which is held by W. Murray Werner, a 
Shreveport contractor. The cost of the roof 
work is understood to be about $30 per square, 
including roof and erection cost. 

The 2x6 No. 1 center match is being fur- 
nished by the Shreveport Long Leaf Lumber 
Co. of Shreveport, and is coming from yellow 
pine mills of the Frost Lumber Industries 
(Inc.), with headquarters here. 

There are 22,000 acres in the airport site, 
donated to the Federal Government by the tax- 
payers of Shreveport who voted $1,500,000 in 
bonds for the purpose of buying the site, which 
consisted of some of the finest plantation acreage 
in the Red River Valley. The property is just 
a few miles south of Shreveport, and is located 
across Red River from this city, in Bossier 
Parish. When the field is finished the aviation 
section of the Army will place the Third At- 
tack Wing thereon, this wing now being at 
Fort Crockett, Galveston, Tex. Large increase 
in the wing is planned. The Government has 


onstrated by the accelerated test that Peel Kill 
primed lumber did not blister and peel under 
the same conditions that caused a complete 
failure of the paint when the wood was primed 
with linseed oil. It was a dramatic moment 
when tested panels were taken off the machine 
at the banquet and submitted to the audience. 

A marked superiority in sizing plastered walls 
with Peel Kill wall size was also demonstrated. 
This product shows unusual efficiency on either 
wet or dry plaster. In fact, only last week at 
a meeting sponsored by the Keystone Lumber 
Co., jointly with the Marietta Paint & 
Color Co. in the Schenley Hotel, Pittsburgh, the 
city engineer of Pittsburgh was enthusiastic 
over the possible use of Peel Kill as wall treat- 
ment on the Liberty tunnels. 

Mr. LaVallee has been holding a series of 
meetings with lumber dealers in the «key cities 
and has been received enthusiastically in every 
instance. Lumber dealers realize the difference 
proper protection of lumber with paint will 
make in sales. In fact, this feature may be con- 
sidered one of the greatest merchandising tools 
for lumbermen at the present time. 


Among those present at the banquet were 
Augustus H. O'Dell, president of the Michigan 
Society of Architects and Lancelot Sukert, for- 
mer president, and Clare W. Ditchy, architect 
and writer. 
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. . 
How to Maintain Shovel-Crane- 
. 
Draglines 

(By G. H. Olson, Link-Belt Co., Chicago] 

In the operation of a shovel-crane-dragline 
powered by an internal combustion engine, there 
are five things, which will materially prolong 
the life of the machine, increase its efficiency 
and reduce its maintenance cost. They are 
simple things, which every operator should 
know, but many fail to carry out in the every 
dav routine of running a machine. 

Cut the following suggestions from this 
magazine and paste them inside the cab of your 
machine. Carry out a definite maintenance 
schedule, and watch the increased service and 
profits you will get from your equipment. 

1. Cleanliness. Keep your machine and its 
parts clean and well painted. It will inspire 
pride in your machine and make it easier to 
care ior. 
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2. Good Fuel. Use good fuel and keep it 
perfectly clean. It will increase the life of the 
engine and give a more dependable power plant 
for your work. Do not permit your fuel to be 
stored or handled in any way that is likely to 
introduce water, dirt or other foreign matter. 

3. Lubrication. Lubricate the machine prop- 
erty, using the correct grade and kind of lubri- 
cant for each requirement. Lubricate often 
enough and carefully, but at the same time wipe 
off any excess oil or grease, as otherwise dirt 
will cling to it, creating an unkept machine. 
Depending upon the amount of service the ma- 
chine is called upon to perform, regulate the 
lubrication periods, but don’t try to stretch the 
intervals by putting on twice as much grease 
or oil at a time. If you don’t have a lubrication 
chart, write to the manufacturer of the ma- 
chine for one. 

4. Mishandling. Exercise care in handling 
the machine. Don’t abuse or break it up by 
abnormal operation, when a little care will avoid 
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it. In shovel work, don’t try to move a whole 
mountain in one dipper full, but strike the 
proper combination of cutting depth and height, 
and maintain it. It will be easier on the opera- 
tor, easier on the shovel, and more yards of ex- 
cavation will be moved at the end of the day. 
In rock, or other very hard excavating, use 
powder to break it up to such size that the 
shovel can conveniently handle it. Don’t try 
to save a little powder at the expense of the ma- 
chine. This will result in greater output, less 
handling cost, and less strain on the machine 
and operator. 

5. General Care. Maintain regular habits in 
caring for your machine. The machine will re- 
turn the attention manifold, by not failing you 
at the most inopportune time, when you are 
rushed to turn out a certain bit of work. By 
regular examination of your machine, you will 
know when a certain part is wearing to a point 
where it is safest to replace it or have a spare 
on hand. 
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SOME DIFFERENCE! 


Compare the bright lumber at the right with the heavily 
stained lumber above. These are photographs of test piles of the U. S. Bureau of 
Plant Industry. In large scale experiments on pine, du Pont Lignasan led with an aver- 
age of 97.4 % bright lumber, while soda solutions produced but 67% bright lumber, and 
untreated lumber averaged only 33 % bright. 


Treated 






SAP STAIN 
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Daten le 





Photographs courtesy of U. 8. Department of Agriculture 


97.4% BRIGHT LUMBER 


average produced by du Pont 
Lignasan in U. S. Government 
tests on Pine. 99.2% was the 


average for Sap Gum 


O NEED for “‘blue stain” in air- 

dried lumber now! Have all bright 
lumber, the kind that seJ//s! Already 
over 60 mills are using du Pont Lignasan 
in their dipping vats and timber sprays, 
checking sap stain and mold, leaving the 
lumber in its bright, natural color. 


REG U. 5. Pat. OFF 


Effective on both pine and hardwoods, 
du Pont Lignasan will not cause yellow- 
ing or objectionable discoloration. Stock 
piled for months stays as bright as the 
day it was cut. 


Cold solution—no heating 


Costs less to use 


Only one pound of Lignasan is needed 
to treat approximately 5,000 feet B. M. 
of lumber. Lignasan costs less per 1,000 
feet, is more effective than other chem- 
ical treatments. Write now for full in- 
formation and prices. 


Du Pont Lignasan isusedin cold solution. 
No bothersome temperature control or 
evaporation losses. Workmen like to han- 
dlelumber treated withLignasan; itwon’t 
injure hands or clothing, at the strength 
recommended for dipping lumber. 


LIGNASAN 


PREVENTS SAP STAINS—KEEPS LUMBER BRIGHT! 


E. I. du Pont de Nemours & Co., Inc. 
Dyestuffs Dept., Wilmington, Delaware 








Du Pont Lignasan isadry powder shipped 
in standard 300-pound metal drums. Also 
available in 100-pound drums and in 
cases holding 24 one-pound cans for 
portable mill use. 


























Yellow Pine 


BUY GRADE MARKED 
AND TRADE MARKED 


YARD AND SHED STOCK 
LATH AND SHINGLES 


KAUL 
LUMBER 
co. 


- 
BIRMINGHAM ALA: 


We season lumber 
to the moisture 
content you re- 
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IDAHO 
MINNESOTA 
WESTMONT 


White Pine 


LONG and SHORT LEAF 
ALso { Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 














Yellow Pine 
Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“*Ask the Wholesaler” 


The Alger-Sullivan Lumber 





Co. 








CENTURY, FLORIDA 











WATT [UMBER COMPANY 


RUSTON, LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 


We Grade it Right and Ship it Quickly. 
GANDY. LA 












Office. 
RUSTON, LA 
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VON PLATEN -FOX COMPANY 


Iron Mountain, Michigan 
Manufacturers of 17 different species 


of Northern Hardwoods 
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Surface Measure 


ESTIMATOR 


By J. M. LEAVER————— 





This book covers in the most com- 
plete manner the whole field of 

urface measufe as applied to rapid 
estimating of contents of fractional 
sizes of lumber, veneer, fibre board 
and stock used in the manufacture 
of interior and exterior finish, panels, 


doors, sash, blinds, door and win- 
dow frames, etc., etc. Send for 
circular containing sample pages. 








Pocket Size (4'/2"x61/2.") 
Postpaid $5.00 


—_-——__ 


American Lumberman 
431 S. Dearborn St., CHICAGO, ILL. 
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Hereafter 


I do not know how long it took 
To grow the giant pine, 

But here’s a shelf that holds a book, 
The hands that made it mine. 

I do not know how old the oak, 
What seasons of what flow’rs, 

But here’s a chair that never broke, 
The hands that earned it ours. 


I do not know what pines may dream 
While swaying in the air, 

Or to an oak how it may seem 
To only be a chair. 

I do not know if trees or not 
Know even trees must fall, 

But they may think their final lot 
The finest thing of all. 


I do not know when I shall pass 
What I may do to bless, 

If but a little mound of grass 
Is all that I possess. 

I do not know—yet hope so much 
I do as much as these 

The lives of other men to touch 
And serve as well as trees. 


We See b' the Papers 


If governments would live within their in- 


comes, more citizens could. 
New York has a new play, “Things as 
They Are. It ought to be a novelty. 


For example, we would like to see a re- 
porter on the stage as he really is. 


And so would anybody else anything that 
he knows anything about in any way. 


_We expect Al Capone to spend part of his 
life in prison, but it looks like it will be his 
old age. 


The farmers deserve sympathy because of 
the grasshoppers, but their senators are their 
own fault. 


Two percent of the people pay all of the 
income tax. Maybe that is why they are called 
the privileged class. 

The income .tax is half of the Government's 
revenues, so 2 percent of us pay 50 percent of 
the cost of the government. 

Now you know why the other 98 percent 
are so careless about whom they send to the 
Senate, just to get them out of the State. 

It is this department’s idea (but nobody 
else’s) that one percent on everybody would 
be much more fair, and much easier to figure. 
If you are under 16 and live in Eaton Rap- 


ids, Mich., you have to be home by 9 p. m. 
And able to sing “All Alone.” 
Each American motorist used 594 gallons of 


gasoline last year, and son and daughter tried 
hard to make it an even 600. 


Florida now has a 7-cent gasoline tax. Flor- 
ida feels just like a fellow who builds a park- 
ing place that the neighbors use. 

Senora Diego Rivera, wife of the noted Mex- 
ican artist (says the Chicago Tribune), is also 
a finished painter. But what woman isn’t? 


As far as the nation’s business is concerned, 
we shall continue to hurrah for the white and 
blue, but darned if we will hurrah for the red. 

Fish hatcheries are buying hundreds of 
pounds of grasshoppers. Maybe the farmer 
- have one profitable crop this year, after 
all. 

With the possible exception of a funeral, 
a dinner party, since conversation became a 
lost art, is the most dismal of all human ex- 
periences. 


Admiral Byrd is said to be in the market 


— 


for an ice-breaker. If he gets it, we would 


like to borrow it now and then to use at, 
dinner party. q 
The General American Tank Car Corpora. { 


tion, American Steel Foundries and the Inter. 
national Business Machines Corporation haye 
all bought space at the Chicago 1933 Worlds 
Fair. Gosh, is it going to be just like a radio 
program? 

Just had a letter from Gifford Pinchot inci- 
dentally mentioning that he had taken a broad. 
bill swordfish on rod and reel off Block Island 
during his vacation. We suggest that he ea 
the fish and save the sword for next year’s = 
campaign. 


- 


ae 





Random e 


“How to Judge a House” has been pub-§ 
lished by the Department of Commerce. Yeah 
and now how would you judge the Senate? 


Hoo-Hoo announces that it has two salaried 
field men. But you ought to see the two- 
salaried men in the city hall. 


There is only one thing less interesting than § 
the doings of movie persons, and that is their f 
misdoings. 


The crossword puzzle increased our vocab-§ 
ulary just when we had lost the ability to usef 
the one we had. 

Herrick, in the Rural New Yorker, describes 
how insects spend the winter. Yet he doesn't 
say a word about umpires. : 

Wish we could all look interested as easily 
as a dog does. 





It may be a co-incidence, but murder and] 
saxophones are on the increase in this country. | 

Of course, if the saxophones decreased as the 
murders increased it would be easily explainable. 

Unfortunately, however, the murderer hears 
a saxophone and rushes out and murders some- 
one else. 

Save the service and you save 


all. 


ve 


Level and Square 


Se 


When you're hanging a door, or you're laying | 
a floor, ' 
Or you're making a bench for the boy, 
There are certain good tools, there are certain 
good rules, 
That you can not too often employ. 
Keep them always at hand, when you sit, when 
you stand, 
Use them 


often, and always with care— J} 
If the job is to be fit for people to see, ' 
You must use both the level and square. i 
' 
Don’t depend on your eye which is low, whica} 
is high 

To decide what is crooked or straight, 
For your eye may be wrong, and too short ory 

too long 

You may find you have made it, too neil ' 


Oh, it isn’t the saw, with its merry ee-aw, J 


Or the hammer, will fashion it fair— 
You must try top or base ere you nail it in} 
place 
With the eye of the level and square. 


And a moral may lurk in your carpenter work | 
That is useful the rest of the way, 
In the things that we plan, in our treatment} 
of man, 
And in all of the tasks of the day. 
For the things that we do must be honest and J 
true, 
There is something to watch even ina 
We — measure each act ere the plan is aj 


ac 
With a help of the level and square. 
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Old Company Passes Out of 


Existence 


SepaLiA, Mo., Aug. 10.—One of the impor- 
tant lumber concerns in central Missouri passed 
out of the picture last week with the announce- 
ment that the stock of the Babcock Lumber Co. 
had been sold to other local dealers. 

The sale followed a decision of survivors of 
the late Judd L. Babcock, co-founder of the 
company, that they no longer wished to operate 
the business. The stock was distributed to the 
Gold, S. P. Johns, Sturges and Looney-Bloess 
companies here after the heirs had obtained a 
probate court order for the sale. 

During its 40 years of existence in Sedalia, 
the Babcock Lumber Co. came to be recognized 
as.one of the leading establishments in central 
Missouri. 

Organized early in 1891 by George M. Bab- 
cock and his nephew, Judd L. Babcock, both of 
whom had years of lumbering experience, the 
business steadily grew until at the time of the 
sale, it was one of largest in Sedalia. The yard 
had been located on the present site for more 
than 30 years. 

As a foundation for the establishment of the 


company, the Babcocks operated sawmills in 
Wisconsin and Arkansas before coming to 
Sedalia. Lumbering seemingly was “born in 


the family” as Judd Babcock’s father had been a 
lumberman. 

George Babcock died 15 years ago and the 
late Judd L. Babcock took charge of the yard. 
He headed the establishment until his death last 





AMERICAN 


propriate classifications of the many groups of 
instruments have been carefully considered and 
there are many applications of these instru- 
ments accurately described and completely listed. 

This work really is more than a catalog of 
instruments and prices as several pages are de- 
voted to a pictorial story of Tagliabue products 
in their manufacturing processes. As well, in 
addition to many applications there is informa- 
tion of active interest to the chemist, laboratory 
worker, plant superintendent and, in fact, every 
executive of every industry. This catalog will 
be a valuable addition to the permanent refer- 
ence library of executives in this industry and 
the Tagliabue company will send a copy of it 
to any concern making the request on its busi- 
ness letterhead. 


A New and Novel Use for 


Lumber 


ALBUQUERQUE, N. M., Aug. 8.—The camera 
fails to reproduce the gleaming brightness pro- 
duced by the mica in the last coat applied to 
a structure which so well resembles the chilly 
monsters of the north Atlantic that its business 
is easily guessed. It is meant to tell the public 
that the temperature will drop rapidly as it par- 
takes of the ices dispensed there. It is, indeed, 
so well designed, that it seems possible wide- 
spread use of the idea might attend publicity on 
the part of lumbermen, with considerable use, in 
the aggregate, of building material. The first 
one in the Southwest is located on Albuquerque’s 
main street, at a point where plenty of parking 
space is available, and where all pass en route 








Curiosity draws patrons 

to the “Iceberg,” where 

“frozen custards,” a spe- 

cialty, are also a little 

different from ordinary 
ices 








year, when his widow, Mrs. 
over the executive — 
named acting manager 


Nora Babcock, took 
A son, Glen, was 





Survey hae "a Residences 
Under Construction 


Houston, Tex., Aug. 11.—A_ survey just 
completed by the mail carriers here reveals the 
interesting fact that there are more residences 
under construction in this city now than there 


were at this time last year. There are 301 
residences under construction in Houston at 
this time. The survey shows that there are 


63,158 residences in that portion of the city 
served by mail carriers. A similar survey made 
in 1923 showed there were 26,449 residences. 
Houston has led the Southwest in the value 
of building permits for several years. 





eens New Complete Line 
Catalog 


The C. J. Tagliabue Manufacturing Co. of 
Brooklyn, well known maker of instruments 
for indicating, recording and controlling tem- 
perature and pressure in industrial processes, 
has just announced the completion of a new 
general catalog. This general catalog, consist- 
ing of more than 100 pages, now places under 
one cover the complete line of TAG controllers, 
recorders, dials, thermometers, hydrometers, oil 
testing instruments and moisture meters. Ap- 


to canyon resorts. It is also at convenient dis- 
tance for a short drive from church and theater 
districts. . 

The framework required 2,500 feet of 2x4s, 
upon which 3,000 feet of sheathing was laid, 
this being covered with building paper, metal 
lath, and stucco, a shiny appearance being given 
by mixing mica in the last coat of white. There 
seems no reason why this novelty should not 
prove as popular as miniature golf, and that one 
should not be built in every town, with several 
in larger cities, at resort centers and at strategic 
points on thoroughfares frequented by traffic bent 
on pleasure. While 5,500 feet of lumber is not 
a large sale, one, three, or five such sales would 
help somewhat, in disposing of “shop-worn” or 
low-grade material, since it is obvious that such 
a building is not exacting in its requirement. 





Patents Recently Issued 


The following patents of interest to lumbermen 
recently were issued from the United States Pat- 
ent Office. Copies thereof may be obtained from 
R. E. Burnham, patent and trade-mark attorney, 
1343 H Street, N. W., Washington, D. C., at the 
rate of 20 cents each. State number of patent and 
name of inventor when ordering. 

1,773,265. Apparatus for draining bundles of 
shingles and the like. Harry E, Gosch, North 
Tonawanda, N. Y., assignor to Creo-Dipt Co., same 
place. 

1,773,510. Machine 
Seraphine F,. Bauwens, 
bounds Patents Co. 


1,773,511. Machine for use in making boxes. 
Seraphine F. Bauwens, Chicago, assignor to Wire- 
bounds Patents Co. 


1.773,557. Saw. Raymond L. 


for use in making boxes. 
Chicago, assignor to Wire- 


Walrath, Spring- 


fleld Gardens, x. F. 
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The Aristocrat of Structural Woods 


—the strongest 
and most durable 
lumber for either 
new buildings or 
' for remodelingold 
homes. 


Wier Long Leaf 
Lumber Co. _ |i 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 


ATCT TATA 


INDUSTRIAL 


LUMBER COMPANY, Inc. 


ELIZABETH, LA. 
Manufacturers of 


CALCASIEU 
LONG LEAF YELLOW PINE 
































“ The Supreme Structural Wood of the World” 
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Pcotpssoro 
N. C. PINE 


Our “ Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 
Let us prove it on your next order. 


JOHNSON & WIMSATT 
WASHINGTON, D. C. 











Vest Pocket Ready Reckoner 
A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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by this Policy ~ 
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Your Contractors 
Will Welcome It. 


It is a blank specification (easily made out) for 
any building as well as a guarantee of materials 
and construction. 


Whether your customer is building a house, 
barn, store building or remodeling an old build- 
ing, you should accompany his order with one 
of these policies. 


Dealers in all parts of the country are giving 
this Protection Policy to their customers. You 
should do the same thing in your locality in the 


futvee. Don’t pass up this business building 
idea. 


A Booklet of Instructions 
sent with Each Order 


SAL COUPON NOW? 
Y) 


AMERICAN LUMBERMAN, 
431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 


























Seattle, Wash. 


Aug. 8.—Of much encouragement has been 
the steadiness of mill prices the last month 
where intercoastal buying is concerned. One 
man declared that mill prices have held 
level, except on clear pattern stock and spe- 
cial cutting. The September intercoastal rate 
has been fixed at $10.50, and one informant 
estimated that 80 percent of the lumber 
space is already taken. The putting of more 
ships on intercoastal routes is not making 
any more space available for lumber, be- 
cause of an increase in the general cargo 
movement. One firm reported being offered 
August space at $9 after all space had ap- 
parently been contracted for. This firm ex- 
pects no immediate increase in the lumber 
movement, and believes October rate will be 
$11. 

One firm 
lightest in 
ating. The 


declared export business is the 
the nine years it has been oper- 

box shook manufacturers are 
probably doing better than those exporting 
general lumber. Export shook mills have 
contracts for their entire normal output, but 
domestic consumers of box shook are operat- 
ing at about 60 percent of capacity. Indi- 
cations are that fall business will approach 
normal more closely than during the last 
six months Rail deliveries of box shook in 
the Pacific Northwest continue quite active. 


Spokane, Wash. 


8.—The mill of the 
Payette Lumber Elk River, 
will continue indefinitely, 
Carson, of lowa, 
last Friday, close of a 
of the executive committee 
box factory and shipping department at 
Emmett are active. Other members of the 
committee are George R. Little and Dr. E. P. 
Clapp. S. B. Moon, managing director, met 
with them. 

Lennevill 


Aug. Barber 
Co., at 
operating 
Burlington, 
at the 


Boise 
Idaho, 
William 
president, said 
2-day meeting 
at Boise. Only 


Bros., of Spokane, have just con- 
tracted with the Ohio Match Co. to log 
tween 500,000 and 600,000 feet of white 
timber belonging to Ira Schuh, near Elk 
River, Idaho, paying $6 a thousand to Mr. 
Schuh. The Blackwell Lumber Co., at Coeur 
d’ Alene, Idaho, will handle the logs in transit. 

Two weeks from the outbreak of the spec- 
tacular Winton Lumber Co. fire, a fire broke 
out in the lath yard of the Blackwell Lumber 
Co., at Coeur d’Alene, Idaho, the night of 
Aug. 2. The fire was under control in an 
hour, but destroyed about 400,000 lath. In- 
eendiarism is suspected. 


be- 
pine 


Tacoma, Wash. 

Aug. 8.—The 
discussed the 
to accept 


Tacoma 
failure of 
wood pipe bids 


Lumbermen’s 
the 
for 


Club 
city commission 
the new water 


line, and decided to take no further action 
at present. Yesterday’s regular meeting, the 
first for two weeks, was lightly attended, 
many local manufacturers being at the joint 
meeting of the West Coast Lumbermen’s As- 
sociation and the National association trus- 
tees at Longview. Fuel dealers of the city 
asked the club for its support of an effort 


to drive out irresponsible outside truckers of 
wood and coal who are giving short meas- 
ure and poor quality. The club endorsed the 
proposal. The thanks of the club were voted 
to A. K. Martin and the other members of 
the committee which arranged and carried 
through the annual golf tournament a week 
ago. 

Further curtailment of both logging and 
mill operations, effective Aug. 15, has been 
announced by the St. Paul & Tacoma Lumber 
Co. Two logging camps near Kapowsin will 
shut down for an indefinite period, and oper- 
ations at one of the two Tacoma mills, now 
running, will be suspended. The company’s 
camp near Bellingham and the sawmill there 
will continue in operation. 

Shipments of doors over the Tacoma docks 
for the first six months of the current year 
have broken all previous records and, if the 
present rate is maintained for the rest of 
the year, will run more than 200,000 over the 
best previous record, set in 1929 when 
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1,099,000 doors were exported. Local fac. 
tories have shipped 613,000 doors by watery 
since Jan. 1. 


Immediate reconstruction of the Mountaiy 
Lumber Co.’s mill, destroyed by fire the night 
of July 9, with a loss of nearly $100,000, was 
announced yesterday by Roy J. Sharp, mana. 


ger. Part of the machinery has already been 
purchased. The new plant will have a ea. 
pacity of 100,000 feet and will cost $30,000, 


It will be ready to start operations by Dec. ], 


Aberdeen-Hoquiam, Wash. 


Aug. 8.—The 
Was resumed at 
Camps 12 


first week of 
the Clemons ic 
and 8 of the Polson 


August work 
zzingg camps, 
Logging Co, 


started, to continue until winter, but Camps 
2 and 14 will go down within a short time, 
The Grays Harbor Lumber Co. planer will 


be operating for about thirty days on a spe- 


cial order. The planing mill and shingle 
mill of the Mumby Lumber & Shingle Co, 
Malone, have resumed operations, after a 
two months’ close down. The mills of the 
Saginaw Shingle Co. and the new mill of 
the jailey Shingle Co., in Aberdeen, ar 


operating. The mill of the 
Shingle Co. in Hoquiam closed last 
an indefinite period. 

Thirty ships carrying 28,888,299 board feet 
of lumber cleared from Grays Harbor during 
July. California was the best market, taking 
7,468,000 feet. The Atlantic coast 
taking 7,257,361 feet. 

Hubert Schafer, of Schafer Bros Lumber & 
Shingle Co., has been ill for time 
is confined to St. Joseph's hospital. 

William Donovan, of the Donovan Lumber 
Co., has been seriously ill at his home in 
Aberdeen. His condition is reported as 
greatly improved today. 


Vancouver, B. C. 


Aug. 8.—British Columbia mills 
ing on a basis of from 37 
capacity, and indications are that there will 
be a further curtailment. The demand from 
China and the United Kingdom continues fair, 


W oodlawn 


week for 


Was second 


some 


and 


are operat- 
to 38 percent normal 


but all other markets are very quiet. There 
is some call from Australia for hemlock for 
box making, but Australian demand for fir is 


practically nil. 

Logging operations are less than 20 percent 
of normal. <A very material reduction in fir 
log stocks was effected during July. Consider- 
able uncertainty prevails as to whether mills 
can continue to run at present rate during 
August. The reduction in stocks has had no 
effect on prices as yet. Fir fetches $6.50, 
$11.50, and $16.50, to $17.50 for high grade 
logs. Cedar shingle logs bring $8 to $9, and 
lumber cedar logs are $17. Hemlock logs are 
in little demand at $8.50. 

All sections of the Province 
the most severe forest fire situation experi- 
enced since 1922. The weather is hot, and 
humidity is dangerously low. 


are witnessing 


. . . 
Minneapolis, Minn. 

Aug. 12.—With 
ebb and little building in progress in rural 
areas, demand for northern pine is_ slow. 
Some is being consumed in building and re- 
modeling in Minneapolis and St. Paul. Prices 
are fairly firm at new low levels established 
some weeks ago. Manufacturers report that 
most orders are confined to badly mixed car 
lots, usually for quick delivery. 

Northern white cedar dealers say prospects 
for autumn trade are good. One indication is 
the increased number of inquiries from rural 
telephone companies. In view of the low prices 
of wire and other materials, these companies 
are expected to do considerable repair and 
new construction work in the near future, 
and poles will be in good demand. Fencing 
projects are likely to call for an increased 
number of posts also. 

Twin City millwork plants continue to run 
short hours, with decreased crews, although 
some of them report that business is fair, 
noting a slight improvement during the last 
two weeks. 
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A, R. Rogers, president Rogers Lumber Co. 
here, has been named chairman of the Twin 
City Committee on Northwest Agricultural and 
Business Development. 

Robert J. Isherwood, son of Henry Isher- 
wood, secretary-treasurer of the Concaten- 
ated Order of Hoo-Hoo, was one of the quali- 


fiers in the National Public Links Tourna- 
ment in St. Paul last week. 
Portland, Ore. 
Aug. 8.—Foreign markets continue quiet. 


China and Japan showed a little greater in- 
terest last week, but exporters are 
ingly pinning their hopes on a cleaning up 
of the situation in Europe. It is expected 
here that the foreign demand will show an 
immediate improvement when the German 
financial situation becomes settled. Domes- 
tic business in fir continues sluggish. Spruce 
and pine are also dull. The mills are heavily 
curtailing their operations. 


Macon, Ga. 


seem- 


Aug. 10.—It has been a long time _ since 
roofer manufacturers have enjoyed good 
business, and their production is still being 
reduced. Probably more roofers are being 


used in home territory than are being shipped 
to outside markets. 

Railroads have not plazed the usual volume 
of orders for longleaf for fall. Other de- 
mand for longleaf is considerably off, al- 
though some is being moved to seaboard for 
export. 

Hardwood 
orders from 
little demand 
Production is 
August. As 
there is 


manufacturers are getting some 
the furniture trade, and also a 
for hardwood flooring stock. 
being further reduced during 
the peach market collapsed, 
little demand for crates and baskets, 


Buffalo, N. Y. 


Aug. 10.—The southern pine roofer market 
is reported to be picking up a little strength. 
Numerous mills have shut down, and as a 
result it is a little harder to buy at a low 
price. 


A progressive real estate firm of this city 
is planning the erection of about one hun- 
dred houses, which will sell around $8,000 
each. It is stated that the same houses 
would have had to sell at about $12,000 prior 
to the decline in commodity prices. Sample 


houses which have already been erected have 
drawn good crowds of interested persons and 
some sales have been made. 

The Wilson Box & Lumber Co., Tonawanda, 


N. Y., is discontinuing business, after about 
forty years in the box manufacturing in- 
dustry. T. J. Wilson, president of the com- 
pany, is chairman of the Community Chest 


of the Tonawandas. 

Henry Adema, secretary of the White Pine 
Association of the Tonawandas, has been 
named, by President Horace F. Taylor of the 
Buffalo Chamber of Commerce, as a member 
of the chamber’s canal and transportation 
committees. Ganson Depew has been chosen 
a member of the aeronautics committee. 

Visitors to lumber offices last week in- 
cluded George Allport, Long-Bell Lumber Co., 
City, Mo., and Charles Harris, the 
New York representative of the Winton Lum- 


Kansas 


ber ‘to., Minneapolis. 
Boston, Mass. 

Aug. 11.—Wholesalers speak of the firmer 
tone of fir boards as a conspicuous feature 
of the local market for West Coast lumber. 
The usual price for No. 3 on the dock is 
now $17, and any retailer who can do better 
than $16.50 is indeed a shrewd buyer. The 
cargo rate for September having been ad- 
vanced 50 cents to $10.50, several firms 


innounce they will mark up their quotations 
on all waterborne West Coast lumber items 
accordingly this week. Meanwhile it ‘is still 
possible to buy 2x3- and 4-inch fir at $12 off, 
and other widths and thicknesses at $12.50 
off Atlantic differentials, page 11%. 
Demand for lath is still very quiet, 
there are chances to buy 1%-inch 


and 
spruce 


AMERI CAN 


ericas Lumber Centers 


lath at $3.50, and 15g-inch at $4.75, but one 
well known manufacturing company has ad- 
vanced the wide lath to $5.50, and a large 
Canadian maker has marked the narrow lath 
to $4. Further developments are awaited 
with interest. 

George F. Roberts, for some years promin- 
ently associated with the Woodstock Lumber 
Co., of Boston, has resigned to join the sell- 
ing staff of the H. B. Stebbins Lumber Co. 

J. Edward Downes, of the Downes Lumber 
accompanied by his wife and four chil- 
dren, sailed from Boston last Sunday fcr an 
extended tour of Ireland, England and 
France, 


‘ 
.. 


Birmingham, Ala. 


Aug. 10.—Reductions in lists dated Aug. 1 
and 5 carry the price level much below that 
of a month ago. Thousands of feet of No. 3 
pine flooring go at $5.50 for 1x3- and 4-inch, 
and $6.50 for 1x6-inch, worked as wanted, 
with a price of $9 or $9.50 for No. 2 not 
unusual. Reductions since Aug. 1 average 
above $1, and some items declined $3.50. 
Higher grades have weakened steadily since 


the middle of July. B&better flooring is be- 
ing offered freely at $24, mill, and other 
items accordingly. The only items selling 
at above $30 f. o. b. mill are rift flooring; 
B&better finish 1x10-inch and 12-inch, and 


1x12-inch No. 1 and C finish. Continued rains 


the last two weeks have made logging dif- 
ficult. Operators at points distant from rail- 
roads have had their cut reduced to 50 per- 
cent. 
. 
Laurel, Miss. 

Aug. 10.—Southern pine mills are closing 
down until surplus stocks have been moved 
and the market strengthens to such an ex- 
tent as to allow them a fair price for stump- 
age. Two large mills in this section have 


closed down entirely for an indefinite period, 
and others are contemplating doing the same 
thing promptly. Some items are now begin- 
ning to become somewhat scarce, especially 
No. 1 dimension in the narrower widths, 6- 
to 12-inch No. 2 kiln dried common, also the 
same sizes in common and better finish. 
Practically all mills have now discontinued 
the manufacture of kiln dried lath indefi- 
nitely. 

The 
a little 
placed 


seems to be showing 
orders having been 
local mills for kiln 
dried saps and South American scantling. 

Hardwood mills are running only a few 
days a week or closing down entirely. There 
has been little change in prevailing hard- 
wood for several weeks. 


Norfolk, Va. 


Aug. 10.—North Carolina pine business has 
picked up a little. Buyers do not seem to tire 
in their efforts to get lower and still lower 
but recently millmen have not found 
it necessary to take every offer made them. 
Many are closed down and have a limited 
quantity of lumber for sale, while others 
are running part time. Prices of both better 
and lower grades are certainly low enough 

There has been sufficient B&better 4/4 cir- 
cular sawn edge and stock widths bought 
during the last several weeks to clean out 
most of the well manufactured stock. Many 
finish mills closed down during July until 
demand showed up better. There has con- 
tinued a pretty fair demand for 4/4 and 
thicker B&better stock widths in mixed cars. 
Pine window frame stock has been displaced 
in the East to a certain extent by western 
frames already made up. There have been 
more inquiries for B&better bark strips, but 
buyers want these in specified widths, while 


market 
several 
last week with 


export 


life, 


prices 


prices, 


’ 


mills prefer selling them “as is.’ 
There has not been very much activity in 


the edge box market. Box makers say their 
business has not shown any further decrease. 
There is sufficient lumber still to be shipped 
on old orders, and also yard stocks, to carry 


the box makers along easily for a while 
longer, so that they are not very generous 
in their offers. More stock widths are being 


bought by box mills, because good wide edge 
is not available. Very little air dried stock 
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and Exclusive 
Mill Representatives 





Fast Shippers of 
Dependable Merchandise 


ALL YARD OR INDUSTRIAL 
ITEMS QUOTED QUICKLY 


If you are having difficulty in secur- 
ing quality stock on present day 
market prices do not fail to communi- 
cate with us. 


HockettLumberCo. 
Spaulding Building 
PORTLAND OREGON 

















GRISWOLD-GRIER LUMBER CO. 
Philomath, Oregon 

Carlton Manufacturing Co., Carlton, Ore. 

Pedee Lumber Co. - Pedee, Oregon 


Affiliated Manufacturers in 
DURABLE DOUGLAS FIR 
Everything in Fir 
Sales Offices: 

THE GRISWOLD LUMBER CO. 


Failing Building, Portland, Oregon 


LTV: 
LUMBERCO. 
PORTLAND,OREGON 


Soft Yellow Fir 


Flooring Siding Ceiling 
Finish Mouldings 
Thick Clears 
Factory and Industrial Stock 


FIR PLYWOOD 
SPRUCE, CEDAR 














HEMLOCK 








“The Heart Content’’ 


Have you delayed giving your wife this new book 
by ‘‘the lumberman poet’’? Let us send it tu you 
—take it home to her—how it will cheer her up! 
$1.25 postpaid. 


Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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Sugar Pine 


California Soft Pine 
Arizona Soft Pine 
White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern— Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 























Feather River Lumber Co. 
Delleker, Plumas Co., Calif. 


Manufacturers of 


Feather River Canyon 

Soft California 
Pine 

White Fir 


Incense Cedar 





Annual Capacity 60,000,000 Feet. 
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A New Book 


~~ e eer 


HOLT’S RAPID 
ESTIMATOR 


A REAL price-list covering houses be- 
cause of its size, its convenient indexing 
of the great mass of information which 
places at your finger tips and, of great- 
est importance, the ease and simplicity 
of keeping it up-to-date with constantly 
fluctuating prices and changing methods 
of construction. 


Every effort has been exerted to make 
this little book measure up to YOUR 
IDPAL of what is needed, every imag- 
inable precaution has been taken to in- 
sure the highest degree of accuracy in 
copying these tabulations from its par- 
ent book, “Automatic Building Costs,” 
so that these “cost-rates” will be just 
es accurate as those in that book proved 
to be in the two years it has been in use 
in every state in the U. S. A. and in 
Canada. 

While this book is only a small part of 
the “ABC System of Estimating,” it con- 
tains the most-used tables and gives 
simple rules for deriving other informa- 
tion contained in the enlarged works so 
that practically any house can be figured 
anytime and anywhere. 


This book will enable you to build up a 
reputation of being the “Building-Costs” 
expert in your community. Bound in 
semt-flexible red leather. 128 pages, 
2%”"x5%", vest pocket size. 


$3.00 Postpaid 


AMERICAN LUMBERMAN 
431 So. Dearborn St. CHICAGO, ILL 














box has been produced during the summer. 
Industrial concerns have been buying a 
little more stock box, dressed and resawn. 

Planing mills have not been kept very busy. 
Some small mills have fair orders for roofers 
and dressed box. Surplus stock at closed 
planing mills is gradually being reduced, and 
it is becoming harder to buy mixed cars of 
flooring ete. Some Georgia roofer mills are 
trying to establish a price of $10.50 on 6-inch 
air dried roofers, f. o. b. cars Georgia main 
line rate. The mills quoting these prices are 
not getting many orders. Their output has 
been further curtailed, and good stock is not 
very plentiful. 


Kansas City, Mo. 


Aug. 11.—Sales to eastern yards were quite 
active, for spot and immediate shipment, be- 
cause of increased building in that quarter. 
Straight cars were in best demand. There 
were numerous orders for mixed cars from 
other sections, and particularly from yards 
in agricultural districts. Fall buying has 
not begun with any vigor, but scattered 
orders are received now and then for ship- 
ment during the fall months. 

Firmer prices, due to scarcity of many 
items, have been responsible for a decrease 
in industrial demand. A little inquiry was 
received from furniture and radio manufac- 
turers, but sales did not measure up to the 
inquiry. Motor car manufacturers bought 
some hardwoods for distant positions, and 
probably would have purchased in greater 
volume had the price been satisfactory. Box 
grades were in fairly good demand locally, 
and in the central States. Flooring plants 
have been steady purchasers of flooring oak. 
Salesmen say industrial stocks are low and 
that large users will be compelled to pur- 
chase soon. Railroads were in the market 
for scattered lots of track material, and 
some car repair material, but the volume 
was restricted by the upward trend of the 
market. 


San Francisco, Calif. 


Aug. 8.—The October intercoastal lumber 
rate of the Calmar Line will be $11 a thou- 
sand feet, board measure, and the rate on 
shingles will be 55 cents a hundred pounds. 
These rates, an announcement made during 
the week points out, will be applicable from 
North Pacific points to Calmar's regular dis- 
charging ports on the Atlantic seaboard. 

John B. Chapman, general manager of the 
Dimon line, arrived here during the week 
from New York. He will spend several days 
in San Francisco. Mr. Chapman is a member 
of the committee of five endeavoring to re- 
establish an intercoastal conference to stabil- 
ize coast to coast shipping rates and 


tices. 
Warren, Ark. 


Aug. 10.—There has been a noticeable in- 
crease in inquiries as well as orders for 
Arkansas soft pine the last few days, indi- 
cating that buyers are already covering their 
fallrequirements. The percentage of straight- 
ear orders has been fair, and there has also 
been an increase in mixed orders, running 
strong to the usual assortment of shed 
items. 

Orders now offered at prices prevailing ten 
days ago are not being accepted, and the 
buyers, in almost every instance, have agreed 
to meet the advance. The increased strength 
of No. 2 common is a feature of the market. 
For the first time in many months the mills 
are able to secure advances of 50 cents to 
$1 over the prices at which orders were 
offered. In recent months a price advance 
has invariably meant a canceled order. Some 
mills are now asking $15.50 and $16, mill 
basis, for 8- and 10-inch No. 2 shiplap, and 
$1 less for 6-inch. Some mills report being 
entirely out of 20-foot in these items. No. 2 
dimension, 10- 18- and 20-foot, is scarce and 
prices are firming up considerably. Reports 
indicate that a large number of small mills 
have finished shipping their dry stock, and 
have closed down indefinitely. Supply of 
dimension and boards will be materially re- 
duced. Surplus stocks of No. 3 boards are 
being cut down, and the situation as a whole 
looks more favorable than it has at any 
time during this year. 

Flat grain 4-inch flooring is in better de- 
mand in all grades, particularly B&better. 
End-matched flooring is also moving freely 
in 3- and 4-inch Bé&better flat grain, and 
38-inch edge grain. Several sales are re- 


prac- 
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ported of wrapped trim for mixed-car loaq. 
ing. There has been a noticeable increase 
in demand for lath, which are beginning tg 
move in straight cars. 


Shreveport, La. 


Aug. 10.—For months the large pine mills 


have been curtailing, and production has 
fallen below shipments. An unofficial estj. 
mate is that inventories of both large ang 


small mills have declined between 30,000,000 
and 40,000,000 feet since the first of the year, 
Scores of smaller mills have been forced out 


of business by low prices. Many medium. 
capacity mills that are able to do so are 
cutting as little as they can. One whole. 
saler here states that prices have not de- 
clined the last few weeks. Sellers consider 
buyers easier to deal with. There is hope 
of some increase in buying along toward 


Sept. 1, as indicated by volume of inquiry. 
The hardwood market has shown no change 
of late. 
The Perfection 
Shreveport, a 
its mill at 


Oak Flooring Co., of 
Frost subsidiary, has opened 
Trout, La, one unit producing 
about 25,000 feet daily of high grade oak 
flooring. It is employing about fifty men and 
running five and a half days a week. 


Jacksonville, Fla. 


Aug. 10.—Practically all the southern pine 
people say that business so far this month 
is showing every sign of a decrease as .com- 
pared with July, and July business was any- 
thing but encouraging. It was expected that 
yard business and industrial business would 
be light all summer, but some expected the 
railroads to start buying, as it is known 
their stocks are low. It was thought it 
would be necessary for some of the larger 
roads to come into the market with small 
orders from time to time, and it was gen- 
erally figured that there would now be in- 
quiries out that would develop into firm 
business by the middle of August at the lat- 


est. 3ut inquiries from this source have 
been very few. For the last six to eight 
weeks, prices of dimension items, with the 
exception of the smaller sizes, have been 


firm at $34 for 12-inch and $24 for 10-inch, 
delivered port, but wholesalers report that 
a slight weakening is now noted, and mills 
are not as quick to turn down an order be- 
cause of low price as they were a few weeks 
previous. Wholesalers are now placing at 
a slight profit some of their orders that they 
have ‘been holding in their files, as they 
could not buy from the mills and realize any 
margin on mill prices of three weeks ago. 
There seems to be no bottom as far as pine 
prices are concerned, and the mills have re- 
duced their operating costs all possible to 
meet decreasing demand and continued price 
reductions, and are still unable to show a 
profit on their operations. Curtailment ap- 
parently has been of little help, as demand 
has not been of sufficient volume to consume 
the output of half time operation. 


New York, N. Y. 


Aug. 11.—Although this is still a mixed- 
car market, with buyers demanding and 
closefisted, the size of individual orders 


seemed a little larger last week. 
car orders were reported. 
did not improve. 
tial men in the 


More full- 
Prices, in general, 

Some of the most influen- 
lumber business here were 
reported to be buying distress lumber from 
different parts of the country, with the in- 
tention of selling it again later, when the 
days of the buyers’ rule would be over. How 
true this was could not be ascertained, but 
it was noticeable that a demand would start 
up from several different sources on a certain 
day for one kind of wood; the next day some 
other variety would have come into promin- 
ence. 

Despite the breaking up of the 
Intercoastal Conference last 
withdrawal of the so called “A” lines, the 
lumber carrying steamship companies con- 
tinued to meet regularly. The rate announced 
for October is $11. While lumbermen ad- 
mitted that there was some justification for 
this rate when compared with the rate for 
shipments from the Gulf, the logic of the 
lines could not be followed, inasmuch as the 
rate had been $9 up to and including July. 
Since then, although prices for West Coast 





proposed 
week by the 


lumber have not risen, and in most cases 
have declined further, the rate has been 
raised three times, first to $10 in August, 








Augus 


then t 
Hare 
startec 
Europ 
abroad 
dried 
here, 
short] 
Loca 
York, 
white 
to the 
Longe 
into t 
expect 
of lui 
homes 


Aug 
from 
ried ¢ 
ing tl 
tion 
cars | 
prices 

Sou 


creas 
No. 1 
in st 
also 





the 
dism 
Co. 
Rail 
reas 
in 
cert 
Indi 


sour 


taki 
rate 
plie 
rect 
rate 


Vie 


tio: 
rail 
ing 
bef 
Vie 
wh 


he: 
the 


th: 
ar 
col 
an 


te) 
po 





», 1931 


load. 
crease 
Ing to 


+ Mills 
n hag 
| esti. 
e and 
100,000 
> year, 
ed out 
dium. 
sO are 
Whole. 
Ot de- 
nsider 
} hope 
OwWard 
liry, 

shange 


0., of 
pened 
lucing 
e oak 
‘nm and 


1 pine 
month 
; COMm- 
3 any- 
d that 
would 
2d the 
cnown 
ht it 
larger 
small 
gen- 
9e in- 

firra 
e lat- 
have 
eight 
h the 
been 
-inch, 
that 
mills 
ar be- 
weeks 
ng at 
t they 
they 
e any 
|} ago, 
$ pine 
je re- 
le to 
price 
ow a 
t ap- 
mand 
sume 


iixed- 
and 
rders 
full- 
neral, 
fluen- 
were 
from 
e ine- 
1 the 
How 
, but 
start 
rtain 
some 
ymin- 


2Osed 

the 
, the 
con- 
inced 
ad- 
n for 
e for 
the 
s the 
July. 
Soast 
cases 
been 
gust, 





August 15, 1931 


then to $10.50 in September, and now to $11. 
Hardwood export specialists have again 


started accepting orders for shipment to 
Europe. A good quantity of maple went 
abroad last week. Maple lumber and air 
dried maple flooring are in brisk demand 
nere, and a price rise should be expected 
shortly. 


Local shops,. mostly located in eastern New 
York, are turning out large quantities of 
white pine moldings. These are being sold 
to the speculative real estate developers on 
Long Island. If the warm weather continues 
into the fall, these developments may be 
expected to take large quantities of all kinds 
of lumber used in the building of frame 


homes and walk-up apartment houses. 
. 
St. Louis, Mo. 
Aug. 10.—Stocks in retail yards here run 


from 30 to 50 percent below what were car- 
ried at this time a year ago. Dealers carry- 
ing these reduced stocks give as an explana- 
tion their ability to purchase badly mixed 
cars at very little premium over straight car 
prices. 

Southern pine business is showing an in- 
crease over this same period of last month. 


No. 1 dimension, 2x4-inch, 8-, 9- and 10-foot 
in shipping condition is still scarce, as are 
also 8-inch and 10-inch No. 2 boards. Transit 


AMERICAN 


cars offerings are few, partly because of rains 
in producing area, but largely because of un- 


satisfactory returns on recent sales. Demand 
by dealers is largely for badly mixed cars. 
Manufacturers are trying to balance their 


stocks by offering special concessions on sur- 
plus items. Volume of railroad orders seems 


to be inereasing, but are largely for fill-in 
items for immediate loading. No. 2 boards 
and shiplap, 8- and 10-inch transit car and 


small-mill loading, are $18.50@20; with large- 
mill stock in random loading $21.50; specified 
loading in mixed cars, $21.50@22.50; No. 1 
dimension 2x4-inch, 10- to 20-foot, transit car 
and small-mill loading $19.50@20; 8-, 9- and 
10-foot, $18.50; 10- to 20-foot, large-mill stock, 


$23.50@25. B&better flat grain flooring, 1x4- 
inch, random lengths, $29.50@30 for small- 


mill loading, $31.50 for large-mill stock, with 
specified loading in mixed cars $32.50@33; 10- 
and 12-foot $27.50@28.50; straight cars 16-, 
18- and 20-foot, $33. B&better car siding, 1x4- 


inch, 9-foot, is $31.50@32.50; 10-foot, $29.50. 
No. 1 car lining, 1x6-inch, 16-foot, $26@27; 
18-foot, $32@33. 

West Coast representatives still complain 


of lack of volume except on No. 1 dimension, 
mills still having difficulty with this item for 
their mixed car loadings. No. 1 fir dimension 
is $11.50@12.50 off Rail B list for air dried 
stock; $9@9.50 for kiln dried stock. Slash 


(Continued on Page 59) 























Finds Rates Not Unreasonable 


WASHINGTON, D. C., Aug. 10.—Division 3 of 
the Interstate Commerce Commission has 
dismissed Docket No. 23798—Manassa Timber 
Co. vs. Alabama, Tennessee & Northern 
Railroad Corporation et al.—finding not un- 
reasonable the rates on piling from points 
in Alabama, Mississippi and Tennessee to 
certain destinations in Kentucky, Illinois, 
Indiana, Ohio, Michigan, Wisconsin, Mis- 
souri and Arkansas. 

Complainants contended that instead of 
taking the lumber rates piling should take 
rates not exceeding 80 percent of those ap- 
plied on lumber. Division 3 holds that the 
record does not warrant the prescription of 
rates lower than those applicable on lumber. 





Vigorous Opposition to Rate In- 
crease at First Hearing 


PORTLAND, ME., Aug. 11.—Vigorous opposi- 
tion to the proposed 15 percent increase of 
railroad freight rates developed at the open- 
ing here of the first of a series of hearings 
before the Interstate Commerce Commission. 
Views of shippers in eastern territory diverged 
when it came to the question of any increase 
whatever. Several of the speakers at the 
hearing held in Portland City Hall declared 
that there should be no upward revision, 
while others favored a boost to some degree 
that would maintain the present relationship 
among class rates and between competing 
communities. Representatives of commercial 
and mercantile organizations and of large 
private corporations throughout northeastern 
territory attended the hearing. One forceful 
point of view expressed before Commissioner 
Claude R. Porter and Examiner Irving L. 
Koch was that “If the railroads are wise they 
will increase their efficiency enough to regain 
their lost business and not drive more of it 
away.” 

“The trouble with the railroads in my judg- 
ment,” asserted Robert P. Hazard, multi- 
millionaire manufacturer of Gardiner, Me., 
“is that they have failed to meet competition 
and when, in industry, we fail to do this we 
have to pay the penalty and have no govern- 
mental agency to pass this inefficiency on to 
someone else.” 

That an increase in rail freight rates would 
react on the railroads was the opinion ex- 
pressed forcefully by Andrew P. Lane, of 
Boston, traffic manager of the Great Northern 
Paper Co., which also has extensive timber 
land and lumbering interests. Mr. Lane also 
appeared for the St. Croix Paper Co., the 
Pejepscot Paper Co. and the Millinocket and 
Madison chambers of commerce, the two lat- 
ter located in territory here in Maine where 
long lumber, pulpwood, hardwoods and box- 


boards are 
tries. 
General opposition to any increase was ex- 
pressed on behalf of Maine business and in- 
dustry by Judge Benjamin F. Cleaves, of Port- 
land, secretary of the Associated Industries 
of Maine. It was argued that a flat 15 per- 
cent increase would merely result in stimu- 
lating water shipments and motor trucking. 
William H. Day, transportation manager of 
the Boston Chamber of Commerce and also 
representing the New England Traffic League 
and the New Bedford Chamber of Commerce, 
New Bedford, Mass., pointed out that financial 


products of the principal indus- 


needs of different groups of carriers differ 
greatly, those of the eastern district being 
much less than those of the western and 
southern groups. He argued that if the In- 


terstate Commerce Commission should decide 
to grant any increase it should be based on 
carrier needs as found in each territorial 
group. 





Week's Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that 
the revenue freight loadings for the week 
ended Aug. 1, 1931, totaled 757,293 cars, as 
follows: Forest products, 27,311 cars (an in- 
crease of 53 cars above the preceding week); 
grain, 50,686 cars; livestock, 19,307 cars; coal, 
119,656 cars; coke, 4,808 cars; ore, 35,196 cars; 
merchandise, 213,017 cars; and miscellaneous, 
287,312 cars. The total loadings during the 
week ended Aug. 1 show an increase of 
15,541 cars above the preceding week. 














Massachusetts Governor to 


Oppose Increase 


Boston, MAss., Aug. 11.—Gov. Joseph B. Ely 
announces that he will oppose with every 
force at his command any attempt to in- 
crease freight rates on New England railroads 
and that as the first step in this direction 
he has instructed Attorney General Joseph E. 
Warner to intervene in the case now before 
the Interstate Commerce Commission, calling 
for a general increase of 15 percent. Gov. 
Ely, after a long conference with Attorney 
General Warner, said that he would regard an 
increase in rail freight rates at this time as 


a most serious handicap to New England 
business, particularly Massachusetts indus- 


tries which are having a hard time as things 
are. He said he has taken the matter up 
with other New England governors, several 
of whom feel much the same about the situ- 
ation as he does himself. Gov. Wilbur F. 
Cross of Connecticut, Gov. Ely said, has 
assured him that he also will order the Con- 
necticut attorney general to take similar steps 
in the pending rate case, 
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Order <a 
n MOUNTAIN GROWN 
Mixed Cars PONDOS: 
P M co. 
Our new plant is ette> tee 





equipped to turn out 
the very finest quality, 


SOFT TEXTVUREO 

















accurately milled  pro- 

ducts. Cut-to-length 

y D ¢ DIMENSION 

Complete ascortanents of WRAPPED TRIM 

stock on hand insure Cut-to-length 

prompt service on your or lineal 
MOULDINGS 


future orders. Write now 
for quotations on any 
items shown on the 
right. 


11/16 SHIPLAP 
Selects and 
Common Lumber 
Specialty Shook 
and Box Shook 


Pondosa Pine Lumber Co. 
ELGIN, OREGON 


Member Western Pine Mfrs. Assn. 
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Our Main Lumber Business 
Our Real Lumber Business is 


LONG TIMBERS! 


and it always has been! We know our 
business, yet we charge no more! 


OSTRANDER RAILWAY & 


TIMBER CO. 
STRANDER, WASH. 
“The original long timber mill.” 


The Polleys 
+ Lumber Co. 


Pondosa 
= Pine 


Dry Selects 


General Offices and Mills: 


Shipments via. P- Missoula, Mont. 





Manufacturers of 


men mas 












WE can MIX Them 


Send us your Requirements for— 


All kinds of Yard Stock both Fir 
and Hemlock 
Cedar Siding and Shingles 
Large and Long Timbers 
Long Dimension Lath 


John D. Collins Lumber Co. 
WHITE BLDG., SEATTLE, WASH. 
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A Real Sales Help For Lumbermen 
Try It For 60 Days FREE—No Obligation 


Hundreds of new buyers 
are listed in each new edi- 
tion of the Red Book and 
many others are announced 
by us TWICE a week as 


Sa they start in 
_ business Red 
Book credit rat- 

Sy 7 ings and reports 
are recognized by 
















SEMI-WEEKLY 
CHANGE SHEET 
a ANCYS SED BOOK St RK t 






lumbermen as the 
most reliable 
Ask for Pamph- 
let No. 49-S and 
rates, also the 
details of the 60 
day FREE Trial 
offer. 

Our Collection 
Department has 
had many years 
of experience collecting lum- 
bermen’s accounts and will 
be glad to assist you. 


LUMBERMEN’S CREDIT ASSOCIATION 
Executive Offices, 608 South Dearborn St., Chicago, 111. 
East. Headquarters, 35 S. William St., New York City 











YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 
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| Fix Your Credit Loss | 


| in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
guess at. And how often you miss the | 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders | \ 
The American Credit-Indemnity Co. 


OF NEW YORK 
220 So. State St. 537 Mer. Exch. Bldg, 
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Richard Shipping Corp. 


44 Beaver Street. NEW YORK = {oreisn Forwar- 
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F. L. Zander, of St. Louis, Mo., sales man- 
ager for Lee Wilson & Co. (Inc.), was in Chi- 
cago Monday and called on friends in the local 
trade. 


E. W. Fischer, of Bordeaux, Wash., manager 
of the Mumby Lumber & Shingle Co., spent 
two days in Chicago this week, calling at local 
lumber offices. 


Bayne F. Mitchell, of Stevenson, Ala., vice 
president of the Mitchell Manufacturing Co., 
was in Chicago Wednesday to visit his firm’s 
local sales representative, the Vanlandingham 
Lumber Co. 


Rufus Edwards, of the Edwards & Bradford 
Lumber Co., Chicago, is visiting the company’s 
mill at Elk River, Idaho. His trip to the West 
also includes a visit to the firm’s yard at Hill- 
yard, Spokane, Wash. 


J. S. Thompson, of Louisville, Ky., secretary 
of the Louisville Hardwood Club and manager 
of the Louisville office of the Southern Hard- 
wood Traffic Association, has been spending 
part of his vacation in Chicago. 


The Chicago office of the Long-Bell Lumber 
Sales Corporation has been moved from the 
Builders’ Building to the company’s distribu- 
tion yard and sash and door service station at 
5301 West 65th Street, in the Clearing transfer 
district. The telephone number is Prospect 4208. 


Abell, senior, of Abell & Son, 
Assumption, Ill., will be sorry to learn that Mr. 
and Mrs. Abell, their daughter and family, were 
involved in a serious automobile accident last 
week. Detailed information is lacking, but it is 
understood that several members of the family 
are in the hospital. Their many friends will 
join in sympathy and hopes for a speedy recov- 
ery for all. 


A. H. Ruth, manager of the Chicago office 
of the George W. Jones Lumber Co., was in 
Milwaukee, Wis., Wednesday to confer with 
J. N. Fisher, of Appleton, Wis., secretary of 
the firm, and S. G. Switzer, manager of the 
company’s mill at Wabeno, Wis. He also took 
advantage of the opportunity to sit in for a 
short time on the meeting of northern hard- 
wood manufacturers. 


Friends of Mr. 


Martin McDonnell, of Chicago, who recently 
assumed the position of district sales manager 
for the Bloedel-Donovan Lumber Mills, re- 
turned last Friday from a trip to numerous 
cities along the Mississippi River, accompany- 
ing Robert Burnside on a tour of the latter's 
territory. The preceding week Mr. McDonnell 
had spent on a similar “get acquainted” visit 
with his company’s representatives in Wiscon- 
sin and northern Minnesota. It is generally 
believed there will be a fair amount of buying 
of lumber in this territory this fall, except as 
low prices on farm products make impossible 
any amount of farm outing. 





Try This on Your Own Home Town 


An interested visitor Monday at the annual 
meeting of the Chicago Wholesale Lumber As- 
sociation was Charles Gill, of the Gill Lumber 
Co., Wausau, Wis. During part of the luncheon 
he entertained a few of the lumbermen near 
him with an account of the way Al Poronto, 
of Tacoma, Wash., was received last week 
when he and his wife returned to Wausau after 
twenty-one years in the West. “Charley” took 
the visitor (who formerly was an inspector and 
buyer for the George W. Jones Lumber Co., 
at Appleton, Wis.) around to visit some of 
the once familiar and still familiar haunts. 

When they arrived at one place of refresh- 


ment it soon developed that “Al” recognized 
the gentleman who was serving the—ah—re- 
freshments. The gentleman recognized him, 
too, and knew, in a sort of hazy way, that his 
customer must have been away somewhere— 
he didn’t remember where. But there was one 
thing he was sure of, and that was the cus- 
tomer’s old neighborhood. He asked Mr, 
Poronto how things were in that neighborhood, 
and the lumberman eased his solicitude by re- 
porting that all was well. The—ah—waiter was 
sure then that he was on the right track, and 
decided to be sociable. Imagine the embar- 
rassment of the 21-years-absent Mr. Poronto 
when the friendly one remarked sort of hesi- 
tantly : 

“Say, I haven’t seen you for three or four 
years, have I?” 


Named Mill Sales Agent 


The Lucas Lumber Co. has been appointed 
Chicago sales agent for W. T. Carter & 
3rother, of Houston, Tex., manufacturers of 
both longleaf and shortleaf southern pine at 
their mills at Manning and Camden. The Lucas 
company is also the sales agent for the hard- 
woods manufactured by the Houston firm, ac- 
cording to announcement made to the AMERI- 
CAN LUMBERMAN. 








Elevated to Presidency 


GREENSBORO, N. C., Aug. 10.—Malcomb T. 
Clement has been elected president of the South 
Atlantic Lumber Co. to succeed the late John 
T. Penn, who died late in July. Mr. Clement 
has been connected with the firm since 1924, 
the last few years as vice president and sales 
manager. The company specializes in indus- 
trial box manufacture. 


Spread of the Five-Day Week 


Builders throughout the nation are gradually 
accepting the 5-day week schedule for building 
trades mechanics, according to Edward M. 
Craig, of Chicago, executive secretary of the 
National Association of Building Trades Em- 
ployers. Mr. Craig’s opinion was voiced after 
he had analyzed the reports received on build- 
ing conditions from contractors in 130 Ameri- 
can cities. The survey reveals approximately 
65 to 70 percent of the nation’s building trades 
workers unemployed, a condition that has been 
more or less acute for the last eighteen months. 

“In 1930,” states Mr. Craig, “thirty-five cities 
employed building artisans on the 5-day week 
basis and today reports reveal more than sixty 
cities are hiring building workers on the short 
week schedule.” 

In the compilation of the cities having the 
5-day week, Robert D. Steele, the builders’ 
statistician, reports the following: 

The 5-day week has been established en- 
tirely in Boston, Cleveland, Cincinnati, Eliza- 
beth, Jersey City, Kansas City, New York, 
Pittsburgh, San Francisco, Springfield, Mass., 
St. Louis and Trenton. The 40-hour week has 
been inaugurated in part in Akron,, Buffalo, 
Butte, Chicago, Charleston, Danville, Dayton, 
Denver, Detroit, East St. Louis, Evansville, 
Fall River, Grand Rapids, Great Falls, Ham- 
mond, Harrisburg, Hartford, Houston, Louis- 
ville, Lowell, Lynn, Madison, Memphis, New 
Bedford, New Haven, Peoria, Philadelphia, 
Portland, Me., Portland, Ore., Providence, 
Rochester, Rock Island, Sacramento, San 
Diego, Scranton, Seattle, Spokane, Spring- 
field, Ill., Syracuse, Utica, Washington and 
Wilmington. 





Mr. Craig stated the builders of the. nation 
seemed unperturbed about the 5-day week sit- 
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yation. “One unit of building contractors main- 
tain that the Saturday half day is an added 
expense and point out the mechanics report for 
work, stall as much as possible awaiting the 
noon day whistle to toss away their tools,” he 
said. 

It is the contention of the building trades 
representatives that the establishment of the 
5-day week cuts unemployment. Builders wel- 
come any concerted movement intended to re- 
trieve normalcy. They are doubtful if normalcy 
can be obtained through the establishment of 
the 5-day week. 


Chicago Wholesalers Elect 


Everett A. Thornton, president of the E. A. 
Thornton Lumber Co., was elected president of 
the Chicago Wholesale Lumber Association at 
its annual meeting Monday noon at the Boston 
Oyster House. He succeeds A. R. Copeland, 
sales manager of the C. H. Worcester Co., 
who presided over the well attended gathering. 
The other officers and directors elected were: 

Vice president—Kurt Stoehr, treasurer of 
the Oconto Co. 

Secretary-Treasurer—A. H. Ruth, Chicago 
representative of the G. W. Jones Lumber 
Co. (Re-elected). 

Directors—M. D. Reeder, Harry H. Butts, 
J. A. Gorman, John Hansen, A. R. Copeland. 


G. A. Vangsness, John Hansen and V. J. 
Euler were members of the nominating com- 
mittee. 

The election of Mr. Thornton is seen as a 
rather significant move, for much of the Chi- 








THORNTON, 
Chicago; 
Elected President 


A, R. COPELAND, E. A. 
Chicago; 
Retiring President 


cago lumber trade has regarded this association 
as a hardwood organization. The new presi- 
dent deals not only in hardwoods but also in 
softwoods and box shooks, and at first objected 
to being named head of the association on that 
account—and also on account of the fact he 
has been president of numerous other local 
lumbermen’s groups, including the old Lum- 
bermen’s Club of Chicago—but as fellow mem- 
bers brought out very clearly, the association 
is one of wholesalers, whatever their lumber 
product be, hardwoods or softwoods, and the 
“old war-horse” finally consented to allow him- 
self to be “railroaded in.” 

_There was considerable sentiment in favor 
ot returning Mr. Copeland to the chair, but 
as he pointed out, there are strong indications 
of a resumption of more active trade within a 
few months and his new duties in his firm 
would make impossible any time devoted to the 
association. So he turned over the gavel to 
Mr. Thornton. The usual roll-call of the lum- 
bermen was made, and the consensus seemed to 
be in accord with Mr. Copeland’s views, that 
the bottom has been reached, in some quarters 
passed, and there is a sure return to better 
business activity awaiting in the near future, 
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Director of National Association 


Wasuincton, D. C., Aug. 11.—From the 
offices of the National Lumber Manufacturers’ 
Association, in this city, announcement has been 
made of the election as a member of the board 
of directors of that organization of E. G. 
Swartz, head of the Burton-Swartz Cypress 
Co. of Florida, Perry, Fla. Up to the time of 
his practical retirement from the lumber busi- 
ness several years ago, Mr. Swartz always took 
an active interest in the affairs of the National 
Lumber Manufacturers’ Association. His re- 
turn to the industry in an active capacity as 
head of the Burton-Swartz Cypress Co. of 
Florida was hailed with pleasure by the lumber 
industry generally and now his election to the 
directorate of the National Lumber Manufac- 
turers’ Association is certain to meet with 
hearty approval. Mr. Swartz is one of the best 
liked men in the lumber industry and is a con- 
sistent believer in associated effort. 





Publishes List for Doors and Extras 


From the office of the National Door Manu- 
facturers’ Association, of Chicago, has been 
mailed to its members copies of the National 
Manufacturers’ Lists and Net Extras for hard- 
wood veneered doors, side lights, sash transoms 
and K.D. veneered stock. This list was com- 
piled by H. L. Stillwell, secretary of the as- 
sociation and is intended as a standard publica- 
tion. Announcement is made that a flush door 
list and net extras is being compiled and will 
be published later as a supplement to this list. 
The secretary advises that he has a limited 
supply of the lists available for general dis- 
tribution at a nominal cost. 





Forms Own Lumber Company 


MempHIs, TENN., Aug. 10.—Will C. Dix, 
who for the last twenty-two years has repre- 
sented the Long-Bell Lumber Sales Corporation 
in Memphis territory, recently has organized 
the Dixie-Leé Lumber Co., and embarked in 
the commission lumber business. Owing to its 
reduced output of southern pine, the Long-Bell 
Lumber Sales Corporation closed its Memphis 
office on July 1. Mr. Dix is well and favorably 
known to the entire lumber trade in this terri- 
tory and enters business on his own account 
with the assurance of a warm welcome in the 
lumber buying offices. 





Hymeneal 


GOSCH-GILLESPIE. H. Kendall Gosch, 
son of Mr. and Mrs. Harry E. Gosch, wag 
married at Tonawanda, N. Y., on Aug. 1 t@ 
Miss Virginia Lois Gillespie, daughter of Mr 
and Mrs. William A. Gillespie. The ceremony 
was performed by Rev. Benjamin Ss. 
Sanderson in St. Mark’s Episcopal Church. 
Both families are well-known in the 
lumber _ trade. The groom’s_ father is 
president of the Creo-Dipt Co. and the 
bride’s father, as was her grandfather, the 
late James Gillespie, has been in the whole- 
sale lumber business for many years. After 
the ceremony Mr. and Mrs. Gosch left for a 
motor trip through the White Mountains. 





LAWS-HUNT. Announcement of the_ be- 
trothal of Charles Hamilton Laws, of Port 
Angeles, Wash., and Miss Frances Clarke 
Hunt of Tacoma, Wash., was made Aug. 4 
by Mr. and Mrs. Charles Coleman Hunt, par- 
ents of the bride-to-be. Mr. Laws is the son 
of A. D. Laws of Seattle, former manager 
of the Union Mills Co. and is himself en- 
gaged in the lumber business with the 
Charles Nelson Lumber Co., of Port Angeles. 
He is a graduate of the University of Wash- 
ington, as is also his fiance. Miss Hunt has 
set Aug. 22 as the date for the wedding 
which will take place at Christ Chureh in 
Tacoma. 





You Can Move Surplus Stock 
by Using the 
Classified Department 
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One of the best selling 
specialties in retail 
lumber 
Brown’s Supercedar 
Closet Lining appeals to 
women, because every wom- 
an wishes every closet in 
her home were cedar lined. 

Supercedar is made of 
“Tennessee” Aromatic Red 
Cedar. It is the oil in the 
red heart of this tree that 
gives off the aroma and the 
aroma is what suffocates the 
moth. 

The more heartwood, the 
more oil; the more oil the 
more aroma; the more 
aroma the surer the protec- 
tion for woolens, silks, furs, 
feathers, etc. 

Supercedar is guaranteed 
90% or more red _ heari- 
wood, 100% oil content. It 
costs so little more than in- 
ferior grades that the dif- 
ference is negligible. It is 
a good seller. 


"MEMPHIS 


7 WORLDS LARGEST MANUFACTURER 


RED CEDAR} 
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Retail Sales in Three States 


The 39,612 retail stores and establishments in 
Wisconsin in 1929 had sales aggregating 
$1,232,338,677. The 1930 population of the 
State was 2,939,006, indicating retail sales per 
capita during the preceding year of $419.30. 
The lumber and building group, with 2,825 
yards and stores reported total sales of $131,- 
809,451, or 11 percent of the State total. 

Vermont's 5,169 stores reported total sales 
of $152,074,734, or $422.89 per capita on the 
basis of a population of 359,611. The lumber 
and building group, with 305 yards and stores, 
had sales of $12,429,000, or 8 percent of the 
total retail business reported for the State. 

In New Mexico 4,204 stores reported total 
sales of $120,855,221, or $285.50 on the basis of 
a population of 423,317. With 160 yards and 
stores, the lumber and building material group 
reported sales of $9,499,053, or 8 percent of the 
State total. 





Revised Edition of "Light Frame 
House Construction" 


The Superintendent of Documents, Govern- 
ment Printing Office, has just released a re- 
vised edition of “Light Frame House Construc- 
tion,” issued jointly by the Federal Board of 
Vocational Education and the National Com- 
mittee on Wood Utilization. The revised edi- 
tion contains additional information concerning 
the allowable loads for wooden girders and 
beams in dwelling houses, the treatment of 
porch joists, posts and columns to prevent de- 
cay, the construction of roof collar beams, as 
well as information on other structural features 


of a frame house. The first edition was ex- 
hausted several months ago. 

While this bulletin is intended primarily for 
carpenters interested in the technical phases of 
dwelling construction, it answers many ques- 
tions with which the prospective home owner is 
confronted and contains usable information con- 
stantly needed by the contractor and builder. 
Many thousands of the first edition were sold 
to the home owning and house building groups. 

—_—_—_— 


For Better Designed and More 
Economically Built Homes 


William Stanley Parker, of Boston, fellow of 
the American Institute of Architects and chair- 
man of the committee on design of the Presi- 
dent’s Conference on Home Building and Home 
Ownership, is confident better designed and 
more economically built homes for families in 
the small income group will result from the 
work of this committee. 

The committee on design at present has be- 
tween 20 and 25 members, all architects and 
all but two members of the institute, scattered 
broadly so as to represent the different sections 
of the country, and striving to develop a com- 
plete picture of the basic problems underlying 
the question of design. 

Mr. Parker states that the committee is not 
dealing with the superficiality of design, but is 
trying to get at the economic foundations of 
design, the controlling elements that should ad- 
here in a sound solution of the development of 
housing units for the lower income groups. 

The final conference will be held when the 
various committees have completed their stud- 
ies. It will bring together perhaps a thousand 
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persons, with several thousands co-operating 
and will cover all phases of home building ang 
home ownership. _ 


To Make Survey of Consuming 
Markets for Turpentine 


In an effort to determine the exact nature 
and location of the consuming markets for tur- 
pentine, the Department of Commerce, at the 
request and with the co-operation of the Pine 
Institute (Inc.), is soon to undertake a survey 
in the naval stores industry, according to an 
announcement by F. M. Feiker, director of the 
bureau of foreign and domestic commerce. The 
survey will be national in scope, covering all 
important producers, distributers and consumers 
of turpentine. 

G. Reed Salisbury, chief of the industrial 
marketing section of the bureau, who is in 
charge of the survey, will have the assistance 
of the chemical division. C. F. Speh, secretary- 
manager of the Pine Institute, is co-operating 
with the Department of Commerce in perfect- 
ing a questionnaire to be sent to all known 
handlers of turpentine. 

In addition to ascertaining the geographical 
location of the markets for turpentine, the sur- 
vey will seek to determine the season of the 
year when each type of user makes his major 
purchases and the percent purchased by each 
user. Information on receipts and purchases 
during 1930-31 will be supplemented by data 
on the type of containers used, methods of ship- 
ment and the uses to which the turpentine is 
put. 
“Many handlers of turpentine have assured 
the department of their co-operation,” said Mr. 
Feiker, “and it is hoped that all producers, dis- 
tributers and users of this important indus- 
trial product will co-operate. An accurate an- 
alysis of turpentine markets should benefit the 
many industries using it, as well as producers 
and distributers, and result in the elimination 
of a substantial portion of the waste involved in 
turpentine distribution.” 





Home Building and Ownership Com- 
mittees to Report in November 


Twenty-two committees are at work upon as 
many different lines of research in the home 
building and home ownership field and will 
submit reports to the President’s Conference on 
Home Building and Home Ownership to be 
held in November, according to an announce- 
ment by Robert P. Lamont, Secretary of Com- 
merce. 

Every State will be represented in the con- 
ference, as well as many national and State or- 
ganizations, both civic and commercial in na- 
ture, which are working for the promotion of 
home building and home ownership or inter- 
ested in programs leading to the improvement 
of existing conditions of housing and home- 
making. 

President Hoover in announcing this confer- 
ence in August of last year stated that it would 
study on a nation-wide scale problems of home 
building and home ownership in order to ar- 
rive at a better understanding of the questions 
involved and in the hope of inspiring better or- 
ganization to cope with these problems. He ap- 
pointed Col. Lamont and Ray Lyman Wilbur. 
Secretary of the Interior. as joint chairmen of 
the conference, and Dr. John M. Gries as ex- 
ecutive secretary. 

The planning committee of thirty members 
appointed at that time has divided up the sub- 
ject matter and arranged for the appointment 
of small committees. usually of approximately 
fifteen members each, to weigh the facts and 
formulate their collective judement as to the 
best ways of meeting the problems assigned to 
them. 





Look in the Classified 
Section for Many 
Business Opportunities 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. 




















mill sales prices on southern pine to the Southern Pine 





Lumber Ex- 


change, New Orleans, La., for sales made in the period Aug. 1-4, but where prices for this period were not available, prices for the last 
three days of July have ‘been inserted and distinguished by asterisk: 
West East West East bai rors ot at b A ag met pny oat 
Side Side Side Side ide ide ide ide ide ide ide e 
Surfaced FPinish. Ceiling, Standard No. 1 Fencing and No. 1 Shortleaf No. 1 Longleaf 
Fleeting Fea pa 10-20’ : baie! Lengths Boards, 10-20’ Dimension , Dimension 
etter x4” - 2x4” 2x4” 
1x3” rift Inch thick— B&better.. 20.75 21.00)1x4" ..-.. 23.81 24-1Alq9 @ 14’., 16.29 15.27]12 & 14”.. 18.50 19.00 
B&better POPS 32.90 26.90|No. 1..... see 16.00 128” ican 99°39 25,40 a 16:38 TRBRIIG eves 19.25 19.67 
Shortleaf.. 56.54 52.96] 6” ...... 33°71 34.57] %x4”— ne e701 33,82) 2x6" 2x6” 
Longleaf— 66.00 61.00 one eoecce rage ye eel ° ays or 1x12” . 39.14 44.89 12 & 14’. 15.24 13.45 12 & 14’. 16.33 13.63 
No. 1— eee a. ton ess?" at. 49 RES 16.06 S438018" 252%: 18.00 14.45 
Shortleaf.. 50.00 *40,25|/12”. ...... 57.31 54.25|/Gasing & Base, 10-20’| No. 1 Shiplap, 10-20’ | >.<» 2x8” 
Longleaf.. 48.50 42.25) 5&6/4" thick— 25| B&better, g” 22.19 2 12 & 14’.. 15.53 13.61/12 & 14’.. 18.51 17.00 
Jo. 2 4, 6, 8 49.44 *42.25 gr re ee 22.19 24.00 
NO. Bo cesc cons cooohin ce, °°" cee se agieee © 41.93 37.25); 19" Re ean 16.04 14.06]16’ ...... 18.00 16.95 
1x3” flat 5&10 ° 56.78 93075 Drop Siding, 2x10” 2x10 
»” "© s<€ vi ” 
grain— aecoreets (2.00 °00.03) standard Lengths Ho. 2 Fencing, |e erere 20.73 20.69/12" ...... *21.50 22.50 
B&better.. 27.47 27.27 Inch a No. 117 Standard Lengths (|, — ||"! 21.67 20.63/14" ...... *21.50 23.25 
me feces 25.45 24.38] 4” || .... 22.00 23.00|1x6” 5 ee 1808 TESTIS once 2591 10566 kncces 26.75 24.50 
i Svecas 15.00 14.08 oe a ee 25.00 23.00] B&better.. 25.09 $25.25 1x6"& , 2x12” 2x12” 
1x4” rift— sae sree a ae sagt 33.08 No. 1..... 23.96 *24.841C, M. 12.45 13.34 12 & 14’., 24.87 19.00/12 & 14’.. 33.62 32.00 
B&better e Te +00 J0| Assorted patterns No. 2 Shiplap and | aes 27.60 6.96146 «2.00% 40.50 38.69 
Shortleaf..*55.14 53.38]12” ...... 38.00 -| 1x6” Boards, Std. Lgth. 1 
Longleaf.. .. *58.50| Rough Finish, 10-20' B&better.. 29.75 26.94 4 No. 2 Shortleaf No. 2 Longleaf 
Se to B&better a *26.58 22.47| Shortleaf— ee skal Dimension 2x4” Dimension 
le —_ ding ree 14, 3.66| 2x4” 2) ce . 
prc oe jal oe «ghee vex Roofing 1x10” 14.05 13.72/12 & 14’.. 14.61 13.52/12, & 14’.. 15.60 015.17 
iG, Siccines *23.00 He arate 30.50 25.88| B&better— Longleaf— 16", Sime 14.56 13.18 <i 18.11 *16.00 
-4” ee emacs eS Ot” ~ il Aer ee it: 6 15.19 14.97) <x 2x6” a 
py ed eee? 33.50 34.31/2x6” 18’... 54.00 .+{1x10” 15.90 15.25)12 & 14’.. 12.09 10.82]12 & 14’.. 13.00 12.45 
S 12” . 40.50 48.25/1x6" 9’....*26.00 |. .- etait 11.60 11.00|16’ ...... *13.75 14.75 
B&better..*27.22 #2643) 58 6 in thio 1x6" 18’... .... °S850] 7S 8 Reames Mae lease 2x8” 
ae eee 4.26 22.82 — nee eg? =n ee Stan Length ° , gee : 
.. . 92 *35.75 = 12 & 14’.. 12.42 11.34]12 & 14 14.00 13.48 
No. 2..... *13.36 12.80) FB get * aa ini”’5-20’, 11.00 ....|Shortleaf.. 17.21 13.70}16 ~. *: 12:37 10.78|16’ ...... 16.50 15.50 
12” #69 95 ‘11x6” 5-20’. 14.00 *17.75|Longleaf.. 23.48 29.25)2x10” °x10” 
Casing, Base & Jamb,|/‘~ _-*''*° meine +0 Bis 2 & 14’.. 13.85 10.88)12 & 14’.. 15.50 14.25 
10-20/ Boston Partition, | f9e14" $15.75 Plaster Lath 16” 15.00 12.31]16’ 18.00 18.61 
B&better, Standard Lengths =| jx4” 16’ . *17.00 %x1%", 4’ 2x12” °°" , "tae" °° c i 
Oe sakes 46.15 37.55] 11/16x4”— 1x4” 9’ ...*23.00 | ....|No. 1..... e226 = 2.15) 12 & 14’..*15.65 11.27)12 & 14’.. 16.25 
1x5&10” .. 47.44 ....|B&better..*28.19 1x6” 12&14 *21.00|No, 2..... 1.48 oe Sees 780 1235010" 055.3. *20.12 





ENGELMANN SPRUCE 


Prices f. 0. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
te and se 


pi 8” a 
Davie. 6-16’. $45. ‘00 $46.00 $46.00 $67.00 $77.00 
wot 6-16". 43.00 45.00 45.00 62.00 74.00 
No. 1, 6-16’.. 42.00 44.00 44.00 654.50 64.50 
No, 2, 8-16’.. 40.50 38.50 38.50 38.50 47.00 
No. 3, 8-20’.. 29.00 30.00 30.50 31.50 33.50 
No. 4, 4-20’.. 24.50 26.00 27.00 27.00 26.50 


No. 4 common, 1x4-inch and wider, 4- to 20- 
foot, which may contain 20 percent of 4- to 
8- -foot, is $26.00. 


5&6/4, 6-16’-—__ 4”&wdr. 4, 6&8” 10” bb ag 
Dé&btr. .........$66.00 $68.00 $71.00 $81.00 
No. 1&btr. ..... 62.00 64.00 67.00 77.00 | 
WO. 1 cccccccsee CO 6G 65.00 75.00 | 
For sras/* in No. 2, 4-inch, add $6; 6-inch, 
add $9; a mg | $6; ‘10- inch, add $8; 12- inch, 
add $6; No. . and 10- inch, add $7.50; 


12-inch, add vers No! , add for all widths, $4. 
*Contains 40 to 50 plienet Dé&better. 
Specified lengths—In Dé&better, No. 1 and 
better and No. 1, add for 16-foot $5; for 4 
lengths, including 18- and 20-foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, 
$1; for 10- and 12-foot in 1xi2-inch, add $4. 
In No. 3 common, for 16-foot in 4-, 5- and 
6-inch, add $1; 
12-inch, add $1 
Bevel siding, %-inch, odd lengths, 3- to 20- 
foot, but not over 20 percent shorter than 
10- foot. 


D&btr., 4-inch..$22.00 BB, 4-inch...... $16.00 

6-inch.. 27.00 6-inch...... 18.00 

Lath, guests and pine, 4-foot; No. 1, $6.50; No. 
2, $ 45 





WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, Wis., 
No. 1 Hemlock Boards, <a 


prices: 


10,12 &14’ 16’ 

SE” some akinesia $19.50 $20.50 $21.50 
OE” ack orp tcie hearer ied 23.00 24.00 25.50 
Pe wereneramy ee aon 24.00 25.00 26.50 
Se” §=«—(farkadeeeeee wee 26.50 27.50 29.00 
MS ‘Scewscanaawe 27.50 28.50 30.00 
For shiplap or flooring, add 50 cents to 


prices on No. 1 boards. 
No. 1 Hemlock Dimension, S1S1E— 


9 10’ 12&14’ 16’ 
Ee $24.50 $24.50 $24.50 $25.50 
DM “sesda aaa 22.50 23.50 24.00 25. 50 
Mee Eeanewess 23.50 24.50 24.50 25.50 
OT ES 23.50 29.50 28.50 28.50 
a 23.50 30.00 29.00 29.50 


Fer No, 2 
of No. 1. 


dimension, deduct $3.00 from price 


for 10- and 12-foot in 10- and | 





DOUG 


LAS FIR 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Aug. 11.—F. o. b. mill prices 
on actual sales of fir, Aug. 7, 8 and 10, direct 
only, straight and mixed cars, reported by 
West Coast mills to the Davis Statistical 
Bureau, were as follows: 

Vertical Grain Flooring 
B B&btr Cc D 
BE on eG aStaa $24.25 $25.00 eres et 
as : 7.00 = 
BPMEE) = x:o-werws . 26.2 25 
Flat Grain Flooring 
oO Parr .% 15.75 11.50 
Se” Ss weowes a 19.00 16.50 
Mixed Grain Flooring 
OT * brad cakes $10.50 
" Celling 
gill 'aE aee 15.25 12.75 
Se! Gee en P 15.50 11.75 
aoe Siding, 1x6” 
Re ees 17.00 13.25 
> ae 17.25 14.00 eer 
RN SiGe Pers : 10.50 
Finish, Kiln ‘Dried — Surfaced 
1x6” 1x8” 1x12” 
NUE os his ieee $24.00 $29.50 $410.00 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
oe SP a $10.25 $11.00 $10.50 $14.00 
OS ee 6.50 6.00 6.50 6.50 
a Sener are 4.50 4.50 4.50 acne 
Dimension 
12’ 14’ 16’ 18’ 20’ 22&24’ 26-32 
No. 1, 2” thick— 

4”.$10.00 $16.00 $10.75 $11.50 $11.50 .... cose 
6”. 9.25. 9.50 10.25 11.00 11.00 $13.75 $13.50 
8”, 9.50. 9.50 10.50 11.00 11.00 12.00 14.50 
10”. 10.50. 10.50 11.00 12.00 °11.75 12.75 16.00 
12”. 11.25 11.00 11.75 11.75 11.75 13.50 15.00 
2x4”, 8’, $10.00; 10’,. $10.00; 2x6”, 10’, $9.50 
Random— 2x4” 2x6” 2x8” 2x10” 3x12” 
a $4.75 $4.00 $4.50 $6.25 $6.50 
Tk Ba. 36s 4.25 3.25 aiaie Scacte ae 

No. 1 Common Timbers 
$53 to 4212" to SO’ eurtnced ...ccccers $13.25 
5x5 to 12x12” to 40’, rough ....sccceses 12.00 
GxS to 22013" to 60, wurteced... ics. cccs 12.75 
Fir Lath 
Ma. 2. DPR, CE indice awe mses aacwewses 2.50 

‘B&better, Flat Grain Car Siding, 9 or 18’ 
Wc than Ca VaRe Re Rihn VE de SOD EMOUES $20.00 
on eraesla ky & annie arrow eee me oe camel 21.00 


INLAND EMPIRE PINES 


[Special telegram to AMERICAN LumMBERMAN] 


Portland, Ore., Aug. 


12.—Following f. o. b. 


mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
| Wednesday, Aug. 12. Averages include both 
direct and wholesale sales and are based on 
mixed car orders. Quotations follow: 
Pondosa Pine 
INCH SELECTS AND CoMMoN, S2S— 
6” g” 10” 12” 
C selects AL..... $37.39 $38.88 $47.56 $68.33 
D selects AL..... 24.25 25.49 31.05 50.36 
No. 1 common AL. .... 29.00 38.00 44.00 
| No. 2 common AL, 21.75 19.65 19.31 24.10 
| No. 3 common AL. 12.40 13.07 12.32 13.60 
SHop, 5/4 anp 6/4, S2S— 
No. 1...$24.58; No. 2...$14.58; No. 3...$10.50 
SELECTS S28, 5/4 aANnpD 6/4, 4” AND WIDER— 
C select AL...$47.77 D select AL...$34.96 
DT, BOI, BP nv cvic a cacctcscvveseuss 21.26 
| No. 4 Common, S28, RW RL............ 7.25 
| Idaho White Pine 
| INCH SELECTS AND Common, S2S— 
g” gn 10” 9” 
C selects AL....$55.00 $58.00 $73.00 $100.50 
D selects AL.... 38.71 39.20 46.53 $0.00 
No. 1 com, AL.. 36.80 37.00 HES 68.75 
No. 2 com. AL.. 29.24 29.24 29.41 37.69 
No. 3 com. AL.. 17.39 19.12 19.85 23.48 
SELEcTs S2S, 5/4 anp 6/4, 4” AND WIDER— 
C select AL...$80.00 D select AL.. .$60.33 
Wo. 4 Commem, B26, TW Bebsc oe occ ccncen 11.00 
Larch and Fir 
No. 1 dimension, 226” 16°... ..ciccnas $12.75 
Drop siding or rustic, C&better, 6” RL 18.83 





WEST COAST SPRUCE 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Aug. 


11.—The 





following are 


prices for mixed carlots prevailing today: 


Finish— 
Co) Fe $45.00 
1x4—10” 35.00 
Bevel siding— 
%x4” $19.00 


16x6", Flat gr. 20.00 


Vert. gr. 25.00 


Factory stock— 


4/€ caccccvece $20.00 
OF6 sce ciewcnse 22.00 
C/B . ccceioves 23.00 
BE ce cnncnsne 24.00 
BORIR/E snesc "ca 


eS eer 3.0 
Green box 11.00 @13. 00 


56 AMERICAN LUMBERMAN 





























August 15, 199) Aug? 
—o ices Following are typical average f. 0. b. Nor- i : 
. Seattle, Wash., Aug. 8.—Eastern prices of iit evions tanile Basten the week ented Ane. ¢ Ta. weiees of northern hardwoods, Fo 
red cedar shingles f. o. b. mill are: er ag : ‘ ~ - ng 
, as reported by the North Carolina line AsH— 
New Grades Old Grades Association: FAS Sel. FIGU 
Per Square Per M Rough 4/4 ...$ 55.00 $ 45.00 $ 70: 00 $ ‘B. 00 Pe Té.t) Qt 
— Edge 4/4 $4 1. 6608 See coos 36.00 | tet RED 
J 2.33@2 @6. eRe - Or oF eee . . . . 18.9 
— 1 Stee een wwees * OF. 4 $5.00@6.50 B&better elias 00 Sr arab ens la aatteasko cee a eloaace a $35.25 8/4 ... 85.00 75.00 55.00 40.00 18.0 Qt 
= : bkeCeeate ween yt ° No. a ECT TL Te ee eT CEE Ter TCT eT eT 25.35 Birco— Ph 
I : z oe 2 ceeeeeees 2 = _ 1 ee Se ey Try re eee +0 4/4 64.00 44.00 34 00 24.00 16.09 7 
er ections, 15”°— are Wh aes ark oat dlatal ae aca alae as WR Ahmar ere Ue * eye 1 5 s ; 179 
NO. Lo seeeeeeeeeeeee 1.94@2.15 = 2.70 @3.00 No.1 No.2 | 6/4 1) 72.00 52.00 44.00 30.00 17'q SaP 
NO. S vvccccccercces 1.13@1.35 1.60 3&better No.1 box box 8/4 ... 77.00 62.00 54.00 36.00 189) Qt 
NO. 8 wecceceereeees 1.10@1.20 - aeeerreree Sash eas asians 10/4... 9000 80.00 70.00 655.00 we A, 
16”— ?) aaa 35.65 pee ee ihe aa tee sees 13830 Bh y+: 60.00 “ Pl 
To. 1, XXXXX -er- = 34.85 27.2 7.25 5 tee . . ‘ ee 
No. 1, XXXXX Per- mo@nes | 1X So cette 34.85 $27.20 $17.25 $14.50 | 18/8 ..- 130.08 115.08 100.08 is vss 
DOGG <eckeenencunds 1.43 @1.80 1.70@2.25  * errr 38.05 ae ‘niit cata 3/4 60.00 42.00 30.00 21.00 
No. 2, or All Clear, kh Ree er ee 38.70 28.40 18.10 14.80 Thi 474 60.00 42.00 30.00 . tees BLAC 
Mixed Grain ...... 1.15@1.32 ; ; ES recy eo $2.05 33.75 18.80 16.00 n 2 , wi ig Cees Qt 
No. 3, or 10” Clear... .80@1.05 -95@1.05 EE 54.60 39.80 23.55 16.35 Price of No. 2 and better, 1x4 inch and 
Extra Clears— er Edge, B&better— — = and gen ly aga $26. Pl 
TEPER .2£09@@1.990 5/4” SRE Oe a ee or select red, a 
6/2 ser tteeeeeeeeeeeees Buprararme © Beemer oc oc cc ccc ccccccccnccunee 50.50 Rough birch, 6- to 16-foot, 1x4 inch, two Tur! 
Eurekas, slash STAIN. ooo oeccecccces + oF MONEE wae nnuakinnid Med Pale a weieneeay ees 57.95 face clear, $60; one and two face clear, $42; Qt 
Dimensions, 5x16”, 5/2, mixed grain 1.80@2.25 hata aia Oe Sear. ns ne ete ia es ie ccs 40.50 1x5-inch, two face clear, $60, one and two face 
CMON AE ccccicesccisesesevcese -80@1.00 ; a clear, $42, Pl 
Common Stars 75@1.00 Bark Strips >4 Ss MAPL 
sg, gg ee BE dd a IE, MOS ng a iin cuily Bain walecka ue Rue 24.55 OFT MAPLE— 
No. 2 Perfections (10° clear)...... aa Bee 10.50 | 4/4 ... 55.00 40.00 32.00 22.00 16.09 
Rite-Grade Inspected Stock . Dressed 21,4" 2" & are ese =e see oo Lipo oon -* 
Extra Stars, 6/2 ...... ee sececceeescoece $1.30 Flooring— Wide Wider °° py ye iy ine 
Extra Clears, 75% vertical grain........ 1.85 Ba&heotter, 8" ......cccccucs $33.65 $32.40 eee . : . . , 
Extra Clears, 50% vertical grain........ 1.65 No. 1 common, }}”......... 29.55 28.20 Sorr ELmM— 
XXXXX Perfects, 5/2 .....ceceeeeseeees 1.90 No. 2 common, }#”......... 20.90 20.20 FAS No. 1&sel. No.2 No.3 
Eurekas, 75% vertical grain............ ey 2%” 3y" 4/4 ... 48.00 =< yt oo m 
pee Ld Doce A. Os fs eee. a a a) 
’ o iXbetter, bark strip par ie ct nde wee 26.6 N 
Shingles shipped with fir lumber are about | 0x 'park strips, a... 14.10 Pe os 66.00 45.00 $2.09 33.8 N 
10 cents gher. ‘ ocK ELM— _— 
; No. 2 4/4... 80.00 .... 655.00 25.00 19.00 
CALIFORNIA PINES re: weirs | Sb rr goan icc: B83 akG3 Hae 
D, -. C2 SRANNOD OOo Sede bh ee «eee oa ew 4.29 6/4 as 90.00 sir it 7 .00 
sy, SRE S PANE e ed Rkiaie ae ae Oe ae es fee *? oe 95.00 Siete he Ly + 25.00 
San cisco, Calif., Aug. 8.—The following DE Anta neWe hed bev adene ee Sind se eee oes 8.2 10/4 ... 105.00 sonra ‘ sada 
se ee prices ¢- o. b. mills, those PEER “SctreuskererGuekease whe ekeeawnuks 22.80 12/4 ... 115.00 saene 95.00 57.00 30.00 2 
on commons covering 1-inc h stock only, were Basswoop— re 
reported by the California White & a ty Bs ana a .08 $20 ot 28 1 130 asain 
Manufacturers’ Association for 1e€ =6perioc W Bre awe , ¥ z 3. , LA 
July 29 to Aug. 4: ESTERN RED CEDAR 6/4 ... 65.00 55.00 45.00 et Pap F 
California Ponderosa Pine Seattle, Wash., Aug. 8 —Prices for red 8/4 ... 70.00 60.00 50.00 5 00 F 
10/4 ... 75.00 65.00 55.00 35.00 eee 
All widths— cedar siding in mixed cars, new bundling, 8 to 12/4 80.00 70.00 60.00 40.00 N 
: " No, 1&2clr. C sel. Dsel. No.3clr, | 18 foot, f. 0. b. mill, are: 86 oe 4 N 
eo er $28.60 $25.4 B h Keystock, No.l&better, 4/4, $65; or on N 
4 : ee kaa ery pry bs et er evel — ae 2 grees. FAS, wae a gee EEhat 4/4, Ss 
4 checceete Beets “ pai 4 oF & ear a ed —" 70; or on grades, oO. 
B/4 veer eaeee 51.60 8=— 43.00 = 26.95 80-58 FT d-inch ......0c0c0ee: 25.00 22.00 17.00 % FOP LA 
Serene 60.35 49.20 30.05 One Bae Oren ye = yh ht Pe See See Fr 22° Se 1x4- F 
California Sugar Pine 2 ORR 29.00 24.00 20.00 Rep Oak— d 
a arreee .. $88.50 $75. ut oes-38 poy Clear Bungalow Siding OF4 osc $6.00 $5.00 50.00 $2.00 14.0 d 
cele arcs 80.95 68. 9.25 49.3 “ 1% - 5/4 ... 90 : . . ’ 
Tieetileieae 81.00 55.55 38.15 49.50 , Soe aR | G74 LIL 10800 88:00 70:00 4000 18.00 Cu 
B/4 ween cc 86 e+ EE eS  cuibsaccinnscutuceneal $43.00 $32.00 $6.09 70.00 640.00 18.08 : 
B/4 wees eaees 91.85 ee FE ORUIED c res ccccenccsccccnses 53.00 43.00 | 8/4 ... 110.00 ; . 
Mixed Pines DEE -dnéce<eeawixatennann ees 62.00 as HarD MAaPLe— } 
ee Gendinssion — Finish, B&better 4/4 ... 58.00 48.00 36.00 26.00 13.00 
a eS oi’ sos. sig | 5/4 ::: 70:00 50.00 40.00 28.00 16.00 s 
No. 1, 5/4xa.w.. 25.40 6, $21.30 .... or Rough | $4 --- 75.00 55.00 40.00 30.00 16.00 ; 
No. 2, 6/dxa.w.. 18.50 gw oo)’: I I did w a teadenndenelees $8000 | oe. 7: CS el Se Ces 
Sugar Pine Shop 10” tenes 21.40 14.35 SE skeen NORSKE Dee sek eee ee ie 55.00 12/4 tao 110.00 90.00 80.00 42.00 eee Po} 
Inch common.. .$21.40 12" veeee 23.85 13.00 ey Line ee anes CEM g Ce merle mee eee oe aan 16/4 ... 150.00 130.00 120.00 er pe I 
— ¢ ttimen mo SY cnsctrcksdanacdedehbnadeknsaenve y scum. Gitiieneinen 
Mo. 3, 5/6ua.W.. S828 ie isa suis IEEE sab bncsnetacesensesstrer0esieens 90.00 | Haxp Maria Rovex eMeONO. No.2 No. $4 
9 . . 999 a 
No, 2, 6/4xa.w.. 22.2! > Timbers ....... staat anak aiamcandcanuad 5 133.00 a poh ‘ 
Whi Bev. Siding, %*%x6”— 1X20" wees cece cece e eect rece eeeeecees 100.00 | gyg ll, 34.00 $24.00 $16.00 I 
on ane B&better .... 30.986 | 1N23 and 34”... cccccocccccoveccescces 105.00 HAY nie Gilat aa nae he $34.00 26.00 18.00 
C&btr, all —— D scueevaniens 24.30 Clear Ceiling or Flooring, One Side V or B  Ptatopreseepropese wees =—-28.00 = 18.00 
ne. SOte, CoMOM, Lath— SSS eee $35.00 | Beeco— M 
l¥exa.w. ..... 9.50 No. 1.....++- 2.55 1x4” (Lf Se eineeqadeennenentnepcietet 40.00 No. 9 ont better 
Douglas Fir No. i dim. std Discounts on Mouldings __ Jorienmansannieonnenisenity | 
saiiietitnes 39.65  1%x4”" 65 | Made from 1x3” and under.............. 55% """""" FAS Sel. _No. 0.2 No.3 
Ties and timbers’ 29.25 nt. -.'": 1898 | ede fem other sien... prsserssen ss seem 0 ONE sass, $66.00 $56.00 $46. 00 $3200 gee _ 
; For 50,000 feet or more, additional dis- eci:.] widths of No. 1 an 
0 ee i er eae ae 5% I ay mag 9 hardwoods, eater’ i $20: 
ttice, S48, 4 to 16’ 8-inch and wider, $10; 10-inch and wider 
PHILADELPHIA PRICES Gear Ss ' ‘ 100 lin. ft. 12-inch and wider, $30. . 
Philadelphia, Pa., Aug. 10.—lFollowing are 1% a Sete Seaceseeenceseceacresseccsceewows $0. mi 
prices prevailing today in this market: 2 cies Ch tt ele tleeicledob espa hele "95 
LONGLEAF YELLOW PINE FLOORING, 1x3-inch— | 1%” corres seer reer treet teeter eee eeeeees OAK FLOORING 4, 
Bé&better, $39.00; No. 1 common, $35.00; No. / 
2 droppings, $27.00. CROSS TIES Following are averages of actual carlot ‘ 
LONGLEAF YELLOW PINE TIMBERS, sales prices of oak flooring, Memphis (Tenn.) 10, 
Rough, merchantable grade, water delivery— St. Louis, Mo., Aug. 10. ie I rns cross basis, as reported to the A _ F —— ~— 12, 
6&8-inch 10-inch 12-inch 14-inch 16-inch tie prices prevail f. o. b. St. Louis: facturers’ Association Se done < 
35.00 $43.00 $57.00 $65.00 $75.00 , Untreated Sth'n ing the week ended Aug, 1: _ 
: AIR RIE 2 -ERS— White outhern ear 8x24" 13x14” 3%x2” 34x14” 
ee AIR Daten Roor ane a aa , Oak Sap Pine Pine ; 13 xs ky. i = “2 &X 
ongued and grooved, %-inch, 6-inch width, nm Clr. qtd. wht....$76.92 $73.50 
$18.50. No. 5, 7x9”, y, 9” face. .$1.15 $0.95 61.98 Clr. qtd. red.... 67.00 59.50 
KILN DRIED YELLOW PINE ROOFERS $ jhe ee oe | nt , at x4 112g | Sel. atd. red.... .... 46.00 ceo ane 
Tongued and grooved, standard, 6-inch width, No 2: 6x7" 8, 7” face.. 85 “65 112 a > —_ tee yo + gts $4 ret, 728 96 $1 
Picea : —_e 7" No. 1, 6x6”, 8’, 6” face.. .75 -55 ‘96 | Sel! pin. wht.... 40.91 39.88 °33.63 32.50 
we gore rae a iggy seem, He. - Red oak and heart cypress ties, 10 cents | Sel. pin. red..:. 38.52 38.66 29.25 27.15 7 
“ERCR, F2S.00. IE-IRER, $36.50. less than white oak; tupelo and gum cross | No. 1 com., wht.. 24.80 20.68 22.00 17.50 - 
NORTH CAROLINA PINE FINISH, ties, 15 cents less than white oak; sap cypress, | No. 1 com., ret.. 23.66 22.88 : 15,12 “ 
B&better, NT Ree ere $40.00 20 cents less than white oak. No. 2 com...... 13.56 eras see 5 nae . 
NORTH CAROLINA PINE STEPPING, Rotten 5 W%x2” VWex1Ik” x2" Pxi% N. 
Bé&better, 5/4x12-inch ............... $59.00 Ties an =p pile Lae 
. . aes — « WEES GE cccscccsccesccccoectnee $33.00 Clr. pln. wht....$50.57 seer $54.93 “ 
NORTH CAROLINA PINE DIMENSION, No. 2 & bet- (1 a" pallial he ee eater eel ted echo 32.00 irae Clr. pln. red.... 50.81 $56.75 45.2% $1 
gee ; ; ” ; aa $18.5¢ ED OE BOB ccc ctcecesetee 30.00 eoce Sel. pln, wht.... 5.24 he 3-5 
545, %-inch scant, 2x3-inch, 9-foot, 8.50; wae Sel. pin. red.... .... 26.40 “ 
2x8-inch, 16-foot,' $20.00. Hough, 2x10-inch, | S9ythern sap pine, untreated— | wees | No. 1 com., wiht., 20.50 24.00 3, 
10- to 16-foot, $21.50. WEF cccnkecenscheners wees 29.00 eee | No. 1 com., red.: 22.00 24.00 
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AMERICAN 
SALES PRICES OF SOUTHERN HARDWOODS 


LUMBERMAN 


Following were average sales prices received for southern hardwoods during the week ended Aug. 4, Chicago basis: 
4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
FIGURED RED GuM— WHITE Oaxk— : 
i Pes STE ctavheaebabhe ara kaneltemmn  kineaeeearen Cte. PAS... TTR OODTIS TS «2 ncccdvasccace 133.50 142.75 
Rep GUM— Pin. FAS... 74.50@ 78.75 86.50 se eee ree 
Qt. PAS... yg eternkc ee ces ara os oe a eee 76.25@ 78.00 No Ce es 8 eee 69.00 76.75 
No. 1&sel. i ORO: ee ee OO. Bosses DECOR BGO cxcicachverd S864CGeKN ere Soh as RENE RDS 
Pin. FAS.. ae SEO6 SUSE TOTS ncccccckcs svdusecwoiwee iG, 2s SORE SOME Cias cis W ees ANE NREDS De De RR ROS 
No. 1&sel. SE  kSeheVeewaas acdc keeKeras sa waee aes RED OAK— 
Sap GUM— ae MSE el nie ale he nts lata aha aanin wang 105.00 
Qtd. FAS... 45.25@ 47.25 50.00 52.95 46.75 Pin. FAS... 61.00@ 64.50 69.75@ 70.50 66.75 = — .sseeeeeeeee 
Mi RON SEE BEES Saacsiveascs. ’¥eanwancwes 31.75@ 33.25 — l&sel. 40.50@ 47.00 45.75@ 47.75 .......2-05. 61.25 
ie. ec  . temwcceens ‘ctaedabesiaks -maGannaeanun NO. 2.24. 29.00@ 33.00 87.75 hee e eee eee cece eee ees 
ne, See Sere See £0Le  é### bbseeeoebecs wrseueeenawe MIXED OAK— 
No. 2... 24.00@ 26.00 2... cee eee wees sceeces sesveveveves ee WN SR Se PAS hn oes + oe ees 
BLackK GUM— ASH— 
Qtd. Noo1& , c ME Oniesi: tianasentenk Aseneeweres 726 #é« - § Wseweeednaee 
sel. ...e- Se eee OR He S $2.25 Py | ES ee ee een oe a CO Cw Sg wera pinta Unrest eer 
Pin, FAS... 37.0CQO nace cece rene cover eeevees eecveececere ie eee ee 0t—“(“‘é ee A ek ee 
No. l&sel. | ee ee oe. ee ee eee ee em re ee ee Brescu— 
TuPELO— : A” 3653 5.00 Seen = «.—« Fra ewwdh aoe. | See eee 
GO Fc a rhGeanees ee “Mesa nesemese, Wen ckeeaeaws 42.00 No. 1&sel 35.00 | SD ee ee 35.00 
2, i bie tee mega hep maeld wa aa. ° tale ed arab ae 32.00 No. Ra 26.50 RO SS a ees ne ea ar Sees 
ee eet ee”  -  #§$£Sooctéewsaen Sebeweewosew nae abe ae’ Cine Wien 
ae EE ica Re deg ab tie olavinaienee, “a ateonstegacns orT ELM - — 
No Y eeline ee ow ee Sep gee a AS ee aes tte eee os.004 Oe re 
ahhs . EE A eee ee 32.75 SEBOS TSiae vscvveereses 
POPLAR— i Oe ks vias Re Se “Sear bah awed, SFRRA MORE CER Waldo ieteets 
P r~ F'AS... 71.75 cc etaandeta “bbb eheeeecredé! eaees/ ames ee SYCAMORE— 
Gaps ... aa (1 06©=_sS -akaaendoeees eeabaibesenne “Ak per eamene™ be a ee ee ee ees. me eee 
Saps&sel. 43.00 46.50 16.50 wae een eees No. 1&8el. ........2005 secre eevee, oe ee ee 
No. lcom. ............ 34.50 34.50@ 35.00 33.00 ia cuicvelsecek ” bawnkeuenews oe:  ###  sesssussanel 
No. 2-A.. 28.25 29.00 nce eee eee cette eee eens MAGNOLIA— 
CoTTON WOOD— era 44.25 SEBO DRE. Beaton saieees. \ b0cne00 oa0en 
i ee | ee ee ee ae == gia ‘a PA _—  -— is Wt igi RENN lewla eee hmae | ae ar namie atem el 
MG. BD veces 28.50 34.75 | ee ee Ny Geos ST re rear tn cmr rr te ae ane arn 





APPALACHIAN WOODS 


Cincinnati, Ohio, Aug. 10. 


—Average whole- 


sale prices, carloads, Cincinnati base, on Ap- 


palachian ‘“‘soft texture’ hardwoods: 
PLAIN WHITE OAK— 
4/4 5&6/4 
ae, -ananaenas $85@100 a > te $195@ 120 
No. 1 com. anes. 4 50 S0@ 65 0@ 7 
No. 2 com, - 80@ 33 38@ 40 
Me. 3 COM....: 20@ 22 24@ 26 26@ 28 
Sd. wormy 38@ 40 55@ 57 60@ 62 
PLAIN RED OAK— 
ore 66@ 82 3@ 85 90@100 
No. 1 com.&sel. 38@ 50 52@ 55 58@ 62 
No. 2 com..... 28@ 30 36@ 38 38@ 40 
No. 8 COM...<:. 20@ 22 27@ 30 28@ 30 
CHESTNUT— 
Pt. savkanein 70@ 75 85@ 90 95@100 
No. 1 com..... 483@ 46 54 59 60@ 65 
No. 3 com..... 20@ 21 20 21 20@ 21 
Sd. wormy & 

No. 2 com... 28@ 31 32@ 35 36@ 38 
No. 1 & btr. sd. 

WOPMF <cccecs 1@ 35 33@ 36 38@ 40 

POPLAR— 
Panel & No. 1, 

18” & wdr...130@135 ttt $e: 150@155 
Sf ee 85@100 105@115 120@130 
Saps & sel - 60@ 75 > 90 Ht Sat 
eS eae - 48@ 52 55 60 60 65 
No, 2-A -. 338@ 36 80 43 Ht 4 48 
a er 24@ 26 28 30 29 31 

MaPLE— 
Pere ree 70@ 75 3@ 78 78@ 80 
No. 1 com.&sel. 45@ 50 52 55 57@ 60 
me 3 GO ace 33@ 3 388@ 41 39@ 42 





END DRIED WHITE MAPLE 


Prices on end dried white maple, 


mills, lower Michigan: 


4/4 coccccccccoce 
5 eee errr . 
OPE sneseesseceucecen 
Pe  secsaee eoccee ee 
10/4 .. eecccccccces 
12/4 


ear ee eee wee eeeee 


fe b&b 

FAS No.1 &sel. 
..--$110.00 $ 85.00 
coe Dene 90.00 
eee- 120.00 95.00 
coos 1235.00 100.00 
svce eae 125.00 
coos DOO 135.00 





WEST COAST LOGS 


oo Wash., Aug. 
$1 ;. : 


In 
down, 


‘ir: Olympia and Shelton 


No. 2, $12: 
North 
loggers 


No. 3, 
are 


the following list, 
ranged individually: 
No. 3, 0. 

Cedar: 
$19@ 20. 


Sound territory, 
refusing 
Olympia territory price, 
but 

No. 1, $18; No. 2, 


Shingle logs, 


8.—List prices of logs: 
territory: No. 1, 
$8. 

most camps are 
to meet the 
and 
sales prices ar- 
$14; 


are 


$8@10; lumber logs, 


Hemlock is firm: No. 2, $10.50@12.50; No. 
3, $9@11. 
Spruce: No. 1, $20; No. 2, $15: No. 3, $10. 


are holding for 


This Week’s Market Reports 


For Editorial Review of Current Market Conditions 


NORTHERN PINE 


BUFFALO, N. Y., Aug. 11.—The unsettle- 
ment in other woods has had some effect in 


checking buying of northern pine, but it 
holds as steady as anything in the lumber 
list. Yard stocks generally are down to a 


total than usual at this season. 


EASTERN SPRUCE 


BOSTON, MASS., Aug. 11.—Demand for 
eastern spruce is very quiet. Frames are 
quoted $35@36 base, but there is some busi- 
ness at less. Random lengths are slow and 
price changes are invariably downward. 
Boards are decidedly dull. Lath are moving 


MAPLE FLOORING 


smaller 





Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re-. 
ported to the Maple Flooring Manufacturers 
Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 
Aug. 8: 

First Second Third 
IS 0 Vikas ics aa aa ian $55.55 $45.87 $26.79 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 


during the week ended Aug, 8: 
Flooring 
a 1x4” 
Edge grain—Be€better.........$ $57.00 $56.00 
Flat grain—B&€better......... 29.00 29.00 
| i are eee 24.50 24.00 
ay eee 18.50 18.00 
Partition and Siding 
Boston partition, B&better, 1x4”........ $26.00 
Drop siding, B&better, 1267........2.6. 27.00 
Finish and Moldings 
Finish, B&bdetter, 1n5410” . ......c60008- $44.00 
Finish, B&better, 5/4x5&10”............ 58.00 
Cee ie DE. BR <6 o's 0k csc usewon? 47.00 


Discount on moldings, 15%” and under... 52% 
1%” and over.... 45% 
Boards and Shiplap 
Boards and shiplap, No, 1, 1x8”......... $27.00 
Beards. Mo. 2, 2nt2", 10,. 19020"... cscccs 22.00 
Pe a NE ewer end weeeaeiak omen 15.00 
Dimension 

ee, Sy Be ee as os ore keeneexs $15.50 
Be, Bee ON BO bik ce cscs ackevces 19.00 

BESS « 2Oe BE 6 iioinicwacceedes 28.00 

Wa, 3 2 Be OE ha ve cnt wa ankaes 13.00 
BOGE” Se Oe Stk ce eeetcanrecuas 20.00 

Lath 
Tok: a es OE esa pwiokbh as nee kweees $2.25 


See Page 21 
very slowly and, although some producers 
announce price advances, others are more 
conciliatory. Quotations: Dimension, 8- to 
20-foot, 8-inch and under, $35@36; 9-inch, 
$36@37; 10-inch, $37@38; 12-inch, $39@40; 
random, 2x3- and 4-inch, $25; 2x6- and 7-inch 


$25@26; 2x 
covering, 

chantable, 
$29: 


$3.5 


x8, $29.50@30; 2x10, $35@36; boards, 
5- -inch and up, 8-foot and up, mer- 
D1S $25; matched 1x6- and 7-inch, 
furring 1x2-inch, $24@25; lath, 11%4-inch, 
90@ 3.75; 15-inch, $4.75 @5.50. 


DOUGLAS FIR 


NEW YORK, Aug. 11.—Although the mar- 
ket for Douglas fir was quiet last week, with 
sales again under shipments, and only a 
small number of inquiries circulating, the 
intercoastal rate for October was announced 


as $11, a 50-cent increase over September. 
This is the third increase in three months, 
in the face of a declining market. Opinion 
among mill representatives and wholesalers 


was that there would be no increase in price 


of fir here until volume of sales got well 
above volume of shipments from the Coast, 
and stayed there for at least two months. 


so small that there is no 
happening for some time. 


Individual sales are 
likelihood of this 


KANSAS CITY, MO., Aug. 11.—Douglas fir 
sales have made little improvement. tail- 
roads show a little more interest, as do in- 


dustrial consumers, but yard buying in all 
localities is far below normal. 


BALTIMORE, MD., Aug. 10.—The distribu- 
tors of fir still report demand as of decidedly 
modest proportions. Competition remains very 


keen. Fir men contend that they are get- 
ting rather better prices than the southern 
pine sellers, but returns are admittedly un- 


satisfactory. 


HEMLOCK 


YORK, Aug. 11.—Western hemlock 
for the second week continued in demand. 
There was no price advance, though present 
price levels do not leave room for a profit, 
after increased shipping costs have been 
paid. Eastern and northern hemlock are al- 
most completely out of the market. 


NEW 


BOSTON, 
northern 
are soft. 
at $26, 


MASS., Aug. 11.—Eastern and 
hemlock are very quiet and prices 
Clipped boards are urgently offered 

and random at $25.. There are few 


inquiries for western hemlock, but the market 
because of the upward 


looks rather stronger 





58 


trend of cargo rates. Wholesalers announce 
that 50 cents will be added to their quota- 
tions shortly. Retailers are carrying light 
stocks, doing as little buying as possible. 


HARDWOODS 


NEW YORK, Aug. 11.—The market for all 
domestic hardwoods is peculiar, in that it 
will concentrate on one special for a few 
days, and will then pass on to something 
There was some demand last week for 
red gum, common and better, and it was 
obtainable at low prices. Several represen- 
tatives of large, well-financed mills report 
that they have found it more profitable to 
fill orders with distress lumber from outside 
sources, than to take it out of their own 
warehouses. Feeling here is that it will be 
another six weeks or two months before 
prices show the results of the shutdown at 
the mills. In the meanwhile, prices though 
low are more stable. More lumber is clear- 
ing for Europe than in the last few weeks, 
and stock in the Port Newark area is grad- 
ually decreasing. Air dried maple flooring 
is in steady demand at all times. Some de- 
mand for veneer has started up in Man- 
hattan. 


else. 


CINCINNATI, OHIO, Aug. 10.—Smaller 
southern hardwood mills show an increasing 
eagerness to sell. Gum, ash, magnolia and 
red and white plain oak are being offered 
freely, but buyers are scarce. Oak and gum 
squares, mostly air dried, are also being 
freely offered. Prices are weaker, with buy- 
ers in control 3uying is largely in small 
lots. 


BUFFALO, N. Y., Aug. 11.—The hardwood 
trade continues quiet. While no wood is in 
large demand, oak and maple are in the 
lead. As much curtailment of production has 
been taking place this .summer, a stiffer 
market is looked for just as soon as buyers 
begin to increase their stock, as they are 
carrying very little lumber. 


BALTIMORE, MD., Aug. 10.—All hardwood 
distributers seem to be agreed that stocks 
have undergone a very material reduction, 
and that something like scarcity in the offer- 
ings is beginning to develop. Users appear 
to manifest more interest in the offerings, 
their assortments evidently having been re- 
duced. Export conditions are fairly encour- 
aging, all things considered. 


CYPRESS 


NEW YORK, Aug. 11.—Inquiries for high 
grade Gulf cypress, which have been going 
the rounds for some time, were finally taken 
up last week, although the price paid was 
lower than any previously accepted. Tide- 
water red cypress continues in moderate de- 
mand, 


CINCINNATI, OHIO, Aug. 10.—Cypress buy- 
ing is at a low ebb. Small mixed carlots of 
factory lumber are being taken by planing 
mills, and there is an occasional order for 
industrial lumber and finish. Almost invari- 
ably the buyers ask for price concessions. 
Mill supplies are plentiful and prices are 
weak. 


BALTIMORE, MD., Aug. 10.—Cypress is 
receiving a larger measure of attention, rela- 
tively, than most other stocks, but even the 
high grade Gulf stocks had to be sold re- 
cently at concessions. The assortments here 
are down to very moderate proportions. 


WESTERN PINES 


NEW YORK, Aug. 11.—Common mixed Cal- 
ifornia and Inland Empire pines moved 
slowly all week to industrials seeking low 
grades for packing cases and boxes. Prices 
were no better; a great variation was seen 
between different orders. No live inquiries 
were circulating, and there was no buying 
for the future. 


KANSAS CITY, MO., Aug. 11.—Western 
pines are meeting with heavy competition, 
particularly in the upper grades. Buyers are 
very indifferent, and mill representatives 
say unsettled prices are responsible for the 
lack of demand. Railroads have been very 
light purchasers. 


BUFFALO, N. Y., Aug. 11.—The demand for 
the western pines is quiet, and buyers are 
in most cases postponing their purchases 


AMERICAN 


until later in the month. California and 
Pondosa prices have lately shown a decline, 
and a revision of Idaho pine prices is now 
being made. The unsettlement of quotations 
has the effect of reducing the activities of 
buyers, and there is no large amount of con- 
struction work under way to encourage pur- 


chases. SOUTHERN PINE 


CHICAGO, Aug. 12.—Some of the local dis- 
tributers of southern pine are taking heart 
because of the increased inquiry from rail- 
roads, and there is some buying from pack- 
ing houses, for racks. Prices in general are 
having a tendency to stiffen, especially in 
the scarcer items, and mills are not so quick 
to accept orders regardless of price. As one 
local man said, “It is not so easy to find 
suckers among the mills nowadays.’ One 
prominent commission operator reported that 
there are no transit cars moving at all. 


NEW YORK, Aug. 11.—There has been no 
increase in southern pine sales now in the 
general price level, but some items are 
scarce and stronger. No concern is shown 
by the handlers of southern pine over a pos- 
sible rail rate increase, for while it might 
make costs a little higher, it would cause 
buying on the part of the railroads, and 
bring prices back to a more reasonable level. 
This is somewhat different from the attitude 
of a few weeks ago, when there were rumors 
around that any rate increase would not 
affect rates from the southern mills to here. 

KANSAS CITY, MO., Aug. 11.—Southern 
pine orders continue in excess of production 
and a few items continue scarce and hard 
to secure for mixed car orders. Nos. 2 and 
3 boards are very tight, and No. 1 dimension 
is getting firmer from day to day. Mixed- 
car demand is holding up well, particularly 
in parts of Kansas and Texas, but the oil 
controversy has made itself felt distinctly 
in Oklahoma demand. Industrial demand for 
southern pine is mostly for box grades. 





CINCINNATI, OHIO, Aug. 10.—Certain 
items of dimension and framing lumber con- 
tinue rather scarce, and the 50 cents to $1 
advance made last week in 14-foot joists 
appears well maintained. Buying is of fill-in 
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lots, with both up-State and local yards or. 
dering very sparingly. Residential building 
continues dead. Mill offerings are liberal, 


BOSTON, MASS., Aug. 11.—The southern 
pine trade is rather more than seasonally 
quiet. Prices would ordinarily be considereg 


attractive, but competing items from the West 
Coast are even cheaper. Air dried 8-ineh 
roofers are being urged at $21. Bé&better }. 
inch partition is now $36@37. Low range for 
1x4-inch shortleaf flooring and top for long. 
leaf; B&better rift, $62.50@72; C rift, $49.75@ 
60; B&better flat, $35&38. 





BALTIMORE, MD., Aug. 10.—Longleaf pine 
is doing fairly well, but demand is restricted, 
Local yards are not adding to their assort- 
ments, but feel impelled to keep up selections, 
North Carolina pine distributers report that 
demand is restricted. They admit that stocks 
have dropped to very moderate proportions, 
but trade is dull and profit margins are ex- 
ceedingly small. 


CLAPBOARDS 


BOSTON, MASS., Aug. 11.—Retail yards are 
moving comparatively few clapboards, and 
doing very little buying. Wholesalers look 
for some improvement next month. Scarcity 
of eastern spruce and native white pine clap- 
boards in first hands keeps prices about 
steady, but quotations for West Coast clap- 
boards, red cedars especially, are weak. 


BOXBOARDS 


BOSTON, MASS., Aug. 11.—The boxboard 
market is slow and prices are barely steady. 
Business of box and shook mills averages 
around 50 percent below normal. Competition 
is keen, and there continue to be some bar- 
gain offerings, especially from Maine and 
New Hampshire mills. Ordinary log run lots 
of round edge white pine inch boxboards are 
$20@ 22. 


SHINGLES AND LATH 


KANSAS CITY, MO., Aug. 11.—Scattered 
buying for fall shipment made up the bulk 
of shingle sales last week. Lath were still 
dull, but occasional small amounts were in- 
cluded in badly mixed cars. 

















A. GATES WHITE, who had been in the 
lumber business at Garden Prairie, Ill, for 
many years, died suddenly of a heart attack 
in the garage of his home in Garden Prairie 
on Monday, July 27. Mr. White was 71 years 
old and was in good health apparently up 
to the time of his death, though he had com- 
plained that his heart was bothering him a 
few days before. He was a native of the 
region in which he had lived all his life, 
having been born on the White homestead 
east of the town, which had been the prop- 
erty of the family since 1838. He entered 
business at Garden Prairie as a young man 
in partnership with George W. Newell, oper- 
ating a general store and lumber yard. This 
continued until 1901, when the partners sepa- 
rated, Mr. Newell continuing the general 
store and Mr. White the lumber yard. Mr. 
White was one of the organizers of the 
Farmers State Bank and at the time of his 
death was president of that institution. He 
had been a member of the board of super- 
visors for 28 years and had served as public 
administrator for the county for many years. 
He was a member of the Odd Fellows, the 
Modern Woodmen, Mystic Workers, the Bel- 
videre Chamber of Commerce and the Rotary 
Club of Belvidere. A widow and five daugh- 
ters, one sister and a granddaughter survive 
him. 


WILLIAM HARRY FURBER of Boston, 
Mass., wholesale lumber merchant, is dead 
at Denver, Colo., where he went for his 
health some time ago. Mr. Furber was born 
in Boston Oct. 20, 1870, the son of George E. 
and Maria L. (Ames) Furber. For a time 
after his graduation from Harvard College 
Mr. Furber was in the insurance business 
and he also was briefly associated with a 
Boston daily newspaper. He then became in- 
terested in the wholesale lumber business and 
organized the firm of Furber Stockford & 
Co., continuing his relation with that enter- 
prise until 1909 when he formed the W. H. 
Furber Co., of which he was the head until 
1930 when failing health forced him to re- 
linquish active business and go to Denver for 
a long rest. For many years W. H. Furber 
Co. was located in Boston at 53 State Street 
and operated extensively in hardwoods. In 


1901 Mr. Furber married Miss Mabel Harriet 
Holden. She died in 1903. Surviving Mr. 
Furber are a son, Holden Furber, with whom 
he lived at Marblehead, Mass., and a sister, 
Miss Jane M. Furber. Mr. Furber had for- 
merly lived in Cambridge and in Brookline, 
Mass. He was a member of the Pi Eta so- 
clety. 


ROBERT CARLIN, for over a quarter of a 
century in the lumber business at Taylor- 
ville, Ill., died of gas asphyxiation at his 
home in that city on Friday, July 25, the 
coroner's jury finding that his death was 
suicide. Mr. Carlin had sold his lumber yard 
last February to the Fred A. Miller Lumber 
Co., of Gibson City, Ill, and retired. He was 
a 32nd degree Mason and a Shriner, and was 
secretary of the Taylorville Rotary Club and 
a former secretary of the Chamber of Com- 
merce. He was a director of the Christian 
County Agricultural Fair Association and 
the Taylorville Country Club and was presi- 
dent of the Manners Park board. Mr. Carlin 
donated the gate at the west entrance of 
Manners Park. A widow, Leila Calloway 
Carlin and one son, Robert Calloway Carlin, 
survive, also a brother Charles, of Superior, 
Wis. 


MRS. ELLEN C. GILLESPIE, widow of 
James Gillespie, formerly a wholesale lumber 
dealer of North Tonawanda, N. Y., died on 
Aug. 6 in that city. She was a long-time 
member of the First Methodist Episcopal 
Church there. Surviving are the following 
children: William A., James E. and Reginald 
S., of North Tonawanda, and George E., of 
Philadelphia; Mrs. Sidney P. Milliner, of 
Tonawanda, Mrs. Fred R. Burtch and Miss 
Rhea M. Gillespie, of North Tonawanda, Mrs. 
F. Roland McCormick, of Lakewood, O. 


JOHN ELMER REYNOLDS, a lumberman 
who had been for years extensively engaged 
in developing timber tracts, died at his home 
in Hemlock, N. Y., on Aug. 4, aged about 75. 
When a youth he furnished ties for the 
Lackawanna Railroad when the line from 
Buffalo to Dansville was being built. From 
Springwater, N. Y.. where he was born, he 
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went to Pennsylvania and for twenty years 
was engaged in the lumber business, fur- 
nishing ties and bridge lumber for several 
new railroads. He then went to Kentucky, 
where he owned and worked a large timber 
tract. His later years were spent at Hem- 
jock, N. Y., Where he bought a farm. Sur- 
yiving are his widow, Frances, a daughter, 
Mrs. Benjamin F, Cummings, Rochester, N. Y., 
and a son, J. Claude Reynolds, of Arkport, 
BY. 


GORDON H. MacDONALD, of the American 
pacific Lumber Co., Seattle, Wash., died Aug. 
7 of heart failure at his home in that city, 
at the age of 51. His widow survives him. 
Mr. MacDonald’s life had been spent in the 
jumber business, and he was widely known 
in the trade. His earliest connection was 
as a grader for Davis & Comstock, Ashland, 
Wis. Later he was a traveling lumber sales- 
man, acting in that capacity for McCloud 
River Lumber Co., McCloud, Calif., for about 
six years. On going to the West Coast many 
years ago he entered the employ of Weyer- 
haeuser Sales Co., and for some years was 
district manager for that firm, with head- 
quarters at Seattle. Of recent years he had 
peen head of American Pacific Lumber Co., 
Seattle. 





BALTIMORE, MD., Aug. 10.—At a meeting 
of creditors of Heise & Bruns Mill & Lum- 
per Co., held about a week ago, a committee 
was appointed to undertake the liquidation 
of the business and the distribution of the 
assets.. This decision was reached after con- 
siderable deliberation in the hope that some 
other means of handling the situation might 
be devised. The committee of creditors is 
made up of Stephen E. Mann, of the Mann & 
Parker Lumber Co.; Daniel MacLea, of the 
MacLea Lumber Co., and H. C. Staley, of the 
Druid Oak Belting Co. The two first-men- 
tioned concerns are dealers in hardwoods. A 
statement of assets and liabilities is to be 
drawn up. The business latterly had been 
conducted by John Bruns, a descendant of 
one of the two original founders. About a 
month ago there was chartered the Wroten 
Planing Mill Corporation, which took over 
some of the machinery of Heise & Bruns re- 
quired to dress stocks and provide mill work 
for half a dozen of the local yards. This 
company is now running a portion of the old 
plant. There are about forty-five creditors. 





Tue Gotp Coast CoLony, in West Africa, 
imported 702,000 feet of rough lumber from the 
United States in 1930, as compared with only 
526,000 feet in 1929, according to a report in 
the Aug. 3 issue of Commerce Reports. The 
colony’s imports from Europe totaled 156,000 
feet and 140,000 feet, for the respective years. 
At the same time imports from other African 
sources dropped from 117,000 feet in 1929 to 
95,000 feet in 1930, writes Trade Commissioner 
Cart E. L. Gill, of Accra. While rough lum- 
ber imports were increasing, dressed lumber 
imports from the United States dropped from 
5,131,000 feet in 1929 to 893,000 feet in 1930. 





| News Letters 


(Continued from Page 51) 


grain fir flooring, 1x4-inch is $28.50@29 for 
tail B loading, $28 for Rail C loading. B&bet- 
ter vertical grain 1x4-inch flooring is $38.50@ 
39 for Rail B loading. Bé&better drop siding, 
ix6-inch standard patterns, is $29@30 for Rail 
B loading. Straight cars of 16-foot and longer 
are $33.50. Fir finish, 1-inch, assorted as to 
widths and lengths, is $49.50; 5/4, $56.50. 

All above prices are delivered at St. Louis, 
Mo. 

Oak flooring demand is still showing some 
improvement, with prices being adjusted up- 
ward on scarce items, rather than downward 
on surplus items. Hardwood sales are still 
at a very unsatisfactory level, with no 
changes in prices reported. 

L. J. Boykin, southern pine sales manger 
for Frost Lumber Industries (Inc.), Shreve- 
port, La., is spending this week in St. Louis 
and vicinity, as part of an extended tour 
through consuming territory, studying stock 
conditions and the prospects. 

T. C. Whitmarsh, jr., vice president of the 
W. T. Ferguson Lumber Co., left last Friday 
With Louis Fellows for a trip down the 
Osage River. Mr. Whitmarsh, who is an out- 
board motor boat enthusiast, will be away 
from the office about two weeks. 
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Business Changes 


ALABAMA. 
merly in the retail and wholesale lumber business, 
reported to have closed out the majority of his 
interests and moved to Texas. 


Birmingham—S, W. Dawson, for- 


Huntsville—G. N. tobinson, of the Robinson 
Paint & Roofing Co., is retiring from the retail 
business but continues paint, roofing and ware- 
housing business. 


CALIFORNIA, Lemon Grove—Park Lumber Co. 
succeeded by J. H. Bijornstad. 

San Francisco—-Western Basket & Barrel Co. 
sold hardwood stock to Jones Lumber Co. 

Santa BParbara—Report that Union Mill & Lum- 
ber Co, had been sold to E. B. Ashcroft is errone- 
ous, and there is no change in ownership of that 
company. 

ILLINOIS. Geneva—Report that Geneva Build- 
ers’ Supply Co. had consolidated with M. S. Joshel 
& Bros. is erroneous. There has been a consoli- 
dation of the Geneva Builders’ Supply Co. and the 
Geneva Lumber & Coal Co. under name of Geneva 
Lumber & Builders’ Supply Co., but there is no 
connection with the Joshel concern of Geneva or 
St. Charles. 

INDIANA. Chalmers and Lucerne—True & 
True Lumber Co. succeeded by True-Hixon Lum- 
ber Co. ‘ 

IOWA. Hartley and Moneta—Floete 
Co. sold to Botsford Lumber Co. 

KANSAS. Halsted—J. W. Metz Lumber Co. sold 
to Halstead Lumber Co. 

Moline—J. W. Metz Lumber Co. sold to Turner- 
Freed Lumber & Supply Co. 

KENTUCKY. Glencoe—W. P. 
succeeded by Crouch Lumber Co. 

MISSISSIPPI. Jackson and Lauderdale—Por- 
ter-Gooch Hardwood Co, changing name to C, M. 
Gooch Lumber Co, 

NORTH CAROLINA. Hemp—Emerald 
Co. sold plant and stock to Pinehurst 
Yards of Pinehurst. 

OHIO. Cleveland—Highland Lumber Co. suc- 
ceeded by Highland Building Material Co. (Inc.) 

OREGON. Coquille—John Dornath, sr., is re- 
ported to have sold his shingle mill to the Ore- 
gon Shingle & Shake Co. 

PENNSYLVANIA. Philadelphia-—Pantano 





Lumber 


Crouch & Son 


Lumber 
Lumber 


Lum- 





The Classified Ads Offer 
Biggest “Coverage” in the 
Lumber World 





ber & House Wrecking Co. succeeded by Pantano 
Lumber Co. 

SOUTH DAKOTA. Owanka and Wasta—F. H. 
Rector Lumber Co. succeeded by Fish & Hunter 
Lumber Co. 

TEXAS. Gladewater—Peoples Lumber & Sup- 
ply Co. changing name to Gladewater Lumber Co. 
(Inc.) 

Houston—Swan Lumber Co. succeeded by Swan- 
Lupton Lumber Co. 

WASHINGTON. Spokane—Christopher’ E. At- 
kinson has sold a half interest in his logging busi- 
ness to James Atkinson, 


_New Mills and Equipment 


ARKANSAS. Malvern—A. B. Cook Co., manu- 
facturer of hardwood flooring, planning to add a 
third unit in the near future. 

GEORGIA. Toccoa—Forrest Addition, of Flowery 
Branch, Ga., has purchased and rebuilt the old 
Diana furniture factory and equipment with new 
machinery; will begin operations shortly. 

INDIANA. Evansville—A. A. Wittekindt & Son, 
200 W. Morgan Ave., manufacturers of ice refriger- 
ators and chests and cooperage, also dealers in 
lumber and millwork, announce tentative plans to 
erect a modern planing mill on property adjoining 
the present plant. 

TEXAS. Jasper—Jasper Veneering & Mfg. Co. 
will erect a crate factory to employ 40 workers. 

WASHINGTON. Bellingham—Ford Lumber Co. 
mill, recently burned, will be rebuilt by the new 
owners, John Griffith and Mr. Ackerman, and will 
be put in operation. 


Incorporations 


CALIFORNIA. Los 
Co., incorporated, 


Angeles—Arrow Lumber 


FLORIDA. Jacksonville—Overseas Lumber Co., 
incorporated; 50 shares no par; J. P. Hill, 721 Pip- 
pin St. 

Palatka—Boez Mfg. Co., incorporated; capital, 


50 shares, no par; J. W. Justin interested; lumber 
etc. 


West Palm Beach—West Palm Beach Lumber 


Co., incorporated; W. P. McCormic 


interested; 
capital 750 shares; old concern. 


KENTUCKY. Saud—Shipley-Gates Lumber Co., 
incorporated; capital, $45,000. 
MINNESOTA. Minneapolis—Osborne & Clark 


Lumber Co., incorporated; to deal in lumber; capi- 
tal, $100,000; D. F. Clark interested. 

NEW JERSEY. Newark—Burke Bros. Lumber 
Co., incorporated. 

Newark—Krauss Bros. Lumber Co., tncorporated; 
capital, $5,000; A. R. Hall. 

South Plainfield—South Plainfield 
Supply Co., incorporated. 

NEW MEXICO. Bernalillo—New Mexico Lum- 
ber & Timber Co., incorporated. 

OREGON. 
incorporated. 

Portland—Coast Trading Co., incorporated; log- 


Millwork & 


Marshfield—Evans Cedar Corporation, 


ging and lumber; capital, $10,000; J. J. Burke 
interested, 
Portland—Western Cedar Shake Co., incorpor- 


ated; capital, $50,000; shingles and lumber; R. W. 
Waters interested. 

PENNSYLVANIA. Hanover—J. F. Rohrbaugh 
& Co., incorporated; capital, $100,000; old concern. 

Tionesta—Jamieson Lumber & Supply Co., in- 
creasing capital to $150,000. 

WISCONSIN. LaCrosse—Builders Lumber Co., 
incorporated; capital, 100 shares common stock 
no par; J. J. Weisse; builders and contractors. 

Milwaukee—Forest Products Co., incorporated; 
capital, $10,000 and 500 shares no par; Frank H. 
Nelson, 749 Franklin Place. 

Racine—American Pattern & Mfg. Co., incor- 
porated; 500 shares no par; to manufacture pat- 
terns, dies, tools etc.; E. J. Beck. 


Casualties 





ARKANSAS. Pine Bluff—Standard Lumber Co., 
loss by fire in shingle warehouse, $250. 

Redfield—E. E. Mobley Lumber Co., loss by fire 
in dry kiln which destroyed about 150,000 feet of 
lumber and caused other damage, loss estimated 
at $2,500. 

FLORIDA. Caryville — Brown-F'lorida Lumber 
Co., loss by fire which destroyed about 300,000 feet 
of lumber. 

GEORGIA. Millen—Millen Lumber Co., loss by 
fire in dry kiln and contents. 

ILLINOIS. Alden—Charles Seefeldt, loss by fire 
in lumber sheds, $8,000. 

Savanna—Brittingham & Hixon Lumber Co., loss 
by fire between $1,500 and $2,000. 

MISSISSIPPI. Pelahatchie—Pearl River Valley 
Lumber Co., loss by fire, $50,000. 

NORTH CAROLINA. Wade—Lumber mill owned 
by Pote & Tart destroyed by fire with loss of 
$12,000. 

PENNSYLVANIA. Everett—Everett 
Lumber Co., loss by fire, $1,000. 

Phoenixville—Frank C. Andrews & Co., loss by 
fire, $100,000. 

WASHINGTON. Verlot—Verlot Saw Mill & Log- 
ging Works destroyed by fire. 





Hardwood 


New Ventures 


ALABAMA, Cullman—J. Mackentefe is entering 
the general builders’ supply business, handling 
lumber direct from car to job, but plans to have 
warehouses soon stocked with dressed lumber. 

Huntsville—Charles W. Robinson has organized 
the Robinson Lumber Co. and will re-enter the 
retail business. 

Warrior—H. C. James Lumber Co., with head- 
quarters at Dora, Ala., has opened a yard at War- 
rior and will do a retail business exclusively. 


CALIFORNIA. Alturas—Alturas Mfg. Co. will 
open a sash and door plant. 
FLORIDA. DeFuniak Springs—W. A. Hall 


Lumber Co. has started a sawmill. 

Pahokee—S. M. Bevans will open a lumber yard. 

KANSAS. Belle Plaine—E. F. 
started a retail lumber business. 

KENTUCKY. Monticello—Wood Mosaic Co. of 
Louisville will establish a branch. 

MAINE. West Peru—Berst-Forster-Dixfield Co., 
of New York, will establish a branch. 

MASSACHUSETTS. Boston—South Boston Lum- 
ber Co. opening at 312 W. Broad St. 

NEW MEXICO. Albuquerque—Pioneer Shingle 
& Roofing Co. recently began business. 

NEW YORK. New York—Case & Smith Lumber 
Co. will open a yard at 202 E. 102nd St. 

NORTH DAKOTA. 
open a lumber yard. 

OHIO. Logan—Hart-Spencer Co. will start a 
furniture manufacturing business. 

OREGON. Silverton—Jesse Taylor, O. E. Rie 
and E. R. Francis have opened a box manufactur- 
ing plant in the old Potter planing mill. 


Anderson has 


Ellendale—Alsop Co. will 


TEXAS. San Angelo—J. R. Box has started a 
planing mill. 
WASHINGTON. Port Townsend—Tony Deleo, of 


the Key City Brick & Tile Co., announces that he 
will open a retail lumber yard. 
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f How to Figure Costs for Advertising ] 


In Classified Department 
Pir OD WOU ccc icicccccsccccesee 30 cents a line 
For two consecutive weeks......55 cents a line 
For three consecutive weeks..... 75 cents a line | 
For four consecutive weeks...... 90 cents a line 
For thirteen consecutive weeks..... $2.70 a line 
For twenty-six consecutive weeks. .$5.40 a line 
For fifty-two consecutive weeks. ..$10.80 a line 








Seven words of ordinary length make 


<..e line. 

Count in the signature. Heading 
counts as two lines. 

No display except the heading is 


permitted. 
Extra white 
rate. 

One inch space advertisement is 
equal to fourteen lines. 


space figured at line 


teriittances to accompany the order 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 


under heading Too Late to Classify. 























WANTED 











Salesmen 





SALESMEN! 
To sell West Coast lumber-and lumber products: 
DOUGLAS FIR SITKA SPRUCE, WESTERN 
HEMLOCK, RED CEDAR, WESTERN PINES, 
SAWMILL AND FACTORY PRODUCTS. Excep- 
tionally attractive proposition for reliable men. 
Exclusive territory. Must work with us exclu- 
sively on one or more lines but free to handle 
other lines for other firms Tell us territory 
you would like to cover and present or most re- 
cent employment Communications confidential. 


Address “G. 6," care American Lumberman. 





WELL RATED NORTHERN WHOLESALER 
With yellow Wne and hardwood sawmill in south, 
offers exclug@ire selling arrangement to aggressive 
salesmen on ¢.mmission and split profit plan. Our 
ability to market good lumber at competitive 
prices makes connection with us valuable to sales- 
mén that produce. 

Address “H. 19,” American 


care Lumbermen. 





WANTED YOUNG SALESMAN TO SELL LUMBER 
At wholesale. Experience in lumber essential. 
THE MILLER-WELLS LUMBER CO., 
Cleveland; Ohio 





COMMISSION SALES CONNECTIONS 
Desired by Douglas Fir mill group. Exclusive ter- 
ritory. Address with account of experience ‘‘G. 
care American Lumberman, 





NOW SELLING RETAIL LUMBER 


Or manufacturing trade to sell new Non-Splitz 
Oval nails as side line. Well advertised and de- 
mand created. Backed by large responsible manu- 


facturer. 


Address “H. 3," care American Lumberman, 





Employees 





WANTED—VENEER SAW OPERATOR 
Advise experience and salary expected. 
Address “H; 2,"" care American Lumberman. 





A CLASSIFIED AD WILL MOVE SLOW STOCK 
ADVERTISE FOR WHAT YOU WANT 
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WANTED 








WANTED 








Employment 


EXPERIENCED EXECUTIVE 





Middle-aged, good health, desires connection in 
South, Know the lumber business from stump to 
consumer, First class accountant (C. P. A.) 


auditor, office manager. 
in either manufacturing, 
Available at once. 

Address “P. 66,” 


Willing to 
wholesale or 


prove ability 
retail fields. 
care American Lumberman., 


RETAIL LUMBER YARD MANAGER 


(Forty), Credits, 





Bookkeeper, Sales Manager, 


Sales Promotion Ideas, Finance, Los Angeles ex- 
perience, also Association Secretary, wishes posi- 
tion in the West. Address WILLIAM CARE, 
4917 Firestone Blvd., South Gate, California. 





DRAFTSMAN—SPECIAL MILL WORK 
Competent detailer biller 
oughly experienced, educated. 

Address “G. 19,’’ American 


and 
well 
care 


practical. Thor- 
Best references, 
Lumberman. 





WELL KNOWN WOODS SUPT. 


Complete charge logging operations of large lum- 
ber company or cash investment with general 
services smaller company. 

Address “H. 15," care American Lumberman. 





BAND SAW FILER WANTS POSITION 


Log band, band resaw 
Address “‘G. 159,” 


and 
care 


planing 
American 


mill experience. 
Lumberman, 





RETAIL YARD MANAGER 
One who can lower operating 
in doing business at a profit, 
counts when due. Hard 
good health. Will accept 
worth and ability. 
Address “H. 4,” care 


costs, who believes 
and collecting ac- 
worker, sober, steady, 
minor position to prove 


American Lumberman 





BAND SAW FILER 





Seventeen years’ experience filing. Am considered 
an expert. Go anywhere. P. O. BOX No. 294, 
Dawson, Ga. 

RETAIL LUMBERMAN 40 YEARS OLD 
Wants job as manager—lifetime in business—best 


of references. 


Address “G. 31,’ care American Lumberman 





THE WAY TO MAKE A SALE 
Is to advertise in a paper that reaches the 
people who would be interested in what 
you want to sell. When you want to sell 
anything used in the lumber world and al- 
lied industries advertise in the 

AMERICAN LUMBERMAN 
431 S. Dearborn St., Chicago, IIl. 





POSITION AS MANAGER 


25 years experience from Stump to Market. 
will make examinations and 
Best of references. 

Address “G. 21,’’ 


Also 
recommendations. 


care American Lumberman. 


ACCOUNTANT-BOOKKEEPER 


Open for position. Six years Bookkeeper for 
Wholesale and Retail Lumber Corporation and two 
years Railroad Bookkeeper. Age 28, College Grad- 
uate. Go anywhere. 

Address ‘“‘G, 23," care American Lumberman. 








OFFICE, SALES & STORE MANAGER 
Can get maximum results with minimum cost; 


thoroughly experienced and a hustler. Will go 
anywhere. A trial will convince you, References. 
Address “‘T. ’.,”" 1024 Bighth Ave., Tuscaloosa, 
Ala. 





HARDWOOD INSPECTOR OR BUYER 


Wants charge of Yard or Road. North or South. 
National experience. Understand Dry Kilns. Can 
go anywhere. Al reference. 

Address “‘G. 1,"" care American Lumberman. 











Employment 


EST. COMMISSION REPRESENTATIVE 
Detroit territory, exclusive 
hardwoods and softwoods. 

Address “H. 16,” care 





desires connections for 
References furnished, 
American Lumberman. 





COMPETENT DRAFTSMAN AND BILLER 





21 yrs. exp. Highest references. Reliable, steady. 
Understand both special and stock mill work. Can 
show good production. 

Address ‘“‘H, 21," care American Lumberman. 

WANTED—OPPORTUNITY 

In promotion, advertising and correspondence with 
manufacturer by young man experienced also in 
safety, house organ and trade journal activity in 
the woodworking and lumber industry. 

Address “H. 8,’’ care American Lumberman. 





EXPERIENCED RETAIL AND WHOLESALE 


A man of exceptional experience in, Ist, Sales, 2nd, 
Credits, 3rd, Collections, 4th Purchases—together 
with ability to turn these to your profit. Now 
manager of a city yard, present employer as 
reference. Also know operation of line yards in 
farm territory. Salary need not be large until 
ability is proven, but position must offer scope for 
executive ability. Will consider small investment 
or profit sharing plan. 
Address “G, 20,’’ care American Lumberman. 





WANTED A POSITION FILING BAND SAWS 


Can file for any kind of timber, and guarantee 
strictly first class results. Would prefer employ- 
ment in a foreign country. J. G. GRANBERY, 
2217 Kenmore Ave., Charlotte, N. C. 





MANAGER 


Available any time to Jan, Ist. 
and collector. 


Address ‘‘G, 15,” 


Capable salesman 


care American Lumberman. 





Lumber and Dimension 


WANTS SUPPLIED 
Large number of wants supplied each week through 
the classified section. We do it for others, why 
not for you? AMERICAN LUMBERMAN, 431 8. 
Dearborn 8&t., Chicago. 


Retail Lumber Yards 


WTD. TO PURCHASE RETAIL LUMBER YARD 
In one yard town in Central Illinois, within thirty- 
five miles of Decatur. 

Address ‘“‘G, 24,’’ care American Lumberman. 


WTD. TO PURCHASE RETAIL LUMBER YARD 
In town not smaller than five thousand population, 
Kansas, Oklahoma, Missouri, or Iowa. 

Address ‘“‘W. 56,” care American Lumberman. 




















WANTED RETAIL LUMBER YARD 


Will trade Ind., Ills. or La. farm land. 
Address “G. 30,” care American Lumberman 





Business Opportunities 


THINK WHAT IT MEANS 


Many thousands of people each week read the 
classified advertisements looking for employment, 
employees, lumber, shingles, timber and timber 
lands, business opportunities, machinery, locomo- 
tives, cars, rails, etc. Always looking for some- 
thing—your advertisement in the wanted and for 
sale department would be seen by the very people 
you want to reach. Advertise now. 

AMERICAN LUMBERMAN, 

431 S. Dearborn St., Chicago, Il. 








FIRST CLASS MILL MAN 


Exp. Circular Sawyer and Filer. Hard and Soft- 
woods. Can maintain entire sawmill. 
Address “F. 19,” care American Lumberman. 


MR. BUILDING SUPPLY EXECUTIVE 
I know your business inside and out—books, cor- 





respondence, buying, selling, estimating, blue- 
prints and construction. What have you to offer 
the best man you ever employed? Address 
“T. W.,” 1024 Eighth Ave., Tuscaloosa, Ala. 





Timber and Timber Lands 


WANTED—HARDWOOD TIMBER TRACT 


With or without mill or would consider going 
business. Would not be interested in small 
boundary. Give complete 
information first 

Address ‘“H. 





Financially responsible. 
letter. 
care American Lumberman. 
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